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FINE QUALITY AND GOOD DESIGN, AT REAL DOWN-TO-EARTH PRICES 


VALUES THAT CANNOT BE MATCHED — 


No. SO6W No. 406 ae In Thirty years, 


bof Pull-Push WHITE Tape in die cast case 
1. WHITE Tape in durable with heavy, durable, extra bright plated 


pherette case. Retails at $2.98. finish. Has automatic brake and rep! iS lly 

i i place- & || f 
p No S10W — 100 ft. WHITE able blade. Made in 3 lengths — 6 ft, & , more mi lions 0 
pe in bright finished steel case. 8 ft., 10 ft. Retails as low as 79c 'S : 
bils at $4.98 


Walsco Padlocks, 
| 
Rules, and Knives | 


No. 380 > »» have been sold than 


A 6 ft. Tape of extreme accuracy. In 
bright nickel plated case. Also avail- 
able in attractive enamel finishes. With 


regular steel tape, retails at 55c. With iii sca any other brand 


WHITE Tape, retails at 69c 
\ ee ' 


Utility Knife retails at only 75c. It’s strong, ‘D ~ 
durable, and the best balanced knife for or” 
hundreds of uses. Comes complete with 5 A” 
replacement blades in the handle Ss 

>” 


Order these and other best sellers from your WALSCO jobber... 
. Latest complete catalog sent on request 


Canadian Representative: Advance Agencies, Magog, Quebec 








THE WATERBURY LOCK & SPECIALTY CO. mitrord, CONNECTICUT 





NOW: 


Your one answer to greater-than-ever screen cloth sales 


LUMITE This low-cost - 


oe ecco 








for only ‘16 





available 2 ways? 





Takes only 2’ x 3’ of floor space. Cuts, measures, dis- 
penses and displays 5 best-selling widths of Lumite 
Saran Screen Cloth: 26’’, 28’, 30’, 32’ and 36”. 


}Put yourself in the screen cloth 
business with one of these 
2 sensational offers: 





1, The Lumite Dispenser Rack for only 


4: $16.84 (dispenses 24” through 36” widths 
and comes F.O.B. Chicago, Ill.) with the 
minimum purchase of five 100’ rolls of Lumite 
~ from your wholesaler. This offer includes the es 


ee SSSR eae [ free ‘Stand-On’” demonstrator that gives 
\ cate porn 4 proof of Lumite’s durability under pressure. 
SHAAN SuNEEE 
— / 
: 2. The Lumite Display Rack plus five 50’ 
MITE DIVISI rolls of Lumite Saran Screen Cloth (replace- 
= — ments are in 100’ rolls)—all for only $69.15 
F.O.B. Chicago, Ill. Included absolutely free 
is Lumite’s sales-clinching ‘‘Stand-On” dem- 
onstrator, proving amazing strength of 
j Lumite Saran Screen Cloth. 


Chicopee Mills, Inc. 
47 Worth St., N. Y. 13, N.Y. 
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GREATER PROFITS 
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THE QUALITY LOCK FOR BUDGET BUILDING 
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MODEL 6405 
$3950 


Manufacturer's suggested 
retail or Fair Trade price. 
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Universal presents a great new Mixablend to expand your 


new profits. De- 


- signed to include all the features that give more versatility, 
better performance, greater saleability. This new Univer- 
. Mixablend is a fitting addition to America’s Preferred 
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mo-Piece Top 

own funnel 
g for adding 
dients while 








New Serrated Blades 
of cutlery steel stay 
sharp longer and are 
set at an angle for 
quicker cutting. 





New Pyrex Container 

shaped to give 
“whirlpool” action 
for more thorough 
mixing or blending. 











New Two-Speed Motor 
with High, Low and 
Off positions, gives 
easy, accurate control 
for all mixing. 


AND TO HELP YOU SELL... 


Written by one of the top authorities 


LEND 


health and nutrition, this big interesting 
book will be packed with each Mixablend. 


New Ounce Markings 

show ounce levels at 
4, 8, 16, 24 and 32 
ounces for accurate 
recipe measurements. 


on 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Industrial Supply Convention Report 


Mutual management problems involved in the manu- 
facture and distribution of industrial supplies were 
brought into focus at the annual joint convention of 
American Supply & Machinery Manufacturers’ Asso- 
ciation, and the National and Southern Industrial 
Distributors’ Associations. A summary of the three- 
day sessions held in New York City, May I7 to 19, 
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Why does AMERICAN make 
All Basic Chain Patterns ? 


@ Although two chains may look alike, their end 
uses differ, resulting in poor service if a substitu- 
tion is made. For instance, the three heavy 


welded chains in the middle above appear almost , 


identical except for size. Yet one is designed for 
general service where great strength is not re- 
quired, one is for logging, while the third is for 
heavy duty service. 

The same thing applies to the weldless chains. 
Take the two stamped, flat link chains: the 
safety chain near the left, and the sash chain 
near the right side. One has only to keep some- 
thing from being lost; the other must carry 
weight and run over a pulley. 


Alike in looks, yes — but that’s as far as it goes. 

Probably we can suffice by saying —“‘AMERICAN 
makes all basic chain patterns so you can sell the 
best (and most economical!) chain for every use.” 


Check your stock. Mark down the items to be 
reordered—and—other items you are not stock- 
ing now so you can sell your customers the cor- 
rect chains for each of their requirements. Your 
AMERICAN CHAIN wholesaler stocks many pop- 
ular numbers. He can get any 
others for you. Write our 
York office if you don’t 
know his name. 











AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


Company, Ltd., Niagara Falls, Ontario. 


6 


York, Pa., Chicago, Denver, Detroit, Houston, Los Angeles, New York, Philadelphia, Pitts- 
burgh, Portland, Ore., San Francisco, Bridgeport, Conn. 





In Canada: Dominion Chain 
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ust Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


What is a discount house? 


Eow would you describe a discount house? If you were writing a law to outlaw 
discount houses, how would you define such firms so that there would be no 
question as to exactly what types of operations were discount houses? 


The need for a specific definition of what constitutes a discount house is grow- 
ing in importance as pressure is exerted by established retailers on distributors 
and manufacturers. 


We have talked with a number of wholesalers who have given serious conside) 
ation to dropping discount sellers from their books, but these wholesalers find 
themselves stymied at where to draw the line. While they want to drop the real 
discount sellers, at the same time they don’t want to hurt non-discount houses 
simply because some competitor doesn’t like them. When they talk the problem 
over with dealers they find that no two dealer opinions on what constitutes a 
discount house are identical. 


Then there is the case of the manufacturer who, in an honest effort to play fair 
with his regular outlets, advised his distributors that he would not permit them 
to ship his products to discount houses. But lacking a clear definition of what is. 
in an accepted sense, a discount house, his distributors were somewhat confused. 


One result was that at least one distributor temporarily dropped the line, rathe: 
than run the risk of inadvertently selling an outlet which the manufacturer might 
rate as a discount outlet, but which would not be so rated by the distributor. 


When one mentions discount houses, the first thought that comes to mind is the 
relatively few large outlets in the big cities. But actually there are thousands of 
other smaller ones that are just as damaging. 


Then you have the problem of the catalog houses, the club plans, the office group 
buying plans. All of these are certainly part of the discount selling picture and 
rob business from orthodox retail outlets. Any description of discount houses 
should certainly be written to cover these outlets. 


Then there is the matter of some hardware stores themselves. We recently saw 
a hardware store that had its windows covered with large signs pushing national 
brand names. The regular list prices were crossed out and greatly reduced prices 
written in. This store meets all the normal requirements of an orthodox hardware 
store; it belongs to all the usual trade associations, ete. 


Yet, certainly it is operating on a discount basis and I’m certain that all the 
other hardware stores consider it a discount operation, despite the fact that its 
discounts are not as great as the better known discount houses and it does offei 
some service facilities. 

Then there is the question of the store that puts on promotions regularly. Fou 
these promotions they sometimes mark down a well known item for the short 
period of the sale. Would this practice make this a discount house? 


You can’t go on listing individual stores as discount or non-discount outlets 
without the risk of a law suit on your hands if it can be shown that such a listing 
did damage to a man’s business reputation or affected his business volume. 
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informal editorial comments 


As the pressures mount in the fight against discount selling, it is of great 
importance that we have a clear-cut definition of what constitutes a discount 
house, 


How would you define a discount house? Let us have your comments. 


Cut rate insurance? .. . 


One especially unjustified source of cut price retailing these days is the 
“shopping service” being operated by various automobile clubs. These “shop- 
ping service” operations are strongly promoted by the auto clubs and sell 
nationally known appliances of all types, lawn mowers, tools, etc., at from 
20 to 33 per cent off list. 


I have been in correspondence with an Eastern automobile club, pointing out 
to them that they were competing with many of their own members whose 
cars and trucks they insure. I asked them what they would do if I, as a hard- 
ware dealer, were to offer my customers auto insurance at less than cost just 
to build traffic in my store? 


I was told that the state insurance examiner would put me out of business. Well, 
that is certainly a pretty state of affairs. Here you have these insurance- 
writing auto clubs in a business where the law won’t permit you to do business 
at a loss, yet they go out and encourage that very thing in other trades. 


Of course, the auto clubs will tell you that they do not sell merchandise at 
a discount. They merely perform a shopping service. I wonder if they ever 
heard of “an accessory to a crime’’? 


They also claim that they offer cut price merchandise as a “promotional 
item” in order to meet the insurance competition of one of the largest mer- SMA 
chandising firms in the country. Obviously they are referring to Sears and 
its insurance subsidiary. But they are not hurting Sears by their cut price 
selling; they are hurting thousands of small merchants. 


I wonder if these automobile clubs, who claim to be in such a law abiding 
business, have ever realized that they are accessories in spirit, if not in fact, 
to breaking a law when they offer Fair Traded merchandise at cut prices. 


Perhaps if they did a better job in the business they are supposed to be in 
... protecting and insuring car owners ... they wouldn’t have to go to the 
extreme of engaging in bootleg selling. 


Next time you are called upon to renew your membership in an auto club, 
better check up and see if they are taking business away from you with their 
“shopping service.” 


It had to happen sometime .. . 


With the supermarkets giving away good hardware items as premiums of vari- 
ous types, it was only a matter of time before some hardwaremen got mad and 
started giving away food as a premium with the purchase of hardware. 


Today’s mail brings a note and an ad clipping from a dealer who recently put 
on a promotion during which a well known brand of coffee was given away with 
each minimum purchase during the sale. He didn’t tell us how he made out, what 
the reaction was. But we’re going to get the details from him and we'll pass them 
along to you. Particularly the answer to the question, did he have any profit left 
after he paid for the coffee? 
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WHY Is LOCIKWOOD ‘c’ SERIES 





SMART, INFORMATIVE 
PACKAGING 


COLORFUL SAMPLE 
MOUNTS 


QUICK, ACCURATE INSTALLATION 


When you handle the LOCKWOOD ‘C’ Series, you’re 
selling the finest quality lockset in the low-price field, 
bar none... feature by feature comparisons prove it. 

Backing up LOCKWOOD quality are beautifully fin- 
ished sample mounts... well designed packages with 
graphic labeling . . . and LOCKWOOD’S amazing 
SPEEDRIL, the ingenious new installation tool that 
guarantees accurate, speedy boring and makes light 
work of hard labor. 


Who can match this combination of selling features? 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
FITCHBURG, MASSACHUSETTS 
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ashington 
NEWS and ViEws 


By Washington Bureau of 
HARDWARE AGE 


White House Preparing Controls 
If Foreign Situation Worsens 


A complete, industry-by-industry set of price con- 
trol regulations is being readied by the Eisenhower 
Administration. 

If invoked, the controls, similar to those in effect 
during the Korean war, will clamp a freeze on profit 
margins for all retailers. A selected set of regulations 
for partial control, or a package for all-out mobiliza- 
tion could be delivered when the White House calls 
for it. 

Congress last summer defeated a standby control 
measure. Retailers are prepared to oppose any con- 
trols, but favor a freeze on inventories as the lesser 
evil. 

Even direct participation in the Asiatic wars will 
not mean an instant return to controls, officials say. 
The Nation is strong enough industrially to support a 
suns and butter economy indefinitely. 


OUTLOOK If the foreign situation 
worsens, Congress will be asked in January 

> to give the President standby authority to 
invoke either full or partial controls when he 


believes there is an emergency. 


Retailers Fight Complicated 
New Excise Reporting Form 


Business groups are fighting to defeat an Internal 
Revenue Service plan to institute a new and lengthy 
detailed reporting form for excise tax collections. It 
would require costly extra bookkeeping by hardware 
retailers. 

Representatives of the retail, service, and manufac- 
turing industries will meet with revenue officials early 
in June to protest the proposed new Form 720. 


The form would require reports detailing separately 


10 


for each of the taxed items the amount of sales, the 
amount of taxes rebated with purchase refunds, anc 
the net tax payable. 

Retailers complain that the cost of training sales 
persons and setting up new accounting systems would 
be an impossible burden and would result in price 
increases at a poor time. 

Revenue officials argue that the new form is needed 
to help them make field checks. 


OUTLOOK—The_ present moratorium on 
+ the new form is scheduled to end July 1, but 
it will be extended while the agency studies 

how to remove the objectionable features. 


Business Upswing Lessens 
Chance for More Tax Cuts 


The Spring employment rise, coupled with the con- 
fidence of Government economists and retailing ex- 
perts that business is on the upturn, have lessened the 
chances for any further major cuts in personal or 
direct business taxes this year. 

More than half of the tax reforms suggested by) 
business to simplify procedures have been supported 
by the Treasury Department. Some of the others, in- 
cluding a reduction in the 52 pet corporation tax and 
liberalization of the Lifo inventory tax provision, have 
little chance of being adopted by Congress this yea: 

But retail representatives are optimistic on the 
chances of securing a cost-of-market provision, permit- 
ting the use of either the cost or the retail price of 
any item, whichever is lower, in computing inventory 
taxes. 

OUTLOOK—Sim plified and fair tax proce- 
dures to cut business costs, along with the 37.4 

& billion tax cuts granted earlier to stimulate 

consumer buying could make 1954 a peak sales 


year. (Continued on page 106) 
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“Team spirit” . . . so well demonstrated 
by the Milwaukee Braves . . . has long 
been equally well demonstrated by 
Master’s sales policy. For more than thirty 
years Master has been “‘pitching’’ for the 
Independent Trade . . . with sales-winning 
merchandising . . . the world’s finest 
padlocks . . . fair prices . . . economical 
distribution through your wholesaler. 





ITS A HIT 


Make sales faster with 


WER OS UIT S 


Top favorite of dealers all over the 
country is the fast-selling No. 500, 
offering powerful laminated steel 
protection for only 65¢. 





Master Jock Company, Milwaukee 45, Wis. 
Worlds Leading Padlock Manufacturers 
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LATEST INFORMATION ON NEW PRODUCTS AND SERV 





Step-On Can 

Dome Cover step-on can (illus- 
trated) has a seamless porcelain 
enameled tight fitting inset with 
strong heavy bail. Lid lifting mech- 
anism is operated from rubber 
pedal cap. Comes in five two-tone 
including stainless _ steel 
dome with white body. Sizes avail- 
able are 12, 14 and 16 qt capacity, 
listed at $4.50, $5.95 and $6.95 re- 
spectively. Mini Kettle, designed 


colors 


for making instant coffee, is of 
white baked enamel with red trim. 
It has wide spout and lid with in- 
side safety flange. Comes in 2.02 
qt. capacity and lists at $1.19. 
Fletcher Enamel Co. 


For more data circle No. 1 on postcard, p. 115 


Spinning Reel 

Pflueger Pelican spinning reei has 
drag and a stationary spool. Drag 
is located at rear of reel and can be 
adjusted without releasing crank. It 
uses a nylon shoe curved around a 
brass drum which works like an 
automobile contraction brake. Foot 


12 





cross plate is not integral with reel 
frame, and can be replaced without 
buying a whole new frame. Enter- 
prise Mfg. Co. 


For more data circle No. 2 on postcard, p. 115 


Screen Door Closer 

Called the Russwin Air Jet, this 
door closer is designed for use on 
screen or storm doors. Air-con- 
trolled closer ‘features extruded 
aluminum construction; long-wear- 
ing nylon valve with finger-tip ad- 


justment for slow or quick-opening 


speeds; concealed buffer spring 
that protects closer against rough 





S454, 
ET a, 
“4, 
—nes 
Step 


tee / 


usage; self-lubricating precision 
parts; weather resistant finish. 
Closer is reversible for right or 
left-hand doors. Comes in attrac- 
tive package containing everything 
needed for installation. Russell & 
Erwin Div., American Hardware 
Corp. 


For more data circle No. 3 on postcard, p. 115 


Chrome Mixer, Steel Bowls 
All-chrome mixer comes with 
stainless steel mixing bowls. Mixer, 





called the Silver-Chef, lists at 
$52.75. Dormeyer Corp. 


For more data circle No. 4 on postcard, p. 115 


Powered Jig Saw 

Jig saw, powered by 14 in. elec- 
tric drill or larger, or by 1/6 hp. 
motor or larger, is latest addition 
to Cummins power tool line. De- 
veloped to operate with the 7-tools- 
in-1 Cummins do-it Shop, jig saw 
is now being offered also as a sepa- 
rate package. It cuts 2 in. wood to 
the center of a 28 in. circle. Blade 
turns 70 degrees for cutting long 
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Want more information on these 
products? Then use free post 
card on Page 115. 


in hardware merchandise... 





stock. table tilts up to 
Saw lists at 
$24.95. Price includes pulley, V- 
belt, three assorted blades, mount- 
ing hardware and an adjusting 
wrench. John Oster Mfg. Co. 


For more data circle No. 5 on postcard, p. 115 


Jig saw 
a 45 degree angle. 


Electric Percolator 


New Comet semi-automatic elec- 
tric percolator has a twin electrical 
element—one a 400-watt percolating 
element; the other a warming unit 
of 50 watts, which operates when 
switch is turned to “Stay-Hot” po- 
sition after coffee has brewed. Per- 
colator has 6-cup capacity. For 115 
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- FOR THE HARDWARE DEALER 


volts, AC only. Suggested retail 
price is $5.59. Aluminum Goods 
Mfg. Co. 


For more data circle No. 6 on postcard, p. 115 


Push-Button Deodorizer 


Wizard push-button deodorizer 
has a spring bouquet scent which 
is said to overcome pungent cook- 
ing and bathroom odors, cigar, 
cigarette or pipe smoke smells, and 





household pet odors. Packaged in 
a pink-colored aerosol can weigh- 
ing 6 oz., deodorizer lists at 89¢. 
Boyle-Midway, Inc. 


For more data circle No. 7 on postcard, p. 115 


Retractable Casters 


New line of retractable caster 
sets fit all Delta tools mounted on 
steel stands. Casters are lowered 
into rolling positions by means of a 
foot lever. When machine is in po- 
sition, a light step on pedal raises 
the wheels, allowing the unit to 
rest on floor. Four sets of casters 
are available: one for the Delta- 
shop four-in-one combination tool 

(Continued on page 112) 





TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
SALES Ae 


Bicycle Repair Sign 
Six-color electric sign flashes a 
“Bicycles Repaired Here” message. 
Sign is free with purchase of any 
assortment of bikelocks totalling 
$28 or more, dealer cost. Sign il- 
lustrates a model No. 517 bikelock 
and a pair of Unit mea- 
8x16 in. polished 











keys. 


sures and has 





Comes complete 


frame. 
with a 6-ft., rubber-coated electric 
cord, detachable flasher plug and a 


chrome 


Master Lock Co. 


For more data circle No. 8 on postcard, p. 115 


25-watt bulb. 


Revolving Display 

Revolving display shows complete 
line of Amerock cabinet hardware 
on three different demonstrator 
panels. Display occupies 23 sq ft of 
space. Revolving display No. 2535 
includes No. 700 display of chro- 
mium and brass hardware, No. 725 

(Continued on page 141) 
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$200 


HARDWARE 
‘od STORE 
™ SALES 


$170 (Seasonally 
unadjusted) 


(in millions) 





Source: U. 8S. Dept. of Commerce 











Hardware Business 
Holds Up Well in Face 
Of Unseasonal Weather 

Despite cold and rainy weather 
which has hung over much of the 
country since the beginning of 
spring, Hardware store sales have 
been holding up well. 

In fact, sales in the first three 
months were exactly even with 
hardware sales in the like period 
of last year, according to the esti- 
mates of the U. S. Dept. of Com- 
merce. 

An advance report on April re- 
tail business put sales about 3 pct 
above March and even with last 
April. 
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HARDWARE BUSINESS ? 
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» No Change in Hardware Prices 


> Building Activity at Peak Level 


> Short Term Credit Total Falls 





The dealer cost of a typical order 
of hardware merchandise remained 
virtually unchanged between Sept. 
22, 1953, and April 12, 1954. 

This was revealed by a periodic 
price study, conducted semi-annu- 
ally, by the Salt Lake Hardware 
Co., wholesalers of Salt Lake City. 
Utah. 

On a test order of 420 identical 
items, representative of all lines 
carried by hardware stores, the 
dealer cost increased only 0.02 pct 





— Dealer Prices Stable 
Test Order of 420 Hardware Store Items 
Advanced Only .02% in Six-Month Period 





between last September and this 
April. 

There were, however, rather wide 
variations in the various categories, 
ranging from an increase on ma- 
chinery items of 4.03 pct to a de- 
crease on electrical items of 10.36 
pet. (See chart on page 178.) 

The cost value of the test order 
had increased 66.71 pet from March 
1, 1942, when the price study was 
first made, to April 12, when the 


(Continued on page 158) 





$4500 VALUE OF TEST ORDER 


| “420 STAPLE HARDWARE ITEMS 


$4000 + 


= all ll 


4076 


SEPT} NOV!) NOV.) JANIS JUNEO rors a AUG29 APR2S SEPT22 JAN2 APR30 


MAR.1 
1942 1945 1940 1947 1948 1948 


1948 1949 1949 1950 1950 1951 1981” 1951 
CHART BY HARDWARE AGE- DATA FROM THE SALT LAKE HDWE CO., SALT LAKE CITY, UTAH a 







| SEPT22 APR.27 SEPT22 APRIZ 





Figures In Boxes 
Are § Values 

Of Identical 
Order 












$4697] BM (34788 


$4746 789) 


1952 1953 1953 1954 
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MORE THAN | IN 4 DEALERS 
REALIZE FAST PROFITS WITH 
THE , 


OVER 10,000 OF THESE P&C 






MERCHANDISERS 


NOW INCREASING TURNOVER 4 TO 6 TIMES 
AND MORE FOR TOOL MERCHANTS 





it displays- Every tool is easily ac- 
cessible on the revolving stand. Your customer 
can see it, take it in his hand—see the superior 

quality... feel the perfect balance...of P&C Tools. 


it selis-— Your customer responds auto- 
matically to the impulse to buy. The price of 
each item is plainly visible. Shadow silhouettes 

and stock numbers make replacement quick, easy. 


167 different tools — 


259 items—wrenches, socket wrenches, pliers, 

screwdrivers, chisels and punches, metal snips, 
screw extractors—to bring you profits to the tune 
of 4 to 6 or more turnovers a year! Takes up only 
32” of space...the highest sales-per-foot area in 
your store! 








Write to P&C TODAY for complete information 
on the RDS-150 Self-Selling Merchandiser. 


P&C HAND FORGED 
TOOL COMPANY 


Ss Box 5926-A, Portland 22, Oregon 
® 











HARDWARE AGE, MAY 27, 1954 15 








16 









EW 


P 


tHe Most TECHNICALLY PERFECTED 





LUEGE, 


KD | 





Many have asked, "When is Pflueger— 
the great name in reels—going to bring 
out a Spinning Reel?" And our answer 
has never changed—" When we can 
build one which we are sure will live 
up to Pflueger standards.” 

We now proudly present our Pflueger 


PELICAN Spinning Reel. 
$9995 





FINEST SPINNING REEL wn tHe worto: 





Here’s Why 


We use a die cast aluminum frame and bail carrier—rugged, 
yet light in weight. Our satin chrome finish offers greatest 
known resistance to corrosion. The cross plate is attached 
by a screw, which means inexpensive replacement if ever 
broken—instead of buying whole frame. 





Drag. Here is the smoothest, 
most convenient yet designed. 
It’s at the rear where you can 
adjust it anytime with left 
thumb and forefinger with- 
out releasing crank. A wide 
nylon shoe gently grips a 
brass drum on spool shaft 
(like automobile contracti¢n 
brake )—large area, long wear, s-m-o-o-t-h action. Chang- 
ing spools does not affect drag adjustment. 

















Spool. Our spool is machined from solid aluminum for 
closest precision, greatest strength (will not spread when 
line pulls tightly). A specially designed clip is built into 
side of spool to hold end of line when reel is not in use. 
And, another Pflueger exlusive, the spool remains station- 
ary—your finger always “finds” the spool flange in same 
position and hence regulates length of cast more accurate- 
ly. You can change spools in 10 seconds—no loose parts. 


Bail. Bail snaps into retrieve position in less than 1/6 of a 
turn of the crank. Lays on line in smooth basket weave 
(spool is adjustable to prevent line from building up 
unevenly ). Retrieve rate, about 20” per crank revolution. 


THE ENTERPRISE MANUFACTURING CO., 


Line guide roller is specially hardened stainless steel (tests 
show it wi/l not wear even if it should stop turning). 


Anti-Reverse. Conveniently located near crank shaft where 
it can be turned into position by thumb while still holding 
crank. 


Gear Housing. Here also is 
smoothness, dependability 
and light weight. The large 
ring gear is special molded 
nylon for light weight, and 
the small pinion gear is 
stainless steel for maximum 
strength. The ring gear is 
supported behind its point 
of contact (to assure close 
mesh, even under heavy 
strain). The stainless steel spool shaft extends all the way 
to rear of reel and is supported by wide bronze bearings 
for maximum strength and minimum wear (no spool 
“wobble’”’ ). 


Order from Your Jobber Now 


He should have them in stock soon. Don’t be surprised if 
supply is limited. The Pelican is worth waiting for. When 
your customers see it, they too will agree. 

If you haven't received a supply of new booklets, “Facts 
You'll Want to Know About the Pflueger PELICAN Spin- 
ning Reel,” ask your jobber, or write us direct. 





Dept. H. AKRON 9, OHIO 


America’s best fishermen have been saying ''FLEW-GER”’ for over 90 years. 


PFLUEGER A GREAT NAME IN TACKLE 


(Pronounced '' FLEW-GER*') 
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The Saturday Evening 
As advertised in PO ol bh 
5 | | | | 
er— p p p 
Dring 
iswer 
- read avout Jacons 
| live 
eger a 
95 in the POST 
am 
Jacobs advertising in SATURDAY EVENING POST has for 
years been telling home shop men about what to look for 
in power tools. 
Customers look for Jacobs Chuck because they know 
this is the sign of quality in the tool. 
When you show power tools, point out the Jacobs name 
(tests on the chuck. It inspires immediate confidence. 
vhere 
Iding 
IF IT’S A 
J 
d ! " W 
IT HOLDS...Business for You ACOBS 
way This is the eo a on H Q chuck 
rings Chuck. This popular key type li 
pool chuck is now being widely used mean¢ qua ity 
on the finest home shop power e 
tools. nm the tool! 
sed if 
Vhen YOU CAN'T MISS. If there's a Jacobs 
Chuck on the power tool, you know the 
Facts maker is giving you “the world’s finest.” 
Spin- It's your guarantee of greatest gripping 
power, accuracy and long life. You do 
cleaner, faster work. The Jacobs Manu- 
facturing Company, West Hartford 10, 
Connecticut, 
’ IF IT’S A 
j - | IT HOLDS 
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Gives the same steady flame in any position... 


Master Torch with TX-9 
disposable cylinder 








Model No. TX-10 


BERNZ-O0-MATIC MASTER TORCH 


Now the Bernz-O-Matic offers another big advan- 
tage not found in any other propane torch. It 
burns hot and steady in any position—no danger- 
ous surge of flame when it’s used upside down! 

For you, this means more sales to any “‘do-it- 
yourself” man or mechanic who wants a torch 
that’s safer, easier to use for paint burning, solder- 
ing, and hundreds of other jobs. 

The Bernz-O-Matic Torch has a disposable fuel 
cylinder containing enough fuel for months of 
normal use. The burner is all brass and there’s a 


safety relief valve on every cylinder. 





Keep Your Eye on Bernz-0-Matic 


Within a matter of days the anxiously awaited 

Bernz-O-Matic Porta-Chef will be on the mar- 

ket. It will operate on the same famous dis- 

} posable cylinder as the Master Torch and will 
be the most practical portable, salable camp 
stove in history. Ask your jobber for full in- 
formation. 





Only the Bernz-O-Matic propane torches have 
passed the rigid tests of the Underwriters’ Labora- 
tories. That’s your assurance that they are built 
with safety features and dependability. No other 
torch of this nature offers this seal of approval. 

Master Torch retails for $6.95, extra cylinders 
$1.95. Many sales-building accessories available. 
They include utility burner, flame spreader, solder- 
ing tips, spark lighter, and floor stand. Also free 
wire display racks with the 
purchase of packages TX- 
475 or TX-476. 


Bernz-0-Matic Bantam Torches 


The Bernz-O-Matic Bantam Torch 
has all the features of the Master 
Torch, but it's designed for finer 
work such as radio and jewelry re- 
pairing. Bantams are especially 
recommended for occasional torch 
users. Retails for $4.95, extra 
cylinders $1.50. 


Model No. TX-101 
Bantam Torch with TX-109 
disposable cylinder 





















Invite 
hard 
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Use L 
Free | 
quest 


“Since 


J" OTTO BERNZ CO., INC., Rochester,N.Y. 107 
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UTICA TOOLS 


the pergect gifts 
for 


FATHER’S 









‘Problem Fatherd" 


Father's Day is coming up—June 29 And that 


of yours is Wondering “What sh 


adoring family 
& problem to them, Let them k 
June 20 


all we give Dad?” Don't be 


now what you'd like. And 
here's a SURZeStion. Just tear out 
favorite a 


this ad and leave it 


on your | 
marked, You'}] get 


ait With your choice results! 
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ora- JUNE 12 ISSUE j Each in a box convenient for 
gift wrapping, 
é stands June 9) 
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her A Brand New: One! 
| * Adjustable Wrench 
l. rom : That Locks, 
rg enee in their local nior | Rugged, Heavy-duty $ 
. to buy j 
Invites millions j * General Purpose {8 adjustable 
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Ever get. The Third 
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for’s price, Only 79¢, 


Jaw Surfaces 
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Cutting edges. extrs. 
hardened by elec. 
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Cutters. hand honed, 
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open-end Wrenches, 
tad can be clamped 
Onto the work wit), 
Vise - like “bite ot 
100 Ibs. An amaz.- 
ing and Versatile 
toal ~ No, 931™ in 
izes 8”, 10” ang 
12”, 10” size, $3.89, 



































Use Utica in your Father's Day = | 
Free mats and cuts available on 


| Tell’em your dealer bas Unica Toois® 0} in kee 
quest to factory . them — the tool; tha 


are engineered for “Prality.: 









-101 
. TX-109 


_ FORGE & TOOL CORP. 
UTICA DROP Utica 4, N. Y. 
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FORGE & Too1. CORPORATION 
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Shipped with or without han- 
dies, four to a carton. Fully 
protected from scuffing and 
scratches. Cartons fully marked 
for easy stockroom identity. 


Top-flight workmanship gives every Warren- 

Teed Sledge added sales punch. Check one and 
note how it looks and weighs exactly the same as 
every other Warren-Teed Sledge in the carton. 

Examine the face. It's shiny because it is precision 
machined. Note the slightly curved surface of the face. 
That's radius .. . a 6” radius engineered to give direct, 
powerful, point-to-point contact with every blow. 

And those numbers are heat numbers... an exact record 
of the steel used in the sledge. It never varies. Holds the 
same high standards that keep Warren-Teed Sledges 
tough and useful under the severest conditions. 

Some things can't be seen. Heat treating, for in- 
stance. Warren-Teed Sledges are DEEP heat treated 
. . . almost twice as deep as ordinary sledges. 
That's why they can’t be abused. 

Customers recognize the name Warren and 
all that it represents. They recognize the Dutch 
Blue finish that gives Warren-Teed tools 
added eye-appeal and boosts sales. 

Order Warren-Teed Sledges today 
in easy-to-stock, easy-to-display, 
easy-to-sell cartons. Prove to 
yourself that Warren pro- 
duction skills help sell 
more sledges. 


Cash in n 
yourself | 
wholesale 





WARREN-TEED 


trade mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Ohio 
Export Division . . 30 Church St., New York 7, N. Y. 
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GET THIS SPECIALIST 1 
> WORK FOR YOU NOW 4. 
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Here’s a specialist thoroughly tested in selling cutting tools, 
to make more money for you. Standard Tool Pool creates its 
own sales because it constantly reminds your customers of 
i iii gis iti Teal at, drills and other cutting tools they need. Reports show result- 


yourself market. See your hardware ing impulse buying is high in volume . . . high in profit because 


wholesaler or write Standard today. no extra sales effort is needed. 


anced /; 
rhe 








STANDARD [OOL ((0. & 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW YORK @ DETROIT © CHICAGO *« DALLAS © SAN FRANCISCO 


THE STANDARD LINE: /wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 





a 


For so many -because whether you want locks ‘ae your 
low-cost housing jobs or beautiful locks for the finest 
residential homes, light commercial or institutional 


installations... there’s a lock for: every job i in the new: 
Yale 5200 and $300 series. Re Le 


* 


For $0. little .». because only Yale can give you all 
these. ‘exclusive advantages at such a surprisingly low cost. 
- For. comprehensive details with full color illustrations, 
“send for FREE CATALOG on either 5200 or 5300 series, 

or both. Write to our Stamford office today. 


THE YALE & TOWNE MANUFACTURING COMPANY 
LOCK & HARDWARE DIVISION 
"STAMFORD. CONN 
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IUBUIAR LOCKSTT 


5 functions. Pin tumbler security 
Large decorative slip-on 

escutcheon and slip-on entrance 
handles. Available in satin finish 


aluminum or bright brass 


lar Nile MW) 


CYLINDRICAL LOCKSE 


16 functions, Pin tumbler security 

4 knob designs combine with 

8 escutcheons; 2 entrance 
handles; 2 lever handles. In brass, 
bronze or aluminum. Meet 


Fed. Spec. Type 160 


YALE & TOWNE 
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PHILLIPS OR SLOTTED FLAT * ROUND « OVAL 


You'll find them all in all standard sizes at Southern Screw 
Company. Also in plain steel, brass, silicon bronze, aluminum 
and all popular plated finishes. 


@® PACKED FOR PROTECTION. Southern Screws arrive with- 
out loss in indestructible cans with sealed, locking 
tops. 


@ SHIPPED FROM STOCK. The “special” screw you want may 
be standard in the millions of wood screws in stock 


at Southern. 


® LUBRICATED FREE. Southern wood screws in bulk are 
lubricated free upon réquest. 


Catalogue and samples free. Write us your special 
requirements. Box 1360-G 





SCREW COMPANY 


STATESVILLE = NORTH CAROLINA 





WOOD SCREWS ° STOVE BOLTS ° MACHINE SCREWS 
Factory Warehouses: 
4100 Deil Avenue 325 West Ohio Street 2640 East Washington Blvd. 2131 Farrington Street 
North Bergen, N. J., Union 5-0985 Chicago 10, Ill. Los Angeles 23, Calif. Dallas, Texas 
New York: LOngacre 4-4497 Superior 7-6531, 7-6532 Logan 5-6156 RA 6-950 
TWX: Union City, N. J., 3555 TWX: CG 2069 TWX: LA 723 TWX: DL 790 





Sold through leading wholesale distributors 


HARDWARE AGE, MAY 27, 1954 HARDWA 
















a 


COBURN swing-over 


means faster turnover 





Here are some. good reasons why it 


pays to stock and sell Coburn Swing- 





Over Garage Door Hardware—why 















this popular door set gives you profit- 
building sales volume with the great 


majority of today’s homeowners. 





: a 


REASONABLE PRICE appeals to SIMPLE INSTALLATION . .. because it 


Yeolalelub maiiliarel-xemm oleh 2-183 Alok MR ihm oZeld diale Mm oLolateamaelil tm lela delet te / 
cy oleh ss melt] 4mel73-7-Vile)y complete with full instructions and drawings 
/ 
e \ > i ena ic hilelammelale| e 1 
because of its gravity actuation and per ADAPTABILITY can be used on all 


fect balance 
types of garages; lends itself to new or 


LONG, TROUBLE-FREE LIFE fale) actailoletciiiale Mim [el os Samm olellali-teMelaMmeohiigelaiha—) 


xeliil Liieohi-temul-taalelaltimiome|-1 melt meh mel sel=1 gray to blend well with any paint scheme. 





Write for catalog and 


esto Coburn Sales and 





pr 
Engineering, 56 Sterling 
Street, Clinton, Mass 





Ba oe THE COLORADO FUEL AND IRON CORPORATION —Denver ond Ookland 
es, WICKWIRE SPENCER STEEL DIVISION—Ationta * Boston * Buffalo 
Chicago * Detroit * New Orleans * New York * Philadelphia 


COBURN PRODUCTS 
(FI 





Street 
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HE’S PUTTING ON THE PRESSURE... 
betaude, 
"IT MUST BE RIGHT!” 


ee 
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A production-run sample of three inch’ 
Triangle Flexible Plastic Pipe being 
pressure-tested. Industry standards call for 
resistance to only 240 P.S.I. at 60°F on this 
size and type. This piece withstood over 
315 P.S.1. Top quality ingredients, skilled 
engineering and constant checking, make 
Triangle Pipe stand out as superior. 














When you buy Triangle Plastic Pipe, you know it's right 
in every respect. Triangle, a leading manufacturer of wire, 
cable, conduit, copper tube, and plastic pipe, leaves noth- 
ing to chance. 





The water pressure test illustrated is only one of many 





tests carried on at Triangle to assure a pipe you can trust. 
Triangle technicians constantly and regularly submit pro- 
duction-run samples of every type and size of Triangle 
Plastic Pipe to rigorous tests such as: water pressure, air 
pressure, aging, impact, sun resistivity, and many others. 


PLASTIC PIPE — A NEW MARKET! As a result, Triangle Plastic Pipe's perfection is no accident. 


In looks, quality and performance, Triangle Plastic Pipe will 





Home owners, farmers, ranchers and many others are en- ; : 
thusiastic over Triangle Plastic Pipe. Many uses: watering satisfy your every requirement. 
lines for poultry and livestock, feed lines, distribution lines, well 
piping, sprinkling systems, water service to the house. Tri- 


angle Plastic Pipe is light and flexible, won't rot, rust or cor- TRIANGLE — The Pipe you can trust! 
rode. Made of virgin polyethylene—absolutely pure. Write 


for Catalog. 
he PLASTIC PIPE DIVISION 


Four types available: Flexible, Semi-Rigid, Rigid High-Impact, Rigid Polyviny! Chloride. 


hithole TRIANGLE CONDUIT & CABLE CO., INC. 
J LT\ \ New Brunswick, N. J. 
Manufacturers of Arteries for Electricity, Liquids and Gases 
17 MUST BE RIGHT WIR 


E + CABLE * CONDUIT + PLASTIC PIPE » BRASS AND COPPER TUBE 
PLANTS — New Brunswick, N. J.: Wire and Cable Plant * Rod Mill * Brass and Copper Tube Mill * Plastic Pipe Plant 
Moundsville, W. Va.: Conduit Plant 
WAREHOUSES — BOSTON » CHARLOTTE + CHICAGO » LOS ANGELES - SAN FRANCISCO 
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i IS THE “BUY-WORD” FOR TOP QUALITY BUILDERS’ HARDWARE 





A century-old tradition of fine craftsmanship is maintained through every step in the 
manufacture of SAFE Builders’ Hardware. You can depend on SAFE—a style for every 


architectural concept . . . a material and finish for every need! 


C Write for FREE Catalog illustrating SAFE’S fine quality, truly competitive line. 
7 


PADLOCK AND HARDWARE COMPANY 
LANCASTER PENNSYLVANIA 
® 
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HOW TO PROMOTE SALES OF... 


Pennvernon Window Glass 


ry7o help dealers handling window 
glass increase their sales, the Pitts- 
burgh Plate Glass Company has two 
folders which can help promote the 
sales of Pennvernon Window Glass. 
To be used as give-aways in the store 
or as statement enclosures. these folders 


are filled with suggestions on the use 


Glass for 


Window 


storm doors and windows, for replace- 


of Pennvernon 


ment or modernization, as well as in 
new work. They are bound to remind 
your customers of many ways in which 
they could use Pennvernon Window 
Glass . . . and, also to impress them 


that your store is local “headquarters” 


for Pennvernon Window Glass. 
For 


folders—and the many other merchan- 


more information on_ these 
dising aids available to help you pro- 
mote sales of “Pennvernon” — just 
write to Pittsburgh Plate Glass Com- 
pany, 632 Fort Duquesne Blvd., Pitts- 


burgh 22, Pennsylvania. 
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How to fix 
broken windows 










4 


- 
¢ 


| 
} | 





This “Do It Yourself” folder 
covers in clearly-explained 
steps the entire replacement 

€ job. Use it with monthly state- 
ments ... and be sure to give 
one to every customer who 
buys a sheet of glass for re- 
placement. It is also. a_ re- 
minder to the buyer to get his 
other glazing needs — putty, 
glazier’s points, paints, glass 
cutter and putty knife—at your 
store. 


Another colorful folder 
which shows many ways Penn- 
vernon’s fine visional qualities 
can add to the window beauty 
of all types of homes, large and 
small. The story of how care- 
fully Pennvernon is manufac- 
tured is briefly told and illus- 
trated. This folder also stresses 
the use of fine quality Penn- 
vernon Window Glass for storm 
doors and windows. 
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Pennvernon 
IS “WINDOW GLAss 
AT ITS BEST!“ 


COPYRIGHT 1953, PITTSBURGH PLATE GLAss COMPANY 











Pennver Hon | 


CHEMICALS 





PAINTS - GLASS 







G 


PITTSBURGH 
CANADIAN 


IN CANADA: 


28 
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BRUSHES 


PLATE 


PITTSBURGH 


PLASTICS 
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INDUSTRIES 


Window Glass 


FIBER GLASS 


COMPANY 





LIMITED 
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WILBUR H. DAVIS c. L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 17th Street 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, IIinois San Franciseo 10, Calif. Seattle, Washington Baltimore 16, Maryland 


WALTER S. JOHNSON & SONS 
GEORGE A. GREGG L. G. FULLER ROY L. ROGERS 
(7134-6 Wyoming Avenue of Ee See Seetes P. 0. Box 2113 1620 Garfield Street 
Detroit 21, Michigan E.H Drmmeory Jackson 5, Mississippi Denver 6, Colorado 
AUSTIN & EDDY ,Ine. Room 22, 2nd Unit HARVEY D. RUSH & SONS W. C. MEIBAUM & CO 
VOS 6. 9, Ghee Senrnny 115 Broad Sante Fe Bidg. 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Mastachusetts Dallas 2, Texas Kansas City, Missouri St. Louis 9, Missouri 
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Cash in on the 


DO-IT-YOURSELF 


MARKET 


with Schlage Locks 7 
Now you can sell Schlage Locksets to hundreds of 3 : on 8 


your customers who have worn-out locks in their 
homes. The difficult problem of boring old lock holes 
to a larger size for Schlage installations no longer 
exists! Now your customers can do the job them- VMENSELT! 
selves easily and quickly with the Schlage Reboring discover, ; : 

Jig. This new tool does practically all the work! ' HOW EACy T cl 


INCREASE SALES WITH SCHLAGE’S NEW 
3-POINT REPLACEMENT PROMOTION 


*CHLAGE Poors 


Schlage’s complete line of promotional material 
offers you the biggest sales builder for lock replace- 
ments you’ve ever seen. Displays, pamphlets and ad 
mats will tell your customers that now they can 
install the Schlage Locks they’ve always wanted. 





INCREASE LOCK SALES to your cus- BRING IN NEW CUSTOMERS PROFIT TWO WAYS FROM THIS NEW DISPLAY. Use this colorful 


tomers with this new envelope stuffer with Schlage ad mats and display to attract in-store interest. It will increase your tool 
imprinted with your name radio and TV spots rentals and lock sales to “do-it-yourself” customers 


IT’S EASY TO REBORE DOORS FOR SCHLAGE LOCKS! 








Remove old worn or damaged Clamp on jig and inser? guide Insert hole saw in guide and 4 The new Schlage Lock ‘'fits like 
lock from door in latch hole cut new hole a glove” 

Complete instructions are aa 

saseciaginding inane 4 ‘SCHLAGE: 

jig for replacing locks on old pm Me ‘D 


doors or preparing new | 4 i gre THE WORLD’S MOST IMITATED LOCK 
doors for Schlage Locks. » ? Maeve aitela aaenLy tt, 


Ask your jobber! . ¥ —,~* “a a " ET Ti altvae. NEW YORK VANCOUVER. B. C 
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---in NEW DISPLAY PAKS 





for Faster, More Profitable Sales! 


Now! INNER-SEAL, the top-quality weather stripping is avail- 
able in Queen B and B Paks . . . new attractive packages that con- 
tain the exact lengths customers need to weather-strip a door, win- 
dow or storm window. INNER-SEAL Queen B and B Paks are 


compact . . . easy to stack and to stock, easy to display and sell! 





These new display Paks enable customers to see and feel INNER- 
SEAL’s superior qualities. Each Pak contains complete simple in- 












rful 
tool structions on how to weather-strip. 
New INNER-SEAL Queen B and B Paks make colorful dis- 
plays . . . and they give you volume sales and rapid turnover. 
More than 600 million feet of INNER-SEAL have been sold! 
The Top-Quality Weather Strip It’s nationally advertised and has tremendous consumer accep- 
EXCLUSIVE PATENTED CONSTRUCTION — tance. Order your stock today! 
Spring steel molded in live sponge rubber. 
NEOPRENE COATING — Waterproof. Resists 
oil, grease, grime, abrasion. QUEEN B PAK 17F.  B PAK 10 Fr. 
ADJUSTABLE — FLEXIBLE — RIP-PROOF . . : . . 
SEALS HEAT IN, SEALS COLD OUT Suggested Retail Price Brig Suggested Retail Price $1.19 
EASY TO INSTALL Also available in 100 and 500-foot reels 
"Bits like Bridgeport INNER-SEAL Live Rubber roo 
Overhead Garage Door Cushion | Dept. HAS 
This profitable, year-‘round seller is | BRIDGEPORT FABRICS, INC., Bridgeport 1, Conn. 
now available in new self-display | 
. boxes. 8-ft. length sells for $2.65; Please send me complete information on INNER-SEAL 
9-ft. length for $2.95 — | ; 3 i ee 
m prevents splintering, eliminates | Weather Stripping and INNER-SEAL Garage Door Cushion. 
slamming noises. Seals | 
out dirt and cold. 666 6'0:6.0:00.04:5:6:605005 066055550556 505608 4550069900045 00 00444006008 
NAME OF STORE... .cccccccccccccccccccccccccccccccccceeescccccceccoees 
BRIDGEPORT FABRICS, IN C. SARS Soll... ..}.ts 0. ots... Sloss srtse. 
eh Ianhhetedded Madar he CITY . cccccccccccccccvccesccevesccoccce ZONE... 0006 STATE... ccccccccccccee 
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All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
poem. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 
& 





THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e 


“SHINYHEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 

oat bottom. Hexagon faces clean 
os, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


FERRY PATENTED ACORN NUTS 


zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


For ornamental purposes. Stee! in- 


sert — steel covered. Finish: plain, 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 


e CLEVELAND 13, OHIO 


“‘HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in a 
Cup Point Set Screws by the co! 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots —less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve — et adjusting screws — 
Soneaets ead style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves o different kinds, and flats 
accurately milled. 





Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 
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BLUE PRINT 
SPECIFICATIONS / 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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New TV Movie 


shows how to install plastic wall tile 


Helps you 
open untapped 
“Do it yourself” 


market for 


WALL TILE 


made of Monsanto's 















<com * OP 
©" Guaranteed by w 
Good Housekeeping 

“< * 


Y 45 apyranstd 





Typene Wadlic 


Want your share of the “do it yourself” wall tile market? 

Tie in with Monsanto’s big national advertising and television promotion. 
“Transformagic,” a new 12/2 minute motion picture prepared 
especially for television, shows how to install styrene plastic wall tile . . . 
will be seen on television by customers in your areg. It’s packed with 
“how to do it” hints that will have customers coming to you for wall tile 
made of Monsanto’s Lustrex styrene. 


That’s just the beginning! We’ve spearheaded this campaign 
with a colorful “do it yourself” full-page ad in 
Better Homes and Gardens! 


How to cash in? Easy! Set up a display of wall tile today. 
Let your customers know you carry tile made of Lustrex. Sty, 


wt na bad”? 
&rsy% 


And be sure to show this seal which tells you the tile 

that carries it meets the standards set by the wall tile industry for 
thickness, color and durability. It tells your customers they're 
getting quality wall tile... helps them buy with confidence. 





wane 





MONSANTO 





SERVING INDUSTRY . . . WHICH SERVES MANKIND 
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“No chips with L-0-F” 


Lo 


34 


says BERNARD YORK 


of YORK HARDWARE, 
WALLINGFORD, CONN. 


Mr. York has just finished running several test-cuts on four well- 
known brands of singie-strength window glass. Each piece was 
marked A,B,C or D. Mr. York was not told which brand was which 


until after he had selected the one that was easiest to cut. 


He picked “‘D” every time. “D” was L-O-F. 28 
out of the 30 dealers who took this “Blindfold 
Test” picked L’O-F! 

“This L‘O-F Window Glass cuts true and 
smooth and breaks clean and easy,’’ said Mr. 
York. “No chips. You don’t have to knock off 
little chunks that hang on.” 


L-O-F Window Glass is easier to cut into big 
pieces or little pieces. It’s easier to cut into 
angled or curved pieces. You can even cut off 
narrow strips with a light, easy stroke. 

L-O-F cuts easier because it is annealed more 
slowly, more patiently. That makes it less 
brittle and more “even” in structure—so it’s a 


safer buy for your customers, too, 













Try the “Blindfold Test’ Yourself! 


Cut L-O-F first, last, or in between the other 
brands. Run any kind of a cut you want. You'll 
see why you have fewer bad cuts, less waste 
and more profit with L-O-F. 

Call your nearest L-O-F Distributor. These 
local businessmen are listed under “Glass” in 
the yellow pages of phone books in many prin- 
cipal cities throughout the country. And send 
for your free booklet—"For Greater Profits in 
Window Glass”. 

Write Libbey-Owens-Ford Glass Company, 
6754 Nicholas Building, Toledo 3, Ohio. 


cs ces ce ee es ee ee ee ee es 
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or Cabinet. hardware 
RETAILING fot 


x | 15c RETAIL! STOCK UP NOW 
... BIG MARK UP! WITH THIS NEW, 
. . . BIG PROFITS! FAST SELLING, 
‘DIE CAST! BEAUTIFUL STYLING! MEYteM a te)aimal3 
+ BRILLIANT CROMF-BRITE FINISH! 


How are we able to produce beautiful cabinet hard- 
ware at such unheard of prices? .., High Speed produc- 
tion tooling is the answer! , . . High speed production 

plus maximum efficiency equals low 
cost and bigger profits! 

Here is die cast cabinet hard- 
ware that combines beautiful design 
and quality craftsmanship with an 
amazing low price! Brilliantly fin- 
ished in tough durable Crome Brite 
plating. Add to this, a new and 
fresh approach in hardware mer- 
chandising, and you have a sure- 
fire seller! . . . Stock up now for 
bigger profits than ever before! 





enc 















No. 550 
DRAWER PULL 


No. 560 
CONCAVE 
4) [eo]: } 













Yas y ZA | (atu 

r Om 
‘SENSATIONAL NEW PACKAGING! Ylecv. 8 
k MY) 


; 
, a 
A new and sensational i ZN 





packaging idea! . , . Car- r. oe No. 570 
tons that become, in a . aS , CONCAVE 
matter of seconds, color- J , : + KNOB 





ful and attractive counter 1 ee 


displays that spark con- Be SSE saat DO S 
sumer action! Here is Nop at. Pied 
hardware merchandising \ Vie fs 

at its best! y 





oLUr GRO aad celeltiena. 


Y 1823 East 17th Street 
O DER MANUFACTURING COMPANY iiiic Rock Arkorccs 


ORDER FROM YOUR JOBBER! 
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Display packages create impulse sales. selling effort—means more profit per sale. 























They remind customers of rope or twine they Ask your supplier's salesman to suggest 
should have bought, but kept forgetting. the stock assortment most suited to your 
Packaged cordage requires only a mini- trade—and specify “American Brand” 
mum investment in stock, and almost no cordage. 
NYLON STARTER ROPE ROPE IN CARTONS 


For outboards, lawnmowers, Pre-marked every five 

generators and similar hand- feet. Easy to measure— 
. 2 » 2g ° 

started units. Pure nylon, three makes quick sales. Rope 


feet long, with polished hard- 
wood handle. Virtually unaf- 
fected by moisture, oils and — uncoils properly Aes 
vreases. Individually packed in keeps stock clean and is 
plioilm envelope, twelve to easy to stock. YA", 
fj display carton. 5/16”, 34”, 14” dia. in 
600 and 1200 foot coils 
—¥e" and 34” dia. in 
600 foot coils only. 


has no lashings to cut 











! HANDY COILS ,. 
HANDY TWINES Urey 2h 


Sell rope right from your count- Brand’ 
er. Handy 100 foot connected ROp 
coils make a conven- 
ient unit of sale and 
are easy to handle and 


wrap. 4", a", Ye", Ya" 




















They pay big dividends for 
the small counter space a 
display carton requires. 
Seven popular sizes of jute 
twine—No. 24 Polished { 
Fine India—No. 36 Pol- dia. 15 lbs. of rope to 
ished Fine India—No. a Carton. 

i8 Polished Fine India— 

No. 4% India—No 6G India 

—3 ply EZ Wrapping—3 

ply Green Garden Jute. 24 ; 
half-pound balls to a car- ae 
ton. Not assorted. 





American Manufacturing Company, Brooklyn 22, N. Y. 


Rope (Manila, Sisal, Jute, Nylon, Polyethylene, Dacron,* Saran, Glass), Twine, Oakum, Packing, Baler Twine, Carpet and Electrical 
Yarns—*(Du Pont—Registered Trade Mark) Branch Factories: St. Louis Cordage Mills, St. Louis 4, Mo. © Delaware River Jute Mills, 
Philadelphia, Pa. Sales Offices: Boston, Chicago, Houston, Los Angeles, New Orleans, Philadelphia, Pittsburgh, San Francisco. 
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LIFETIME CHROME 


Convenient new package for 
complete sets of accessories 
saves labor and loss 


You'll find that Gerity chrome packs 
still more sales wallop, is easier to handle, 
even more profitable —in these attractive, 
new package sets: 


Here are just a few examples of the 
advantages of these new sets: 


e Package converts to display or 
carrying case. 


e Packaged sets save labor on project 
installations. 


e Prevents misplacement or loss of 
individual fixtures. 


e Simplifies inventory control. 


These packaged sets are now available 
in all three Gerity lines— Dover, Newport 
(illustrated), and Vernon. 


Gerity’s exclusive self-centering back- 
plate means easiest possible installation. 
And all fixtures are triple plated with 
copper, nickel, and chrome . . . carry a 
lifetime guarantee to stay bright, never 
to chip or peel! 


GUARANTEE 


An unconditional guarantee that Gerity accessories 
will not crack, peel, break, chip or tarnish. 

This guarantee is made possible by new, modern 
manufacturing processes used exclusively by Gerity 
and developed after years of research and experi- 
ence in the manufacture of better quality chrome- 
ware 

For chrome plating that is guaranteed always look 
for the name Gerity. 


GERITY-MICHIGAN CORPORATION 


Bathroom Accessories Division, Adrian, Michigan 
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7-piece set (4 pieces recessed) 


hierity’s New Package Sets! 


includes one each 


of the following: paper holder, soap holder, tumbler 
holder, soap holder and grab bar, 24” towel bar, 


18” towel bar, and robe hook. 





7-piece set (2 pieces recessed) contains the follow- 
ing: paper holder, tumbler and toothbrush holder, 
soap holder, soap holder and grab bar, 24” towel 
bar, 18” towel bar, and robe hook. 











5-piece set includes one each of the following: 
18” towel bar, robe hook, soap holder, paper holder, 


tumbler and toothbrush holder. 


GERITY-MICHIGAN CORPORATION 


Bathroom Accessories Division, Adrian, Mich. 


Send information 
on Gerity bathroom NAME 


accessories, and ADDRESS 
name of nearest erry 
supplier. 

COUNTY 


HA-54 


ZONE 


STATE 
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Beautifully styled miniature 40-hour alarm. Smart ivory- 
tinted plastic case, clear styrene crystal. Single key winds 
time and alarm. Felt padded base. 


consists of three 
plain and 
three radium 





NO. 150 DEAL “Little Star’ alarms, 
two of each 
factory-mounted 

i on counter card. 
ea 
4 at 
3 You SELL 3 plain at $3.95 $11.85 
¥, a a 3 radium at $4.50 $13.50 
, —— Total $25.35 
Cost $17.73* 






Your PROFIT 


LITTLE PAL 


America’s best value in miniature alarms. One key winds 
time and alarm, 40-hour movement. Metal case in baked 
enamel ivory finish. Felt padded base. 








consists of three 
plain and 

three radium 
“Little Pal” alarms, 
two of each 
factory-mounted 
on counter card. 


NO, 120 DEAL 





You SELL 3 plain at $3.95 eee 11.85 
3 radium at $4.50 tea pg Nae $13.50 


Your PROFIT $ 7.62 


Actual Size 


wholesaler has a special price for you. THE E. INGRAHAM CO., BRISTOL, CONNECTICUT 


Send us complete information on Sentinel Time 











ee 
TODAY i j 
* « «© write your wholesaler or mail Sapiens ee 
coupon for full information 
STREET & NO. neiaaiemanels 
city re 








WHOLESALER’S NAME 
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aS 
A He at TEMCO, INC., we have 4 one-track mind. We eat, 
sleep and think and live 1" terms of gas fuel exclusively- Our total manufacturing 






















arch facilities are devoted wit out reservation to the improvement of our gaS appliances and 





to the progress § the industry aS a whole 
We are compie tely happy '" this single mindedness We had faith in the gas industry over thirty years 


aco. We retain that faith, even In the face of requests to manufacture appliances using other fuels. We are gas 
spet jalists NOW We expect to remain gas specialists, to continue our undivided loyalty to the gas industry. 


But loyalty 's qa two-way street. If the gas industry 'S to hold its own and continue to grow consumer-wIse, it must 
take steps 0 inject new yigor and hard-hitting, doorbell ringing salesmanship into the business of 

selling g4S appliances \t must, furthermore go all out to encourage and present 4 

united front with those manufacturers, like TEMCO, INC., who believe strongly enough in the 

future of the industry to invest their total corporate energies and capital in it. 


Gas was cot it, “Wemeo guitos IT--- Best 


GAS 
Watt HEATER 
ot 
f | i GAS 
GAS CLOTHES DRYER GAS HEATERS 
FLOOR FURNAC —— 
—_ | 













| MCOin:< 


lio \ lanes 9, TENNESSEE 
BUILDER OF OVER 1,250,000 GAS APPLIANCES 
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CLOTHES Ling 


A sturdy WIRE ine with a 
smooth plastic Cover that's Casy to 
Clean With » damp Cloth, Twelve 
0-Foot han| in red, White and blue 
display On, 


Clothes | 

















CLOTHES Line 


An above-standard 
of solid braided, 


Colorfy|| 






size 7 line 
a -yarn Ccon- 


y Packaged L 
lophane, two 50-foot 
anks connected, 
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Sales are Boomin 


Reynolds Do-/t-Yourself" Aluminum is Scoring 
Phenomenal Retail Sales Success from Coast 
to Coast...Building Big Profits for Dealers! 


READ WHAT DEALERS SAY: 


* "Sales so good we can’t keep our rack filled.” 

New York Dealer 

* “I've turned over my full stock six times in 
only three months!” 


Indianapolis, Indiana, Dealer 

















L NOTICE 
speciA 10,000 Dealers! 


ove 
yoo lers to receive his 


h of our dea - 
poate ponapeth authorized pone ny ag 
ra 

i Dealer, s° h 

a ven benefits of this exclusive = 
If you do not yet have — 
lease write today to —_ 
Louisville 1, Kentuc y- 


enjoy the 
rangement. 
franchise, P 
Metals Company, 





* "Getting brand new customers every day.” 

Seattle, Washington, Dealer 

%*& “In one day, a store check showed 2.3 
persons came up fo rack every 5 minutes!” 


Chicago, Illinois, Dealer 


ORDER THIS 


Attractive Merchandising 


RACK TODAY! 


Call your wholesaler, or write 
direct to Reynolds Do-It-Y ourself 
Aluminum, 2498 South Third 
Street, Louisville 1, Kentucky. 


This handy, quick-service rack contains 
tubing . rods . bars . angles. plain sheets 
+ embossed sheets . screen and storm sash 
sections . trim strip » handy fasteners . 
window hardware and accessory items, 
all pre-labeled and priced. 


A WORD OF CAUTION: 


Customers should be 
warned to use only 
Reynolds Do - It -Yoursel/ 
Aluminum... 
ordinary aluminum 
may harm tools. Reynolds 

a Do-It-Yourself Aluminum 
This SPECIAL SEAL is approved by leading 

is attached to tool manufacturers. 

every piece 
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Now Reynolds Provides a Complete 


PLANS & PATTERNS PROGRAM 


to take the selling-job 
right off of dealers’ hands! 


With the addition of Reynolds 
new Plans & Patterns Program, 
your Reynolds Do-It-Yourself 
Aluminum Display Rack now be- 
comes a super-effective merchan- 
dising and selling unit. There is a 
fully illustrated Plans & Patterns 
Catalog to hang right on the rack 
for easy customer reference; and 
each one of the Plans & Patterns is 
an attractively illustrated selling 
piece in itself. 


The wide variety of available 
plans and patterns keeps custom- 
ers coming back to try their skill 
with new projects . . . and every 
new plan or pattern purchased 
means not only an additional sale 
of Reynolds Do-It-Yourself Alu- 
minum, but frequently the sale of 
related items as well. 


NOTE: You will be interested to learn that 
the May-June DELTAGRAM is devoted en- 
tirely to Reynolds Do-it-Yourself Aluminum. 


REYNOLDS 


DO-IT-YOURSELF 


ALUMINUM 
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ADVERTISING & 
MERCHANDISING 





Big informative ads in Saturday 
Evening Post, Better Homes and 
Gardens, American Home, Sunset 
and other Home-Maker Magazines; 
Popular Science, Popular Mechanics 
and other How-to publications; 
School Shop Monthly and other Vo- 
cational Magazines. 


“MISTER PEEPERS” 
af Network commercials on 
x this ever-popular television 
program on NBC-TYV reach 


over 22 million potential 
customers every week. 


FARM RADIO SHOWS 
Sales messages on 48 
specially selected farm 
radio shows reach over 
27 million people. 

FREE PUBLICITY 
Reynolds Do-It-Yourself Aluminum 
than any other product in the field; 
Popular Science alone printed nine 
feature pages in a single issue. 


See 
authorized Franchi 


Dealer with FREE in- 
struction folders, enve> 
lope stuffers, window 





radio commercials, a 
mats and big PRoJEC 
MANUAL of 132 projects’ 
to make with Reynolds 
Do-It-Yourself Alumi- 
num. 


\ceording to Plans| 


streamer, multi-pa / 
Do-It-Yourself re 
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BUILDERS’ HARDWARE 


BUILDER : j 

| oa me Oth to complete the picture 
ie Note the wide variety of hardware products 
illustrated in this complete line. 


Every room in the home enjoys added ser- 
vice conveniences when National hardware 








is installed. 
“* aE pit Modern design, simplicity of action and 
f io “ 
ease of installation are the dominant rea- 
Ti 
eB ae ue a ny | vl ie : ss sons why leading architects, contractors 
and builders are unanimous in their choice 
®, TH 8 Bl ee ww 
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for 3 sq. ft. of 
display space 
on your floor 
for two weeks! 


This new protectall dispiay is so unique and arresting 
that it actually sells safes for you .. . right off the floor! 


* * * * * 


To prove it, we'll pay you rent for the space it takes. 
Just order a Protectall ‘‘Challenger"’ Safe. Deduct $5.00 
from regular wholesale price for rent. You get the 
display, FREE! 


Why are we so confident? Simply because it works! 
Retailers who’ve put this Protectall display out where 
customers can see it are moving safes faster and 
easier than they ever believed possible—and taking 
a fat 40% 





© profit on each one! 


It’s a real opportunity! National publicity has al- 
ready convinced your customers of the need for 
record protection. Show them America’s most at- 
tractive and lowest-priced ‘“‘C’’? Label Record Safes, 
and you’re in the number one spot for sales! Hurry! 
Mail coupon with your order for a Protectall 
“Challenger” Record Safe, today! Deduct $5.00 
from regular $110 dealer price as rent for your dis- 


play space 1* *(Only one rental deduction allowed per retailer) 





Protectall Safes 
Hamilton, Ohio 
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We'll pay you $500 RENT 








You need me! 


I'll protect your vital business records 
through severe fire exposure as attested by 
'C” Label, 


Protectall Record Safe 


my Underwriters’ Laboratories, Inc., ' 





One of the largest-selling ““C” Label Safes in the world. The “Challenger,” 
like all Protectall Safes, is modern, streamlined, built to give maximum 
usable space. Bears Underwriters’ Laboratories, Inc. “‘C”’ Label, certify- 
ing fire-resistance up to 1700° F. for one full hour. Has precision-made 
combination lock, concealed casters. Bankers Gray, Office Green or 


Persian Black. Over-all size: 31” high x 19” wide x 24” deep. 


HURRY! MAIL COUPON, NOW! OFFER LIMITED! 


PROTECTALL SAFE CORP., DEPT. 944E, HAMILTON, OHIO 
(check one or both) 


‘ae Here is my order for one “Challenger” Record Safe anc 1 display at wholesale price 
— of $110,* minus $5.00 for rental of my floor space *(F. O. B. Shipping Point 


l elling 


- Please send me free catalog and full details about the profits | can make 
ia Protectall Safes 


NAME 
FIRM NAME 
ADDRESS. . . TELL CTE REe CTCL Li 


ee ee se ee ee eee ZONE... STATE. ccccccscevce 











1830-CP 


Manufacturing plants in Ohio, 
Colorado, N. Carolina, Oregon, 
Texas and Ontario. Export: H. E. 
Botzow, New York City. 
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‘yw CARLON lend 


IN PLASTIC PIPE SALES 


Leads in research and development 


Leads in establishing standards 


Leads in quality control 


Gives a real guarantee 


World’s largest producer of the finest in 
Plastic Pipe 


Selling is easy when you sell the best . . . and CARLON plastic pipe is first in every way. 
This high quality product offers new speed and economy in pipe installation and 
longer service life. Here are some of the features your customers will like: 
(1) CARLON is supplied in long lengths which make-up fast with molded plastic fittings. 
(2) No special tools or skills needed. (3) CARLON weighs only Yeth as much as steel 

. yet is strong and durable. (4) Flexible, it curves around obstructions and follows uneven 
ditch lines. (5) CARLON plastic pipe is guaranteed forever against rot, rust and 
electrolytic corrosion. Another feature you will like is that coils containing hundreds of 
feet of pipe require minimum storage space and can be carried by one man. 


Buy the Pre with the Stipe! 


Write today for literature a 





CARLON PRODUCTS CORPORATION 


Proncers tn Plastic Pipe 
10300 MEECH AVENUE + CLEVELAND 5, OHIO 
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wthe outsize one 


that nobody else makes 


One of the advantages CleCap distributors enjoy is the 
knowledge that when a customer wants some of those 
BIG cap screws, the chances are 9 out of 10 we can 
ship them the same day. 


CleCap makes ’em from %” to 2%” diameters, any 
length required—ferrous and non-ferrous—and we 
stock a lot of unusual sizes, nearly 10,000 different 
items last count. 


That’s another reason for dealing with The cap screw 
specialists of the country. You also get unbeatable top- 
quality fasteners .. . PLUS a CleCap crew that has a 
long-made rep for “busting a leg’”’ to get you what you 
want at the right time to keep customers happy. 


What happens to your profits when late deliveries result 
in cancelled orders? Put your cap screw needs up to 
CleCap . . . and relax! 


The Cleveland Cap Screw Co. 


2930 EAST 79TH STREET * CLEVELAND 4, OHIO 
VUlcan 3-3700 TWX CV42 


Warehouses: Chicago « Philadelphia * New York * Providence « Los Angeles 


f 
| 
| 








RAAAAAAAAAAALA 


THAT 


CLEVELAND 


5p ually. ERS 


Ferrous and Non-Ferrous 


Hex Head Cap Screws — Bright and High Carbon 
Heat Treated Steel, Brass, Silicon Bronze, 
Stainless Steel; %” to 2%” dia. 


Socket Heat Cap and Set Screws— Plain and Knurled 
%” to 1%” dia. Also Flat and Button Head Styles. 


Flat Head Cap Screws: %” to 1” dia. 
Fillister Head: %” to 1%” dia. 

Set Screws—Square Head: 4” to 1%” dia, 
Milled Studs: %” to 1%” dia. 

Place Bolts: 4” to 1%”. 

Structural Bolts to ASTM Specification A325 
Tractor Bolts 

Special Hot and Cold Headed Parts 


Facilities to make larger diameters than listed. 


Ask Your Jobber for CleCap! 





Hovtwan 
Originators of the Kaufman YY Process 
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master 
demonstrator 


Finished in natural wood, this sturdily- 
built, compact (23',” high by 171!” 
wide) demonstrator attractively displays 
the complete series 440” lockset line. 
Also shows several different finishes 
including Bright Brass, Dull Bronze 
and Bright Chrome. Available with 
other finishes upon request. Mount 

is built in two thicknesses ... 133” 
for interior locksets and 13” for 
exterior locksets. An ideal sales tool, 
which will make money for you every day. 


5” backset 
demonstrator 


An 11” high by 11%” wide demon- 
strator that graphically illus- 
trates the 5” backset feature of 
NATIONAL LOCKsets. Regular- 
ly furnished in Bright Brass. 
Other finishes available on order. 
Individual demonstrators also 
with standard 233” backset. 


PROFIT-BUILDING COUNTER DEMONSTRATORS 
TO HELP YOU SELL 


eK Lin-|” 
demonstrator 


Here is a demonstrator 
only 16” high by 10%” 
wide, yet it includes four 
most popular 440” 
Series locksets, as well 
as a beautiful exterior 
door handle. Several lock- 
set finishes shown. 
Others available, if de- 
sired. Demonstrator 
finished in natural wood. 
With this one appealing 
unit, you can display 
everything called for in 
equipping most homes. 


MODESTLY PRICED...BUY THEM FROM YOUR WHOLESALER 


DISTINCTIVE HARDWARE...ALL FROM ] SORT Sea 3 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS ¢« MERCHANT SALES DIVISION 
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Here is your guide, in three parts, on 
how to obtain outside capital to finance 
your big ticket sales. 











luctalment Solling 4 


Many opportunities for greater sales volume lie in 
wider use of instalment selling by hardware stores. 
Here is a detailed survey of the pros and cons of 
instalment selling as they affect hardware dealers. 


by E. L. Barringer 
marketing editor 


The hardware store of today differs in many 
respects from the store of a few decades ago. 

The evolution of the hardware store to its 
present form has been influenced in a large 
measure by the pressure of new forms of com- 
petition, and by innovations in distributing tech- 
niques that have sprung up over the years. 

While the average store has done a remark- 
able job of adjusting itself to the new forms of 
competition, there is one phase of retail selling 
that they have not developed as thoroughly as 
will be necessary to stay in competition in the 
future. That neglected phase is instalment 
selling. 

There are many very plausible reasons for the 
hardwareman’s disinterest in instalment selling. 
Yet the fact remains that selling on time is a 
firmly established part of our way of living. 
American consumers—your customers—expect, 
and often demand, the use of time payments 
when purchasing many types of merchandise 
carried by hardware stores ... and other com- 
peting stores. 

Wider use of instalment selling can open new 
horizons for sales expansion in hardware stores, 
Many competent observers feel. Hardware store 
competition is successfully using instalment sell- 
ing as a merchandising aid. It-is inevitable that 
sooner or later you, too, must include it among 
your promotional efforts. 

This HARDWARE AGE study of the consumer 
instalment selling problem, as it affects retail 
hardware stores, will present data on the vari- 
ous methods available for handling instalment 
sales; their costs; their drawbacks and advan- 


tages, and the experience of other dealers in 
working with these various methods. This article 
is the first in a series of three to be published 
in consecutive issues. 

The consumer of today has been trained to 
accept and use instalment credit for the necessi- 
ties and luxuries that he buys. A very large 
volume of hardware merchandise falls in the 
classification of goods suitable for instalment 
selling—appliances, big ticket toys, power tools, 
power lawn and garden equipment, outboard 
motors, air conditioning equipment, water sys- 
tems and other farm equipment, etc. 

The tip off on the importance of instalment 
selling is in the statistics on consumer goods 
financial paper. 

About 45 pct of all radios are sold on time 
payments; so are 45 pct of the washing ma- 
chines and 43 pct of the refrigerators. 

Back in 1940 consumer goods paper, other 
than that on automobiles, held by commercial 
banks, other financial institutions and _ sales 
finance companies amounted to only $400,000,- 
000. Early this year it amounted to $2,727,- 
000,000. 

The question naturally follows: why don’t 
hardware stores use more instalment credit 
financing ? 

Many reasons could be given. One of these is 
the disinclination to become involved in instal- 
ment credit in view of the trade’s historic 
preference for cash or open account credit trans- 
actions. However, changing times are making it 
almost mandatory to get into instalment credit 
selling. Another possible reason is a lack of effec- 
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CUSTOMERS RELY ON 
INSTALMENT CREDIT 


Appliance stores use more instalment 
credit than hardware stores. Chart 
shows percentage of total sales for 


both stores done on instalment credit 
80 
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Post-war trends in use of instalment 
credit to sell automobiles and other 
durable goods. The percentages show 
instalment sales against total sales 


60 T Other Selected 
4 Durable Goods 
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Commercial banks taking over bigger 
share of financing instalment sales 
Percentages in charts below show amount of total 


instalment financing for these respective years 
handled by the different sources of financing 
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tive, simple instalment credit arrangements that can 
be used by a store without tieing up the store’s work- 
ing capital. 

A few hardware dealers have pioneered instalment 
selling. They have used their own money to finance 
big ticket sales. But the amount of capital available 
for self-financing is relatively limited. 

Hardware dealers must turn to outside sources for 
capital to engage in instalment selling on a big scale. 

That is the reason for this HARDWARE AGE Market 
Report on Installment Selling. 


General Types of Credit 

There are four general types of consumer credit 
arrangements. They are: 

Commercial credit These houses jumped 
into automobile financing years ago, long before com- 
mercial banks were interested in handling time pay- 
ment loans, and they pioneered the mass market of 
instalment selling. More recently these firms have 
expanded into financing appliances, but they have not 
been too interested in handling the smaller big ticket 
items such as power equipment. Commercial credit 
houses currently handle 55 pct of all automobile 
finance paper, but only 13 pct of all other consumer 
goods paper. 

Factory sponsored plans. There are very few such 
plans as yet, but much study has been given to this 
type of instalment financing. 

Wholesaler sponsored plans. There are very few 
of these in operation. Those presently operating have 
low charges and are especially suited to dealer needs. 
Many authorities believe financing plans sponsored by 
individual wholesalers, or groups of wholesalers, 
would provide an ideal means of meeting dealer needs 
in instalment financing because of wholesalers’ inti- 
mate knowledge of dealer problems. 

Commercial bank plans. The greatest potential 
source of financing capital is the local commercial 
bank. This source has two major advantages: 

(1) Community banks operate at the local level, 
and can serve dealers rapidly in granting credit and 
handling instalment paper. 

(2) Banks are looking for more business. They got 
around to financing automobiles, then appliances, and 
now they are getting interested in smaller big ticket 
transactions. Banks now hold 41 pct of all instalment 
credit paper. In 1940 they held only 26 pct. 

The question, then, is: how can a hardware dealer 
arrange to use commercial bank instalment credit? 

The first step is to find out what arrangements the 
banks in your community offer. This can be done by 
asking bankers what Services they offer retail busi- 
nessmen. 

If your bankers do not offer such services you can 
arouse their interest by showing them this series of 
articles. From the second article they will learn de- 
tails of financing arrangements of several progressive 
commercial banks. From the third article they will 


houses. 
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learn how some hardware dealers are sending sizable 
amounts of instalment paper to their banks each 
month. 

If your banker has a financing plan available, next 
step is to apply for its use. 

The suggestion that dealers investigate consumer 
credit arrangements with their own bankers has the 
support of an official of a bank which is actively seek- 
ing instalment credit paper from hardware and other 
dealers. 

“Hardware dealers know their products and how to 
sell, but they may not know financing,” Wm. J. Lem- 
mermann, vice-president in charge of consumer credit 
of the Meadow Brook National Bank, in Merrick, 
Long Island, N. Y., pointed out to HARDWARE AGE. 

“Hardware dealers should be educated to go to their 
local banker and talk over financing. Many persons 
think that banks are ‘cold,’ but most of them are 
progressive consumer credit lending institutions. 

“More and more banks are offering consumer credit 
arrangements. Consumer credit lending is very neces- 
sary from the bank’s viewpoint.” 

Before placing the stamp of approval on instalment 
selling financed by a commercial bank, hardware 
dealers will want to consider a few problems this type 
of credit handling imposes on them. 

Volume, of course, is what the dealer wants. It is 
the big reason for going into instalment credit selling. 

Bankers, too, want volume. The more transactions 
they handle the more dollar voqlume to spread over 
the costs of operating their consumer goods financing 
departments. 


Bankers Want Volume 

Bankers also want a sustaining volume. Every day 
repayments reduce the amount of money they have 
invested in consumer goods paper. New instalment 
credit transactions are necessary to keep their financ- 
ing capital at work earning a profit. 

Instahment credit selling will increase volume be- 
cause it taps a new market for the dealer who has 
not used it, or who uses it only in a limited degree. 

How much instalment credit selling will increase 
a dealer’s volume is anyone’s guess. Estimates, by 
dealers, place such an increase at a minimum modest 
25 pet, and doubling of current sales in power equip- 
ment is considered entirely within the realm of possi- 
bility. 

Instalment selling via a bank means that the dealer 
may have to surrender some store traffic, when repay- 
ments are made at the bank. 

Some banks have arrangements that enable instal- 
ment customers to make payments at the dealers’ 
stores which produces regular store traffic. 

Banks that are aggressively seeking consumer goods 
financing usually have payments made at the bank so 
there is a closer control of collections. In such in- 
stances the bank and not the hardware dealer gets 
the store traffic. (Continued on page 98) 
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THE INSTALMENT SELLING 
PROBLEM 


The dealer’s position: 





The problem: how to increase sales volume 
and profits on power equipment and other 
big ticket items. 

The answer: tap new markets, get new cus- 
tomers. 

How: offer instalment credit terms, 10 to 33 


pet down, balance in 6 to 24 months. 


The financing: factory or wholesaler sponsored 
plans, or local commercial banks. 


The banker’s position: 





The problem: how to increase volume and 
profits on money available to finance busi- 


ness transactions. 

The answer: tap new markets, get new cus- 
tomers. 

How: offer instalment credit arrangements to 
hardware dealers. 

The financing: how to get hardware dealers to 
use instalment credit selling, to build up a 
big volume of sales to feed credit paper 
regularly to the bank. 


The customer’s position: 





Already conditioned to buying on instalment 
credit through buying home, automobile, ap- 
pliances, furniture on time payments. 


Would buy power equipment if offered attrac- 
tive arrangements on financing. 


Potential results of instalment credit selling: 





Power equipment sales up 25 to 100 pct over 
present volume. 


By using bank consumer credit, full sales price 
realized as soon as merchandise is delivered. 








The bright lights of Broadway 
did little to divert the attention 
of hundreds of the nation’s lead- 
ing manufacturers and distrib- 
utors of industrial supplies, from 
business, during their annual 
three-day joint convention, held 
in New York’s Waldorf-Astoria 
and Madison Square Garden, May 
17 to 19. 

The good-will that currently 
pervades this industry was ex- 
pressed by President Ben S. Bar- 
ker, president of the Southern 
Industrial Distributors’ Associa- 


tion, after he and President Gor- 





don T. Vaughan of the National 
Industrial Distributors’ Associa- 
tion were introduced at the open- 
ing session, May 17, by President 
Robert J. Kelley, of the American 
Supply & Machinery Manufactur- 
ers’ Association. 

“Never have I seen a time when 
harmony and cooperation among 
the three _ associations were 
greater than today,” was the sen- 
timent expressed by Mr. Barker. 

The importance that business- 
men are today attaching to the 
matter of business costs and im- 


proved operating facilities was 


to this report of the triple convention of the 
AMERICAN SUPPLY & MACHINERY MANUFACTUR- 


ERS’ ASSOCIATION 


NATIONAL INDUSTRIAL DISTRIBUTORS’ 


ASSOCIATION 


SOUTHERN INDUSTRIAL DISTRIBUTORS’ 


ASSOCIATION 
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Industrial Supply Group 


evidenced by heavy attendance at 
all. sessions at which such sub- 
jects were discussed. 

There were several 
by persons of great prominence 
but post-session discussions in the 
corridors and _ over luncheon 
tables were mostly in relation to 
joint industry activities which 
were developed or continued dur- 
ing the past year. 

Activities of this nature, re- 
ported upon by committee chair- 
man, included such topics as busi- 
ness forms and procedures; cata- 
log costs; improvement of pack- 
aging practices; net pricing and 
decimal packaging; college trair 
ing in industrial distribution; em- 
ployee training in product knowl- 
edge; warehousing methods and 
many others of a similar nature. 

Brigadier General Carlos P. Ro- 
mulo, first Philippine Ambassador 
to the United States and President 
of the Fourth General Assembly 
of the United Nations and Perma- 
nent Philippine Delegate to the 
United Nations, thrilled a capac- 
ity luncheon of more than 2,000 
association members and guests, 
at the closing session, Wednesday 
noon, with a topical message on 
what America can do to keep the 
millions of Asians out of the orbit 
of Communism. 

Another nationally - known 
speaker, Dr. Norman _ Vincent 
Peale, pastor of Marble Collegiate 
Church, New York City, drew an- 
other capacity audience at a joint 
opening session, Monday morning, 
May 17. 

The attendance total of 2,419 
was exceeded only by that at last 
year’s convention held in Miami. 

Each of the three associations 


addresses 
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ackle Distribution Problems 


They wielded the gavels ... 


advanced presidents to the top 
positions. 

T. D. Vander Voort, Clemson 
Bros., Inc., Middletown, N. Y. was 
installed as the new president of 
the American Supply & Machinery 
Manufacturers’ Association. He 
succeeds J. Robert Kelley, Man- 
ning, Maxwell & Moore, Inc., Mus- 
kegon, Mich. 

The National Industrial Distrib- 
utors’ Association installed R. H. 
Barr, Reilly Bros. & Raub, Inc., 
Lancaster, Pa., as president. The 
retiring president was T. Gordon 
Vaughan, W. M. Pattison Supply 
Co., Cleveland. 

C. McD. England, Jr., Logan 
Hardware & Supply Co., Logan, 
W. Va., succeeded to the presi- 
dency of the Southern Industrial 
Distributors’ Association, replac- 
ing Ben S. Barker, Pye-Barker 
Supply Co., Atlanta. 

It was announced that the man- 
agerial affairs of the manufac- 
turers’ association are now being 
handled by Hunter-Thomas Asso- 
ciates, association management 
company of Cleveland. 

This change was brought about 
by the retirement, for reasons of 
health, of R. Kennedy Hanson 
who, as general manager, had han- 
dled the association’s headquar- 
ters activities for many years. Of- 
ficers of the distributor associa- 
tions joined those of the Amer- 
ican Association in paying trib- 
ute to the efforts of the vcenial 
“Bud.” 

One of the most significant de- 
velopments announced at the con- 
vention was the inauguration of 
anew college study course in In- 
dustrial Distribution which will 
start, next September, at the 
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The presidents who conducted the sessions of their respective as 
sociations were: L. to r., 7. Gordon Vaughan, (W. M. Pattison Supply 
Co., Cleveland,) National Industrial Distributors’ Association; J. 
Robert Kelley, (Manning, Maxwell & Moore, Muskegon, Mich.,) 
American Supply & Machinery Manufacturers’ Association and Ben 
S. Barker (Pye-Barker Supply Co., Atlanta,) Southern Industrial Dis 


tributors’ Association. 


They advanced to presidencies . . . 





Those who were installed to the top posts of the three groups are: 
L. to r., C. McDonald England Jr. (Logan Hardware & Supply Co., 
Logan, W. Va.) of the Southern Industrial Distributors’ Association; 
T. DeWitt Vander Voort (Clemson Bros., Inc., Middletown, N. Y.,) 
American Supply & Machinery Manufacturers’ Association and Rich- 
ard H. Barr (Reilly Bros. & Raub, Inc., Lancaster, Pa.,) National 
Industrial Distributors’ Association. 











Presidents Kelley and Vaughan cut ribbon at Conference Booth Program in Madison Square Garden 


Clarkson College of 
Potsdam, N. Y. 

This four-year course, the first 
of its kind ever to be set up to 
offer technical knowledge in dis- 
tribution of industrial supplies, 
was created as the result of a 
joint industry project. 

The extensive groundwork for 
it was laid by the Joint Education 
Aids Committee, composed of dis- 
tributor members of both the Na- 
tional and Southern Associations. 
Eugene F. McCarthy, Beals, Mc- 
Carthy & Rogers, Inc., Buffalo, 
N. Y., was chairman. 

Dr. William G. Van Note, Pres- 
ident of Clarkson, appeared at the 
opening joint session of the three 
associations and presented details 
of the curriculum for the new 
course, which offers a degree in 
engineering. 

Distributors were urged to ac- 
quaint high school graduates with 
the opportunities offered in indus- 
trial distribution upon the com- 
pletion of the course. 

It was announced that six schol- 
arships have already been set up 
for the use of worthy voung men. 

Dr. Van Note remarked that 
the general public is well-in- 
formed regarding America’s pro- 
duction achievements but knows 
little about the American distrib- 
utive system in general, and prac- 


Technology, 
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tically nothing about the distrib- 
uting of industrial machinery, 
equipment and supplies to indus- 
try through industrial distributo 
organizations. 

He said industrial distribution 
is a $4 billion annual business, in 
which 100.000 
engaged. 

“Success Through Right Think- 
ing,” was the subject of Dr. Nor- 
man Vincent minister of 
Marble Collegiate Church. New 
York City. He said that human 
engineering is the compli- 
cated of engineering, and urged 
application of, the laws of science 
to human beings. 

“Find out why human beings 
have fear, resentment and_in- 
feriority, and apply the most sub- 
tle of therapy—that of religion,” 
the noted cleric advised. “Cast out 
thoughts of discouragement if you 
would be courageous,:for if you 
think of sickness you will be ill. 
The laws of God are the laws of 
health,” he maintained. 

“Keep thinking you will be 
strong and healthy. under the 
laws of God, and vou will be well 
and strong. Always be calm in 
your thinking, practice serenity, 
tranquillity and imperturbability. 

“Remember that drive doesn’t 
come from shaking yourself to 
pieces. It comes from calmness in 


about people are 


Peale, 


most 


thought. Think 
fully,” Dr. Peale counselled. 

“Thinkin’ Tall” was the sub- 
ject of one of the major conven- 
tion talks, delivered by Dr. Ken- 
neth McFarland, educational con- 
sultant and lecturer for General 
Motors Corp. and Educationsi 
Consultant for American Truck- 
ing Associatiors, Inc. 

Combining humor and_ good 
business philosophy, the Kansas 
educator stressed the importance 
of the “you” angle in business. 
Laziness in business he cited as 


quietly and joy- 


one of the greatest causes of loss 
of jobs. Other important reasons 
for discharge named were intem- 
perance and dishonesty. 

“You cannot separate religion 
and morality,” he declared, “and 
there is no substitute for skill.” 

A familiar face missing from 
this year’s convention was that of 
hard-working Harry R. Rinehart, 
executive secretary of the Na- 
tional association, who became ill 
shortly before the convention 
opened. 

For the third year, annual ad- 
vertising awards were made by 
the joint Advertising Committee of 
the National and Southern distrib- 
utors’ associations. 

The awards were made in six 
classifications to manufacturers 
advertising the importance and 
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Above Dr. Norman Vincent 
Peale, pastor of Marble Collegi 
ate Church, who addressed a joint 


session. 


Below—-Dr. Kenneth McFarland, 
educator and industrial consult 
ant, who was another 


speaker 


featured 
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value of distribution through in- 
dustrial distributors, 

Winners in each category re- 
ceived plaques and honorable men- 
tion awards were given to one 
other entrant in each group. 

C. McD. England, Jr., chairman 
of the joint committee announced 
that a total of 146 entries had been 
made by 72 manufacturers. 

Walker L. Wellford, Jr., presi- 
dent, J. E. Dilworth Co., Memphis, 
Tenn., in an address, “How Are 
Your Profits,” said, “Be sure you 
don’t let the high C’s make you an 
X-distributor. The high C’s are 
competition, credits and coopera- 
tion. 

“Among the factors governing 
your profits is personnel expenses. 


Reduce your personnel expenses by 


improving the ability of your em- 
ployees. Remember, too, that you 
can save losses by good purchas- 
ing.” 

Mr. Wellford pointed out that 
the laws of the United States pro- 
hibit businesses as a group from 
setting prices, this being consid- 
ered in restraint of trade. He also 
cited the fact that monopoly is il- 
legal, but stressed that it is all 
right for industry groups to dis- 
cuss methods of operation, which 


Industrial 
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is one area in which they improve 
their profits. 

Familiarity with the practices 
of other companies can enable dis- 
tributors to better compete with 
each other, he urged. 

Reduction of the 
items handled can help some dis- 
tributors have a more efficient 
operation. 

Know distributors in your area, 
and be friendly with them even 
though they are your competitors, 
he urged. 

President Kelley, of the manu- 
facturers’ organization, reported 
that an outstanding feature of the 
past year’s activities were the re- 
gional meetings held jointly with 
the National and Southern Asso- 
ciations, at Washington, Biloxi, 
Miss., and Cincinnati. 


number of 


Mr. Kelley reported a revision of 
the association’s constitution and 
by-laws. One of the changes in- 
creased the membership of the ex- 
ecutive committee to 12, instead of 
nine members. 

The office of secretary has been 
established, and S. H. Cross, Stan- 


(Continued on page 90) 











Winning Friends for 


America in Asia 








by Gen. Carlos P. Romulo 


Special and Personal Envoy 
of the 
President of the Philippines 


There is some talk today about the 
possibility that the United States 
may be “alienating its allies.”’ In 
a strict sense, the word “allies” 
would refer only to those countries 
in Europe, in the Americas and in 
the Pacific that are linked to the 
United States by treaties of mutual 
defense and security. 

The charge, if true, would be 
serious. It cannot be said too often 
that, as the leader of the free world 
coalition, the United States needs 
all the allies it now has or will have 
in the future in order to combat 
effectively the threat of Com- 
munist expansion and domination 
No one can doubt that everything 
will be done to preserve and 
strengthen this coalition. 

There is a related problem that 
is deserving of at least equal atten- 
tion. This is the problem of keep- 
ing or winning the friendship of 
the non-Communist countries that 
are not technically “allies” of the 
United States, more specifically, the 
uncommitted peoples of Asia and 
Africa. 

For many years I have discussed 
this problem with American 
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‘‘ ,. there is no reason for 
cynicism or despair in tackling 
the problem of what to do 
about the ‘uncommitted 


peoples’ of Asia... 


friends, both in and out of the gov- 
ernment, and _ before audiences 
throughout the country. 

I have done this because I feel 
that the citizen of a country, which 
is America’s only proven friend 
and ally in Southeast Asia, may 
perhaps be in a position to offer 
some suggestions concerning this 
vital problem of United States for- 
eign policy. 

The problem of winning friends 
for America in Asia and Africa is 
difficult but not insuperable. Though 
it should not be underestimated, it 
has frequently been exaggerated. 

The main sources of the difficulty 
are well known and generally un- 
derstood. 

There is, first, the dual character 
of the present conflict. The West- 
ern countries generally view the 
conflict as one between the free in- 
stitutions under which they live 
and the totalitarian system repre- 
sented by the Communist states. 

But, as far as the Asian and 
African peoples generally are con- 
cerned, the conflict which more 
deeply engrosses them is that be- 
tween the right of self-determina- 
tion and independence and the ves- 
tige of colonial imperialism. 

Confronted with this dual nature 
of the conflict, the United States 
finds itself in a dilemma. The di- 
lemma is sharpened by the oppos- 
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ing pressures exerted by Ameri- 
can ideals and by the practical 
recognition of political necessity. 

The idealism springs from 
America’s own revolutionary tradi- 
tions and from its record of liberat- 
ing the Philippines and recognizing 
its independence. 

On the other hand, what may ap- 
pear to some as an ineluctable po- 
litical necessity has inclined the 
United States to moderate its 
sympathy for the aspirations of the 
peoples of Asia and Africa so as 
not to alienate its Western allies, 
including the colonial powers 
among them, and_ consequently 
weaken the free world coalition 
against Communism. 

What makes the American di- 
lemma specially dangerous, of 
course, is that Communism has 
come forward to pretend that it is 
the only true champion of the sub- 
ject peoples and the redoubtable foe 
of Western imperialism. Unfor- 
tunately, there are many ears in 
Asia and Africa that are willing or 
eager to listen to Communist propa- 
ganda. 

But if there are such ready 
listeners, it is not because the) 
fear the new Communist imperial- 
ism less but because they scorn 
the old imperalism, which they have 
known for centuries, more. 

Anybody who has read with care 
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the May 2nd communiqué of the 
South Asian Prime Ministers Con- 
ference in Kandy, Ceylon, would 
agree with this estimate of the 
situation. 

While I cannot myself agree 
with all the statements contained 
in the communiqué, J consider it 
to be, on the whole, a sober and 
statesmanlike declaration which ac- 
curately reflects the thinking and 
outlook of what has been referred 
to as the “uncommitted peoples of 
Asia.” 

It is a statement which, in par- 
ticular, should commend itself to 
the closest attention of the makers 
of United States policy toward 
Asia. 

As to substance, the document 
should go a long way towards dis- 
pelling the notion, unfortunately 
current in the United States, that 
the countries represented in the 
conference (India, Pakistan, Indo- 
nesia, Burma and Ceylon) are anti- 
Western and therefore, by that 
token, sympathetic towards Com- 
munism. 


Against Imperialism 

The communiqué makes it clear 
that these countries are strongly 
against imperialism, both old-style 
and new. It also shows that they 
are profoundly concerned with the 
maintenance of peace in this Hy- 
drogen Age—an anxiety which is 
natural and universal, quite regard- 
less of any existing political or 
ideological differences which divide 
the world. 

As was to be expected, the five 
leaders all agreed that the con- 
tinued existence of colonialism was 
a “violation of human rights and 
a threat to the peace of the world.” 

But as regards the question of 
whether or not Communism should 
be mentioned as a threat to the 
preservation of the “freedoms in- 
herent in the democratic system,” 
it is known that while India and In- 
donesia were inclined to avoid such 
a reference to Communism, Pakis- 
tan, Burma and Ceylon were in- 
sistent that the reference should 
be made, and their point of view 
prevailed. 

Does this represent a gain for 
the anti-Communist forces in 
Asia? I believe it does, despite 
the fact that the statement brackets 
together Communist and anti-Com- 


(Continued on page 80) 
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New officers of distributor groups. . . 
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Above—National Industrial Distributors’ Association officers now include 
from I. to r.: John N. Failling, Jr. (Chas. A. Strehling Co., Detroit,) new 
member of board of governors; Frank M. Cruger (Indiana Manufacturers 
Supply Co., Indianapolis,) vice president, Areas 3 & 4; Richard H. Barr 


(Reilly Bros. & Raub, Inc., Lancaster, Pa.,) president; Stuart A. Russell 


(J. Russell & Co., Inc., Holyoke, Mass.,) vice president, Areas 1 & 2; C 
E. Gollwitzer, vice president, Areas 5 & 6; and Kenneth E. Yorke, (Hanser 
& Yorke Co., Inc., New York,) new member of board of governors 


Below—Southern Industrial Distributors’ Association leaders are: Ben S$ 
Barker (Pye-Barker Supply Co., Atlanta, ) new member of executive board 
Paul J. Stine (Harry P. Leu, Inc., Orlando, Fla.,) 1st vice president; C 
McD. England, Jr., (Logan Hardware & Supply Co., Logan W. Va.,) 


president; L. F. Perkins (The Henry Walke Co., Norfolk, Va.,) executive 


committeeman; Ashley DeWitt (Briggs-Weaver Machinery Co., Dalla: 
2nd vice president; W. P. Marshall, Jr. (Marshall Supply & Equipment 
Co., Tulsa,) and L. B. Montague (B. L. Montague Co., Inc., Sumter, S. C 
both new members of the executive committee. 
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Is Fair Trade Desirable 


For Industrial Supplies? 








by George H. Halpin 


Executive Vice President 
Minnesota Mining & Mfg. Co. 
St. Paul, Minn. 


‘,.. Fair Trade would materi- 


ally assist the distributor pre- 
serve the margins offered by 


the manufacturer and assure 
the user of a fair, uniform price 


on the goods he buys... 


When I speak on the subject of 
“Fair Trade,” I want you to under- 
stand at the outset that I am not in 
any sense a crusader for the cause 
of Fair Trade. Rather, I come to 
you with the question—‘“Is there, 
should there be any use for fair 
trade in this business of distribut- 
ing industrial supplies?” 

Broadly explaining Fair Trade, 
15 states, backed by a Federal En- 
abling Act have varying fair trade 
laws which permit a manufacturer 
to protect his branded products 
from being footballed by the re- 
seller of his products and prevent 


the undermining of the name, 
quality and reputation of those 
products. 
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Thus I, as a manufacturer, can 
say to you, as a distributor, that I 
am going to control your price, 
terms and conditions of sales as it 
relates to your selling my prod- 
ucts, by notifying you that I want 
you to sign a fair trade contract 
whereby you accept my right to 
compel you to do this. 

I can hear some of you advo- 
cates of free enterprise and free 
competition saying, “Do you mean 
to tell me I can’t do anything I 
choose to do with the supplies I buy 
—sell them at any price and un- 
der any terms I want to?” My 
answer is that I do say you can’t 
if you sign a fair trade contract. 

So the next question is, “Why 


would you want to sign a fair trade 
contract?” Well, let’s look at some 
of the reasons why such a pro- 
cedure might be desirable. 

You represent a number of man- 
ufacturers who tell you their sug- 
gested resale prices are firm prices 
with no ifs, buts, or maybes. You 
as the distributor accept this, and 
you will not deviate. 

But you can’t keep the buts out 
of your thinking when you lose a 
few orders. 

This manufacturer may have a 
selective distributor policy and you 
may have a competitor down the 
street handling this same manv- 
facturer’s product, and you don’t 
think too much of that competi- 
tor; in fact, you think so little of 
him that he just couldn’t take an 
order away from you on an equal 
basis. So, if he does take an order 
away from you, your salesman 
knows’it was not on the up and up, 
and finally you are convinced some- 
thing is wrong. 

If you and your competitor were 
under a fair trade agreement with 
that manufacturer, you at least 
would have reasonable assurance 
that the business was not lost be- 
cause of price. 

But, there are other conditions 
of sale for instance, quantity 
brackets on which selling prices 
are based. Let’s say there are three 
quantity brackets, i.e., 10, 20, 30 
The customer doesn’t want to buy 
the 30 quantity to get the best 
price, but he is willing to place an 
order for the 30 divided into three 
deliveries of 10. You the distribu- 
tor make, say, 25 pct to selling 
price on 10 but only 10 pct on 30. 

If the manufacturers’ fair trade 
agreement specifies a single ship- 
ment of any one of the quantities, 
you have some assurance under 
fair trade that orders will be sold 
on this basis and not something 
else. In such a situation, your full 
profit differential is preserved, and 
this is of such vital importance 
in these days of terrific competi- 
tion and shrinking gross profits. 

Let’s carry the 
step further and assume there are 
three leading brands of this same 
type of product carried by you and 
two other competitors of yours 
and prices, terms and conditions 
of sale on all three products are 


discussion a 
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substantially the same. 

Your manufacturer wants to put 
you under a fair trade agreement, 
but the manufacturers of the com- 
petitive products are not inter- 
ested in doing this with your 
competitors. Under such circum- 
stances would you be wise in en- 
tering a fair trade agreement with 
your manufacturers? 


Certainly from the standpoint 
of preserving the full margin of 
profit offered you by your manu- 
facturer, you would be wise in 
doing so. 

But it would be better if all 
three of these manufacturers fair 
traded you and your two competi- 
tors. 

These three manufacturers in 
concert could probably not legally 
agree among themselves to do 
this, but if you and your two com- 
petitors felt it would be a good 
thing for all of you, there wouldn’t 
seem to be anything illegal in each 
of you persuading your manufac- 
turer to put you under a fair trade 
agreement. 

Or if I, as one manufacturer, 


Newly elected officers and members of the executive 
/ ° ; 

left to right, Dan C. Swander 
second vice-president; T. D. Vander Voort, Clemson Bros. 


turers’ Assn. are: front row 
Jordan, Charles Parker Co. 


convinced you that a fair trade 
agreement would be a good thing 
for both of us, and our competitor 
and your competitor thought it 
would be equally good for them, 
and the result was that eventually 
all three of their own free will 
signed up under fair trade, there 
shouldn’t be anything wrong in 
this. 

What I have tried to say is that 
approaching the free trading of 
industrial supplies should not be 
a one-way street where the manu- 
facturer imposes it on the distrib- 
utor but rather it should start by 
creating an atmosphere of accep- 
tability by both the manufacturer 
and the distributor. 

In creating such an atmosphere, 
your own national association 
could be of invaluable assistance. 
As I remember it, your association 
within the past few years did dis- 
cuss or create some kind of com- 
mittee to study the advantages 
and/or disadvantages of Fair 
Trade. I understand that the sub- 
ject is not an active one at the 
present time. Why not make it an 
active study? 


Industrial 
Supply Convention 





I am sure such a study would 
show that there are many of your 
lines which would not lend them- 
selves to fair trading where the 
manufacturer’s brand name is not 
too important or where manufac- 
turers are not too concerned in es- 
tablishing their own firm sug- 
gested resale prices. 

On the other hand, you might 
find in the top 25 pct of your lines, 
where undoubtedly 60 to 70 pet 
of your business falls, that in this 
group of manufacturers serving 
you on these lines that not only 
does the manufacturer do every- 
thing possible to protect his brand 
name and reputation, but he is 
most anxious in establishing suy 
gested resale prices to preserve a 
profitable margin for the distrib- 
utor in the resale of his products, 
and at the same time see to it that 
these suggested resale prices are 
the very best which can be provid- 
ed to the consumers of 
products. 


these 


committee of the American Supply & Machinery Manufo 
Jr., Columbian Vise & Mfg. Co., treasurer; Charles T 


Inc., president; Clarence 


B. Noelting, Faultless Caster Corp., first vice-president and S. H. Cross, Stanley Electric Tools, secretary. Standing 


enter row, left to right: Carl O. Hedner 


Yale & Towne Mfg. Co. 


Ralph M 


Johnson, Norton Co., advisory 


board; James Y. Scott, Morse Twist Drill & Machine Co. (new); Horace Armstrong, Armstrong Bros. Tool Co. (new 


George S. Case, Jr., 


ows, Sheldon Machine Co., In 


ton, Dumore Co.; Paul Watts, Skil Corp.; George L. Abbott, Warren Belting Co 
Saw Works, Inc. 
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Lamson & Sessions Co. (new); and R. D. Mount, Bassick Co. (new) 
Paul A. Johnson, Jr., Dake Engine Co 


Third row, left to right 


‘new); F. J. O'Laughlin, Commander Mfg. Co. (new) and Lyman H. Be 


Not in this photo are four members of the executive 


committee: Robert L. Hami 
Inc.: and Fred Emerson, Sportar 














You distributors are not happy 
over your profits in the present 
state of business, and I don’t 
blame you when I see in the re- 
turns of many representative and 
outstanding distributors profits 
after taxes of less than 2 pct. 

Manufacturers, on the other 
hand, feel that their margins to 
the distributor are adequate, or at 
best all that can be afforded, and 
still make an acceptable consumer 
price, 

There is little doubt that this 


low profit plight the distributor 
finds himself in at this time is in 
part due to the distributor’s own 
making, and by that I mean con- 
trol of overhead expense and an 
element of failure to preserve the 
full profit margins offered by 
manufacturers, along with other 
expensive indulgences. 

In my own humble opinion, fair 
trade, while not a cure-all, would 
materially assist the distributor 
in better preserving the margins 
offered by the manufacturer, at 


the same time assuring the user 
of a fair, uniform price on the 
goods he purchases. 

It is my further observation 
that those working under fair 
trade at the present time are hap- 
pier with it than they would be 
without it. 

All I have tried to accomplish 
here is to stimulate your thinking 
on this matter of fair trade. Stim- 
ulation might head to construc- 
tive action, so let’s do some think- 
ing about this. 


Clarkson College Inaugurates 
Industrial Distribution Course 








by William G. Van Note 


President 
Clarkson College of Technology 


Clarkson College of Technology, 
Potsdam, N. Y., will inaugurate, 
this September, a new four-year 
undergraduate curriculum leading 
to the degree of bachelor of 
science. It has been designed spe- 
cifically to prepare young men to 
enter the broad field of Industrial 
Distribution. 

The evolution of this real educa- 
tional venture is a result of much 
study on the part of both the fac- 
ulty and the administration of the 
college and of representatives of 
your industry. 

All colleges exist today for one 
purpose only and that is service. 
Service to simultaneously prepare 
young people to take their place 
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‘*,. . Distribution has been 
rarely appreciated as an effec- 
tive and essential function, 


distinct in its own right... 


with increasing effectiveness in to- 
day’s complex society and economy 
and also to educate them so that 
they may better understand them- 
selves and hence, lead happier and 
adjusted lives. This is no small 
task. 

Shortly after joining Clarkson, 
in 1951, I began studying its cur- 
ricula and abilities in an attempt 
to see if within the scope of pres- 
ent facilities, or some easily af- 
forded, if we might not further 
our service in technical education. 

Examining our work in engi- 
neering and business administra- 
tion, I found that each made little 
use of the other. This was natural 
since each area required so much 
time for the development of its 
own instruction. Yet, both areas 
strong within themselves and 
strongly undergirded by the stud- 
ies in Social Sciences and Humani- 
ties seemed to invite some type of 
joint undertaking. 

I began to wonder if there was 
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not a new technical area that we 
could develop and effectively ser- 
vice by the joint efforts of our 
various departments. 

It was about this time that by 
a fortunate set of circumstances, 
I was made aware of the entire 
field of distribution. This may 
seem odd to you and an admission 
of illiteracy on my part. Likely so 
but I suggest that it is equally an 
example of the typical citizen to- 
day. 

The American people are simply 
not aware of the tremendous role 
played by distribution in our 
economy. All during the growth 
of these United States, we have 
paid homage to creative ability, 
production achievement and man- 
agerial competence. Distribution 
has been rarely appreciated as an 
effective and essential function, 
distinct in its own right, contrib- 
uting to the growth of America. 

Recently I read the following: 
“We in America have the highest 
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R. KENNEDY HANSON, who 
served the American association 
as managing director for many 
years, was presented with a ftesti- 
monial scrol! and gift upon his re- 
tirement from that office. 





standard of living of any people on 
Earth. We have two major re- 
sources which make this possible. 
One, our ability to produce goods 
and, two, our ability to distribute 
them. Production and _ Distribu- 
tion are partners in maintaining 
this standard of living.” 

I suggest that this is totally the 
truth but that the general public 
recognizes the contribution of pro- 
duction far more than it does that 
of distribution. 

It was with surprise that during 
our consideration of the curricu- 
lum which we developed that I 
learned that it is estimated that in 
the United States 20 million people 
have jobs in various phases of dis- 
tribution and that sales in indus- 
trial distribution alone amount to 
$4 billion annually and 100,000 
people are working in it. These 
figures made deep impressions on 
me and also on all those who 
studied our opportunities with me. 

When I accepted the presidency 
at Clarkson Tech in 1951, among 
my remarks I included these: “In 
a free world no one can guarantee 
any security unless the needs of 
life are produced in sufficient abun- 
dance at a stabilized cost at the 
time this security is to be enjoyed. 
The only true security is to be 
found in a system that insures 
these conditions.” 

I readily admit that today if I 
were to write these words, I would 
change them to read that “In a 
free world no one can guarantee 
any security unless the needs of 
life are produced and distributed 
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in sufficient abundance at a stabil- 
ized cost at the time this security 
is to be enjoyed.” 

Again I say, I believe my under- 
standing of distribution in 1951 is 
rather typical of the average 
American even today. 

Thus, as we studied the possi- 
bilities of increasing our educa- 
tional services in technical fields, it 
became apparent that we might 
effectively do so in distribution. 
Being technical in nature, it was 
natural that we limit our activity 
to the area of industrial distribu- 
tion. By industrial distribution | 
refer to the marketing of all ma- 
terials and manufacturing prod- 
ucts designed for industrial use. 

Frequently I am asked very 
pointedly what is meant by indus- 
trial distribution as I have talked 
with people about our new educa- 
tional adventure. 

I attempt an answer by indicat- 
ing myself or my wife as a con- 
sumer who needs advice on the 
scores of products we use in our 
living. We need to be guided in 
our choice by experts who under- 
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stand us and our needs, who are 
well acquainted with all materials 
available, and who are constantly 
keeping abreast on _ technological 
improvements and new products. 

Then I substitute for the indi- 
vidual the manufacturer who must 
be advised in vastly more demand- 
ing technological ways and whose 
profits and very continuing exist- 
ence depends on the effective sup- 
ply of the thousands of items that 
are used in the production of the 
product that he in turn prepares 
for the ultimate consumer. 

Drawing on our strong teaching 
abilities in engineering, 
liberal studies and business admin- 
istration and with the expert coun- 
sel and encouragement of some of 
your own members, we created a 
curriculum leading to the bachelor 
of science degree with a major in 
Industrial Distribution requiring 
four years of study. 

In constructing this curriculum 


science, 
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that is composed of approximately 
51 separate courses, 16 have been 
either revised or created specifi- 
cally for this program. Various 
members of your Associations have 
assisted and advised us in these 
preparations and we have your 
promise of continued counsel and 
help including the giving of special 
lectures by some of your members 
to the students throughout their 
four years of study. This means 
much to us and strengthens our 
program markedly. 

Your organization, through the 
action of your educational commit- 
tee under the leadership of Eugene 


F. McCarthy, assisted us in an- 
nouncing the course and in seeking 
qualified students. 

I have noticed so many instances 
of perplexity when we mention in- 
dustrial distribution that I know 
that much education must yet be 
done before the great area of In- 
dustrial Distribution can have the 
public acceptance that engineering 
and business management have to- 
day. 

The support which your industry 
has so generously given us in the 
development of the program is be- 
ing expressed in another most ef- 
fective manner. This is by the es- 


tablishment of scholarships by cer- 
tain of your members to support 
qualified but needy students who 
wish to enter our course. 

Already five organizations have 
established scholarships at the col- 
lege, each to support such a worthy 
student. Each scholarship will pay 
$500 a year toward the total costs 
of his education. Full tuition costs 
are $675 a year and actual educa- 
tional costs aré computed at $880. 

As all of you know, at most 
every private college in the United 
States the tuition fails to cover the 
full costs of education by significant 
amounts. We are no exception. 


How to Make Your 


Catalog Dollar Go Further 








by J. H. Ruddell 


President 
Central Rubber & Supply Co. 


Indianapolis 


If 1 can convince you that we 
distributors can save about three 
quarters of a million dollars per 
year, or more than seven times the 
total dues of both distributor as- 
sociations, you will be interested. 

That is exactly what your Cata- 
log Committee feels is possible if 
we can get the cooperation of man- 
ufacturers and widespread use by 
distributors. 
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‘“«... The catalog that is dif- 
ferent will get attention—and 
keep getting it—if it offers a 


plus value... 


A joint Industrial Distributors’ 
Association Survey was conducted 
with 521 firms participating-—an 
80% return—the largest number of 
replies ever received to any ques- 
tionnaire sent out by our two asso- 
ciations. The results were: 

Average cost of cata- 

logs produced during 





the past 4 years $ 27,775 
Number who _ replied 

that they planned to 

issue a catalog in 

1954 x 83 
Projected 1954 Expen- 

diture $2,305,325 
A 32 pct saving would 

be $ 737,704 


These are figures from the sur- 
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vey made by our committee last 
summer. The extremely high per- 
centage of replies definitely indi- 
cates the interest in this subject 

Now, let’s see why we are sure 
that the 32 pct saving, or more, 
can be made. 

Here are exact figures from our 
survey. The cost of having a cata- 
log printed by Printer G during 
the past four years was $60.93 per 
page. 

The cost with Printer A _ was 
$21.49 per page. 

The difference between the two 
is $39.44 per page, and this is 4 
saving of 64 pct on Printer G's 
price. This is the gross saving. 

In fairness to Printer G, how- 
ever, 64 pct is not the net saving 
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because the distributor purchasing 
from G only had to make his selec- 
tions, whereas the purchaser from 
Printer A had to do his own com- 
piling. but with help and super- 
vision. 

Printer A was a_ photo-offset 
printer for whom the distributor 
had to collect the material to be 
photographed. 

What is the cost of doing your 
own compiling? Is the expense 
great enough to use all of the gross 
saving? This 64 pct saving would 
amount to $17,776 for the average 
catalog costing $27,775. A lot of 
letter writing, paper cutting and 
typesetting could be done for $17,- 
776. 

Firms or members who have 
done their own compiling in the 
past estimate that only half of the 
64 pet saving was spent to do this 
work. This estimate, remember, 
is without any association activity 


to sell the manufacturer on making 
material available in usable form. 

To make it an absolute certainty 
that we will have at least a 32 pct 
net saving, all we have to do is 
to get a majority of our manufac- 
turing sources to make good photo- 
graphable material available. 

Our Catalog Committee effort, 
therefore, has been to do all that 
we can to get manufacturers to 
make usable photographable mate- 
rial available so that our members 
who choose to do their own com- 
piling can have as much as possible 
of the 64 pct gross saving as a net 
saving. 

What have we done so far? 

1. Adopted Standards, necessary 
to have uniformity. 

2. Have written a series of 3 
form letters to about 900 indi- 
viduals in manufacturers’ organi- 
zations. 

3. Have written about 400 per- 
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sonally dictated replies to inquiries 
and suggestions. 

4. Have received promises of co- 
operation from over 200 manufac- 
turers. 

Now I would like to answer a 
question that some people ask. 
Why has our committee recom- 
mended photo-offset catalog pro- 
duction instead of letterpress? 
Here are the answers: 

1. Survey showed’ tremendous 
saving. 

2. Makes sending of the manu- 
facturers’ set-up to many different 
distributors and printers much 
cheaper and easier. 

3. Thereby makes for free com- 
petition among printers, which 

(Continued on page 79) 


What Happens to an Order? 








by Eugene F. McCarthy 
President 

Beals, McCarthy & Rogers, Inc. 
Buffalo, N. Y. 


Industrial Distributor explains 
Procedures and Business Sys- 
tems Used in Processing Orders 


Upon receipt, all mail is sorted 
at a mail desk—which is part of a 
centrally located mail room where 
all equipment for handling mail, 
advertising material, etc., is con- 
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centrated. After opening mechan- 
ically, incoming mail is time 
stamped and classified as: 

1, Inquiries, which are sorted 
out first and sent to the manager 


of the order department for im- 
mediate attention. 

2. Orders, also continuously 
processed and sent through with 
out waiting for accumulation 

3. Correspondence. 

4. Invoices and Credits. 

5. Advertising material. 

The last three kinds are ac- 
cumulated by departments. 

Phone orders are handled by 
experienced inside salesmen, who 
pick out urgent items and channel 
them for’immediate attention. Or 
ders taken over the telephone are 
priced before they leave the desk 
of the phone salesman, unless the 
urgency of the order makes this 
impossible. Our perpetual inven- 
tory cabinets are located directly 
next to the telephone order desks, 
enabling our phone salesmen to 
use this stock record as a real 
sales tool. 

All orders, whether received by 
mail or telephone, next pass 
through a coding process. Here 
the orders are first rough filed 
alphabetically, and then checked 
earefully against customer’s in- 
structions listed on  Linedex 
equipment. An appropriate entry 
is made on each original order 
showing the following: 

1. Customer’s number and 
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salesman’s territory number. 

2. Credit check. 

3. Correct corporate name and 
mailing address. 

4. Place of delivery and re- 
quired routing. 

5. Invoicing requirements: 

A. Number of copies needed. 


(We regularly invoice in dupli- 
cate.) 
B. Special invoice forms re- 


quired. (Federal, state, city, and 
some industrial customers.) 

C. Order and requisition num- 
ber requirements. 

D. Certified invoice where nec- 
essary. 


E. Invoice to be mailed same 
day shipment is made, etc. 

This may sound like a large 
number of checks to make, but a 
simple method of colored tabs en- 
ables the operators to check all of 
these items rapidly. 

From the coding board the orig- 
inal order now travels to the or- 
der editor, who is one of our most 
experienced inside men. Order 
editing includes: 

1. Check on description of each 
item and correct all specifications 
to agree with descriptions we use. 

2. Indicate non-stock items for 
possible substitution. 


3. Indicate items to be handled 
as special orders. 

4. And very important, spot 
large quantities of stock items- 
immediately check them against 
stock control, and advise purchas- 
ing department of resulting bal- 
ance on hand. This enables re- 
placement order to be sent out 
immediately, even ahead of the 
filling of customer’s order. 

All orders are then typed on 
IBM _ Electromatic billing ma- 
chines using continuous forms. 
Orders for city delivery are on 
forms having seven parts. Orders 

(Continued on page 84) 


“Sales Facets of Life” 


A farcical drama, in four acts, portraying what might happen 
inside the offices of some industrial supply distributing firms 


Cast of Characters 


“Mac,” Sorry Salesman 


“Bob,” Model Salesman 


“Tom,” Buyer 


“Joe,” Management 


“George,” Distributor 

“Ralph,” Manufacturer’s Salesman 

“Halpin,” Manufacturer's Sales 
Manager 


Receptionist 


d, 3B. 


Robert L. 


Joe W. Pitts, 


McDonald, Brown-Roberts 
Hardware & Supply Co., Alex- 
andria, La. 

Belk, 
Hardware & Supply Co. 


3rown-Roberts 


Thomas S. Humble, Weaks Supply 


Co., Monroe, La., and Natchez, 
Miss. 

Brown-Roberts 
Hardware & Supply Co. 


George Weaks,’ Weaks Supply Co. 
Ralph 


Johnston, Norton Co., 


Worcester, Mass. 


George H. Halpin, Minnesota Min- 


ing & Mfg. Co., St. Paul, Minn. 


Juanita Crow 


Scene opens with Mac entering and engaging in for- 


ward conversation with receptionist. 


Ends up giving 


her mechanical pencil, whereupon Ton (the buyer) is 
shown smoking, and really enjoying, a fancy cigar 
and remarking that since the doctor has restricted 
him to just one cigar a day, he makes it a practice 
to smoke a good one and a long one, whereupon, Mac 
(the sorry salesman) enters and, blowing cigar smoke 
in Tom’s face, picks up Tom’s fancy cigar, that has 
been set on the edge of the desk, throws it into the 
cuspidor, and hands him a 5¢ one, telling him to throw 


away that sorry cigar and smoke a good one. 


Tom’s 


expression is one of amazed disgust. 


ACT | 

tells Mac that he has just re- 
ceived a special-order ship- 
ment of nickeled welding fit- 
tings and, though they have 
been shipped as ordered, he 
finds that he has no need for 
for them and wants permis- 
sion to return them. 

replies that this will be per- 
fectly all right, that the 


Tom: 


Mac: 


Salesman Makes a Pitch 
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Tom: 


Mac: 


Mac: 


Mac: 


house never fills an order 
right and that it will serve 
them right for these special 
items to be returned; fur- 
thermore, that it won’t be 
necessary to write the house, 
asking for permission to re- 
turn them. He further com- 
ments on the fact that he 
never can depend on the 
house filling an order and 
that he can’t understand why 
they have such sorry people 
working for them, etc. 
taking objection to an offen- 
sive breath that exudes from 
Mac, hands him a package of 
Chlorets and asks him wheth- 
er or not he has ever tried 
using them. 

replies that he doesn’t need 
them, that plenty of money 
is being wasted on _ such 
things, that he has enough 
sense to know whether or 
not he smells bad. 


: tells the buyer that he under- 


stands that he is planning a 
plant expansion and that he 
feels sure that Tom is going 
to be in need of a car of 
seamless pipe, whereupon, he 
bears down on him and gets 
the order, promising imme- 
diate shipment without first 
having gotten delivery infor- 
mation from the mill, etc. 

is tickled to death with this 
order and makes his exit 
after telling Tom that he has 
just noticed that good-look- 
ing telephone operator out- 
side and that he thought 
he’d try, on the way out, to 
make a date with her that 
night. 


meets Bob (the model sales- 
man) in the rear of recep- 
tion room, where he brags 
to him about having gotten 
such a nice order, and tells 
him that he feels that he 
has done enough work for 
one day and is knocking off 
and going to a movie. He 
asks Bob whether he hap- 
pens to know the name of 
the telephone operator in the 
reception office. 


Bob: replies that he isn’t sure of 


her first name, but he does 
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know that she happens to be 
the daughter of the buyer, 
whereupon Mac makes a 
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hasty exit. 


Bob: 


Bob: enters Tom’s office and, after 
a brief exchange of greet- 
ings, goes into detail regard- 
ing the more profitable items 
that are going to be needed 
in connection with the plant 
expansion. 

Bob: gets an order for miscellane- 

ous items needed, with the 

exception of certain valves 
which have to be of a certain 
make, due to the fact that 
other valves throughout the 
plant are of that make and 
extensive repair parts for 
them are carried in stock, 
hence no substitution is ac- 
ceptable. Bob suggests that 

Mac get order for valves. 

agrees and inquires about 

price of lumber crayon. 


Tom: 


Bob: 


Tom: 
Mac: 





Joe: 


Mac: 
Joe: 
Above—"'Ralph,"". the Manufac 
turers’ Salesman confers with Mae: 
"Bob,"" the Model Salesman and 
"Tom" the Buyer. Below—''Joe,”’ 
Management meets "Halpin," the 
Manufacturers’ Sales Manager. 
Mac: 
Tom: 


calls Tom’s attention to the 
fact that its price advanced 
to $12.95 about a month ago. 
says that to check this, he’d 
better call a competitor, 
which he does, and is given 
this same increased price, 
whereupon Tom tells the 
competitor over the phone 
that he is too high and can’t 
give him the order. Never- 
theless, he turns around and 
gives the order to Bob, since 
the prices are the same, al- 
though he has left the com- 
petitor with the impression 
that he is able to buy at a 
lower price. 

leaves Tom’s office. 


reports to his company on a 
week-end, exceedingly proud 
of the order for the car of 
pipe. 

with the mail order for the 
valves in his hand, ques- 
tions Mac about other items 
welding fittings and welding 
rods) that Mac didn’t get an 
order for, and the valves in 
particular. 

alibis with such excuses as 
cut prices, immediate deliv- 
ery, etc. 

shows him the mail order for 
the valves, on the face of 
which a notation shows that 
60-day delivery will be per- 
fectly satisfactory. 

answers by explaining that 
he isn’t surprised at the 
order being mailed in on ac- 
count of the wonderful sales 
talk that he had given Tom, 
etc. 


ACT Il 


calls on Tom hoping to get an 
order for chain. 

raises a particular technical 
question about the chain, 
with particular reference to 
breaking of rivets, remark- 
ing that since Mac had just 
returned from a week’s sales 
training course at the fac- 
tory, he felt sure that he 
(Continued on page 74) 
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Get out into the field. . . 


. . . that’s the advice this retailer gives 


to manufacturers who want to do a more 


effective job with their dealer-selling aids 





ARDEN CLEAN-UP 
(\ Time cae 
HERES WHAT 
YOU NEED 
























































Theme for heading features this 3 
column by 15 in. sample garden ad. 
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This appraisal of manufacturers’ selling aids for hardware dealers 
was inspired by a survey conducted by HARDWARE AGE. 
summary was published in the Jan. 7 issue on page 118. 

The author's opinions and recommendations command respect for he 
has an extensive background in merchandising and advertising experi- 
ence from both the manufacturers’ and the dealers’ viewpoint. 

The author currently is advertising manager for a midwest hard- 
ware firm with a main store and several branches in a large city. 

Previously, he was in charge of advertising production for a large 
food manufacturer selling through grocery stores and chains. 

The author prefers to remain anonymous. This request is granted 
that he may present his views and suggestions more frankly and fully. 


The survey 








I have the feeling that maybe the 
biggest problem in improving man- 
ufacturers’ selling aids is the gulf 
that seems to exist between the ad- 
vertising department at the manu- 
facturers’ level and the average 
hardware dealers’ advertising man- 
ager. The answer is the age old 
one of “communications.” 

In looking back, I can remember 
only two cases in four years where 
the advertising managers of manu- 
facturers have called upon us as 
retailers for ideas on the material 
that would help us the most. There 
have been several long distance 
phone calls, but these were always 
paid for and originated by us. 


In talking to other dealer adver- 
tising managers they tell me the 
same thing. 

I certainly do not claim to be any 
advertising genius but I do know 
from my experience before getting 
into the hardware field that field 
trips help in finding out what the 
dealers really want and need. 

If more advertising managers of 
manufacturers could take the time 
to talk to the little fellow he would 
better understand the other’s point 
of view. 

With better “communications” 
and more practical help from man- 
ufacturers, I am sure my ads for 
the store would improve. 
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What's wrong with manufacturers’ selling aids ? 








Most advertising material, both 
newspaper and display, that is sent 
to the hardware dealer is just not 
practical. 

Much of it is not designed for 
the small independent store, nor for 
the hardware chain. A lot of it 
simply is not prepared from the 
hardware dealer’s viewpoint. 

The wholesalers we are familiar 
with are doing a terrific job of pro- 
viding dealers with proper, usable 
advertising material. Wholesalers’ 
material reflects how closely they 
work with hardware dealers. 

Let’s pose a question. When the 
average hardware dealer sends for 
newspaper advertising helps from 
manufacturers does he want mats, 
electros, original zincs or copper? 

From where I sit, most dealers 
would just as soon have mats. All 
smal] town daily newspapers, like 
city papers, have facilities to cast 
up mats. Best of all, mats are so 
easy to file. 

Manufacturers, as often as not, 
will send original zincs and some- 
times even copper halftones. At the 
price they pay engravers for cop- 
per, how can they afford it? 

Electros are easy to make up, 
and are cheaper. Sometimes they 
reproduce better in small town 
weeklies. But even electros are ex- 
pensive for the manufacturer and 
they are hard to file when mounted. 
It takes big cases to file electros 
and zincs. This is a real problem 
when you consider the thousands 
of items a hardware store stocks 
and must advertise, while mats can 
be put away in a type file or folder. 

Time after time when I request 
material for newspaper reproduc- 
tion I get cuts made in 100 or 110 
line screen. For catalogs, printed 
on glossy stock, that screen will 
show up fine, but on newspaper 
stock that line screen just plugs up 
and the illustration looks like a 
black hat in a coal bin. 

I know other dealers will join me 
in this suggestion — Please, Mr. 
Manufacturer, send your material 
for newspapers, whether it be cuts 
or mats, with no more than 65 line 
screen on the halftones. 
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If manufacturers prefer sending 
cuts, it would be advisable to check 
whether the daily papers to be used 
by dealers print on rotary presses. 
Papers with rotary presses want 
cuts unmounted. Those with flat 
bed presses want mounted cuts. 

Proof sheets would be so helpful. 
It is hard for a store owner, or a 
buyer, to visualize an ad by look- 
ing at a mat or cut. And usually 
other persons than an advertising 
man must look at an ad before it 
goes to the newspaper. 














I have seen examples where a 
buyer has approved an ad by look- 
ing at the mat. Then the ad, when 
cast up, looks very different and 
does not meet with the buyer’s 
approval. 

The smaller the store the more 
important it is to provide proof 
sheets so that everyone can tell 
just how the ad will look. 

In this regard, may I suggest 
sending proofs on newsprint stock? 
Proofs on glossy stock look better. 
But what a disappointment when 
the ad is printed on coarse news- 
paper stock. 


Many mats and cuts are the 


wrong size for metropolitan news- 
papers. 


Most small town weeklies 
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Sample paint ad, 4 columns by 124/> in., also features a heading theme. 
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Send layout ideas for ads. 





How Manufacturers Can Improve Sales Helps 


Ask dealers what helps they really need and will use. 
Make all newspaper halftones 65 line screen. 

Send mat proofs on newsprint stock. 

Make all ads for | 15/16 in. column width. 

Make mats and cuts so they can be cut apart. 


Answer requests for helps promptly. 

Provide space for dealer's imprint on stuffers. 

Make stuffers right size for standard envelopes. 

Make point-of-sale material small and use selling copy. 








still have 2 in. column width. Most 
metropolitan papers now have 
1 15/16 in., or 11.6 picas, column 
width. Mats for 2 or 3 column ads 
made up on the 2 in. column width 
just will not fit. 

I think it would be best to make 
up all ads on the 1 15/16 in. column 
width. These slightly smaller ads 
will still fit papers using 2 in. col- 
umn width. 

I want to discuss the making of 
cuts and mats more flexible. Some- 
times a mat or cut is run just as 
one item. Sometimes it will be part 
of a larger advertisement. Many 


times larger stores will want to use 
just part of the mat or cut to fit 
into their overall layout plan. For 
an article on effective advertise- 
ments, see HARDWARE AGE for Feb. 
4, page 106. 

An advertisement, for example, 
may show a bag of the product and 
several small drawings on how the 
product is used. The advertising 
manager may want to lift out the 
bag and one of the drawings, fitting 
these into a layout of his own. 

Some mats are made up in such 
a way that the bag and the draw- 
ings are so close or interlocked 
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How to induce dealers to use envelope stuffers: leave space for dealer's 
imprint as shown on right. Illustration on left, without imprint space, fails 


to interest dealers. 
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with reverse patterns that they 
cannot be satisfactorily cut, or cast 
and cut apart. 

If only a quarter inch or less is 
left between the elements these can 
be separated and used as parts of 
a larger ad. 

Many manufacturers’ advertising 
departments solve this problem in 
the simplest way by sending out 
complete mats and including in- 
dividual mats of the different ele- 
ments. These, along with proof 
sheets, make it so easy to make 
layouts. 

Carrying this layout idea a step 
further, a very few of the progres- 
sive companies even send along lay- 
out ideas for ads. 

Can you visualize the joy in the 
heart of the harried advertising 
manager when he gets not only 
mats he can use, but also original 
layout ideas? 


To further illustrate, glance at 
the sample layouts on these pages. I 
had my artist make these sample 
layouts which might have been sent 
out by the XYZ Seed Co. Note how 
the artist has provided a theme for 
a heading on the garden ad. 

The second sample _ illustrates 
how this same idea can be worked 
out by a paint manufacturer, or in 
fact almost any company. 

Believe me, all such ideas and ad 
helps will be greatly appreciated by 
busy advertising departments. 

Also appreciated by advertising 
managers, and store owners, are 
prompt answers to requests for ad- 
vertising helps. 

We suspect that many times the 
tardy answers are due to the adver- 
tising manager being on vacation, 
or out of town on business. What- 
ever the reason, the dealer has 
deadlines to meet and often works 
close to the deadline because of 
breaks in the weather. It is of 
some importance to get material 
quickly. 

It may sound like I’m making up 
a good story, but many times when 
I have requested materia! I have 
heard nothing at all, not even & 
post card to tell me there is noth- 
ing available. Even if there is no 

(Continued on page 81) 
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Warehouse Operations 





Faster Order Handling 





Order identification saves truck loading and other warehouse 


operating expenses. Mezzanine platforms add 20,000 sq ft of space 


The loading of company delivery trucks is one phase 
of warehouse operation where hardware wholesalers 
can make substantial operating savings. 

This detail can be handled so (1) warehouse oper- 
ating expenses are reduced; (2) truck drivers save 
time, and load and unload trucks more efficiently; (3) 
customers get better service through delivery of all 
packages comprisiny Lheir orders. 

To gain all these benefits, Rice & Miller Co., whole- 
saler in Bangor, Maine, uses a system of identifying 
customers by number and listing the total number of 
the cartons in an order on the shipping department 
form. 

The system saves about 15 minutes per order han- 
dled through the warehouse as compared with the time 


the Rice & Miller warehouse at Bangor, Me. 


it took to stencil the customer’s name on each roll. 
carton or package in a large order. 

An order comes to the office identified by the cus- 
tomer’s name and address. A number identifying the 
customer is added, before an order goes out to the 
warehouse, with a hand-operated rubber stamp which 
has movable numbers and letters about 34 in. high. 

A similar stamp is at the packing counter. As soon 
as an order has been picked and the merchandise 
packed, the customer identifying number is stamped 
on each carton. 

The packing department also writes a figure, indi- 
cating the total number of cartons comprising the 
order, on the form sent along to the shipping depart- 
ment. 
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Rice & Miller delivers about 80 pct of its orders in 
its own trucks. Drivers handle the loading of their 
trucks, and take over after completed orders have 
reached the shipping department dock. 

The customary loading procedure is for helpers to 
stow away cartons in the truck while drivers are on 
the shipping dock supervising the moving of orders 
to their trucks. 

Trucks operate on regularly scheduled routes so 
each customer can be served on a specific day of the 
week. Truck loading follows a reverse pattern of calls 
—the order for the first customer to be called on is 
loaded last, the order for the last customer is loaded 
first. 

The customer identification system enables drivers 
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to check their route sheets against shipping depart- 
ment papers, to make sure that the correct number of 
cartons is put on the truck for each customer and that 
an entire order is not overlooked. Differences are un- 
covered, and corrected, on the shipping dock before 
the truck leaves Bangor, and not when the driver pulls 
up to a customer’s store to unload merchandise. 


Orders Are Duplicated 


Original orders written by the salesmen are put 
through a photostatic copying machine at the office. 
As many duplicate copies as needed are turned out 
quickly and inexpensively, and the possibility of copy- 
ing errors is avoided. 

The photostatic copying procedure has resulted in 
better order writing from the field. Salesmen are 
aware that their errors on the original order will carry 
through on duplicate copies, and that Care is only 
one source of clerical errors. 

The Rice & Miller warehouse is new but the pres- 
sure has been on for additional storage space. James 
White, treasurer of the company, suggested that 
Gordon Woodward, warehouse superintendent, study 
storage arrangements to determine if better use could 
be made of existing space. 

The 60,000 sq ft of floor space of the warehouse, a 
one-level structure, was found to divide into two gen- 
eral sections. First, the areas for open storage where 
merchandise on pallets was piled up to the ceiling. 
Second, the areas where merchandise was not on 
pallets and the height of stock was up as far as a man 
could reach. 

This second area offered possibilities for additional 
storage by utilizing the space above the top of mer- 
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one of the mezzanine storage areas 


chandise piled on the floor on up to the ceiling. And 
this space now is being utilized by mezzanine plat- 
forms, reached by 10-step stairways from the main 
floor level. 

These platform storage areas are used for light, 
bulk merchandise that can be carried in and out of 
storage. They add some additional 20,000 sq ft of 
storage area to the warehouse. 


Sales Room For Sales Meetings Only 


The platform storage areas also have improved the 
physical conditions of staff sales meetings. 

Rice & Miller holds a meeting for its salesmen each 
Saturday morning. A room 18 by 30 ft. was built in 
the new warehouse-office building for that purpose. 

As the need for more storage space became acute, 
merchandise began to overflow into every available 
corner in the building. Eventually the sales staff meet- 
ing room began to look like a corner of the warehouse. 
Sales meetings continued to be held in the room loaded 
with boxes and cartons of merchandise. 

Now that the warehouse has additional storage area 
the sales staff meeting room has been cleared of all 
merchandise. The entire space is available for the 
staff. Meetings are held in comfort and without 
crowding. 

Rice & Miller maintains kitchen and cafeteria equip- 
ment for employees to bring their food, and prepare 
and eat it, at the plant. The equipment includes a 
refrigerator, stove, sink, and kitchen and dining room 
utensils. 

This service for employees fills a need made by mov- 
ing the warehouse from the central business area of 
Bangor out into the suburbs away from lunch room 
facilities. 

The service has created employee good-will in solv- 
ing their noon-time problem of getting a meal and 
having the time to eat it in leisure. It also has solved 
a weather problem that may confront a business any 
winter in the snow belt. 
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extra copies of orders are made on this unit 


Several years ago Bangor had a record snowfall, 
and roads were blocked. Many Rice & Miller employees 
decided to remain in the plant overnigat. The food 
stock was sufficient to carry them through the night 


More About Rice & Miller Warehouse 
After Rice & Miller Co. moved its warehouse to the 
outskirts of Bangor, Maine, the reasons for the move 
and some of the immediate benefits were discussed in 
an article published in HARDWARE AGE, Nov. 13, 1952 
issue, page 106. 





Pulls Traffic to Mid-Block Store 


A large, colorful 
neon sign helps re- 
mind people that 
Fisher-Stinson Hard- 
ware in Panama 
City, Fla., has its 
store in the middle 
of the block. Green, 
white and gold are 
the colors of the 
sign measuring 10 ft 
at its top and 18 ft 
from top to bottom. 
It is the most prom- 
inent sign on either 


side of the block. 
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WYTEFACE’ sells on sight! 
because it’s BLACK and 
every inch 


Clear black markings on white 
with crisp foot markings in red 
at every inch — catch the 
customer s eye and give him the 
immediate urge to buy. 

That's why Wyteface is America’s 
most-wanted steel tape. 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J. 
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FAVORITEt WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel plated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75’ and 100’ 
lengths. t® 


BOSS* WYTEFACE: Rugged, 
“he-man”, aluminum case, 
with non-slip finger grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume sales . . . in 50’ 


and 100’ lengths. 
*TRADE MARK 


ANDY{t WYTEFACE: Tape 
Rule is available in 6’, 8’ 
and 10’ lengths, 
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CAULKING COMPOUND 


Dominate YOUR 
CAULKING MARKET 


@ Architectural quality 
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@ Convenient jobbing 
stocks 








PLUS — Uniformly high quality 
that assures you of freedom from 
complaints! 

See your jobber or write 


for full information 
and prices. 


LANDEN PUTTY WORKS, inc. 
ceded 
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Industrial 


Supply Convention 





‘Sales Facts of Life’ 


(Continued from page 65) 


would be able to give him 
the information needed. 
Mac: replies with a long-winded 
explanation as to what he 
actually got out of his trip 
to the factory and why he 
shouldn’t be expected to fur- 
nish him with such informa- 
tion. 
Mac: quotes Tom a price of $4.65 
per ft on 400 ft of H-110 
chain. 
replies that he can’t give 
him the order because the 
price is too high. At this 
point, Tom mentions having 
been on a wonderful fishing 
trip recently with the “Blank 
Supply” crowd, inferring, 
but without saying it, that 
they were the ones who had 
quoted a better price on the 
chain. 


Tom: 


Mac: leaves and goes back to his 
office where he complains to 
management that he is about 
to lose the order for the 
chain on account of “Blank 
Supply Co.” having quoted 


a 10 per cent cheaper price 
and, furthermore, mentions 
the fact that if they expected 
to get any sort of volume, 
many other prices are going 
to have to be met, giving as 
examples hacksaw blades, 
valves, V-belts, emery 
wheels, etc. 

Joe: tells Mac: “O.K., if everybody 
is doing it, which must be 
the case, as evidenced by the 
call I had the other day 
from Tom regarding lumber 
crayon, we might as well go 
along on it and cut ours 10 
per cent, too. Now, you go 
back and try to get the order 
for chain on that basis.” 

Joe: then calls “Blank Supply Co.” 
and explains why his sales- 
man was being authorized to 
sell at a reduced price and 
asks “Blank Supply” to 
please refrain from similar 
future price cuts. 

George: (“Blank Supply”) checks 
and finds that not only have 
they not quoted a cut price 
but have not even had any 
knowledge of the inquiry, 
and, furthermore, that they 
have been selling chain to 
this same account, for years, 
at regular prices. 


Joe: then puts in a hurried call for 








President . 
*Richard H. Barr 
Reilly Bros. & Raub 


Lancaster, Pa. 


Vice-Presidents 
*Stuart A. Russell (Areas 1 & 2) 
J. Russell & Co., Inc. 
Holyoke, Mass. 
Frank M. Cruger (Areas 3 & 4) 
Indiana Mfrs. Supply Co. 
Indianapolis, Ind, 
C. E. Gollwitzer (Areas 5 & 6) 
Pratt-Gilbert Hardware Co. 
Phoenix, Ariz. 


Advisory Secretary 


George A. Fernley 
Philadelphia, Pa. 


Executive Secretary 
Henry R. Rinehart 
1900 Arch St. 
Philadelphia, Pa, 





Officers of the 
National Industrial Distributors’ Association 


Secretary 


Robert C. Fernley 
Philadelphia, Pa. 


Board of Governors 
Miles I. Stray (Area 1) 
Charles A. Templeton, Inc. 
Waterbury, Conn. 


*Kenneth E. Yorke (Area 2) 
Hansen & Yorke Co., Inc. 
New York, N. Y. 


* John N. Failling, Jr. (Area 3) 
Chas, A, Strelinger Co. 
Detroit, Mich. 


Samuel H. Clark (Area 4) 
Samuel Harris & Co. 
Chicago, Hit. 
* Charles L. Wheeler (Area 5) 

Salt Lake Hardware Co. 
Salt Lake City, Utah 
Wallace Campbell (Area 6) 
Campbell Industrial Supply Co. 
Seattle, Wash. 

*Newly elected. 
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nai BEAUTIFUL COLORS 


e CHINESE RED 

@ GREY 

@ ROYAL BLUE 

Here’s the modern way to paint... the fast-turnover way : a 

to sell paint! Anyone can paint using QUIK*SPRAY and ¢ LIGHT BLUE 
@ ALUMINUM 


@ DARK GREEN 












get a smooth professional finish! A fine, high quality, quick 
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drying enamel in a full range of colors. @ GOLD LEAF 
%& EACH CAN GUARANTEED NOT TO CLOG ; autour onmest 
% EACH CAN CONTAINS 12 FULL OUNCES ; —— 
* EACH CAN COMPLETE... READY TO SPRAY... e APPLIANCE WHITE 
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e FLAT BLACK 








A.weather-proof, water-proof 
rust resistant finish that is alkali 





and acid resistant. For chrome ° P . ° ‘ 

Gd hniiliiens silvtiduus aa A special white enamel finish for making any appliance 
le 

appliances. Protects bumper Pr look like new again. .. restoring that original “show-room 

chrome and metal trim on cars \|\eecrawes 


look”. Just sprays on... that’s all there is to it. For all 


y Yc § I appliances, refrigerators, washing machines, ironers, 


food freezers. 


protects and preserves maps 
and drawings. IDEAL FOR 
PROTECTING RADIO AND TV 
PARTS AND ANTENNAS. Pre 
vents rust and corrosion on 
electrical connections 


$ £¢i Bronze Paint Corporation 
he field i701. WATERLOO ROAD «+ CLEVELAND 19, OHIO 
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Mac at the buyer’s office and, 
when he gets him, tells him 
not to cut the price on the 
chain under any condition. 

Mac: then goes into Tom’s office 
and starts to low rate his 
company to the buyer, criti- 
cizing its policies, etc., and 
stating that he understands 
fully why the buyer can’t 
give him the order. Mac 
leaves. 

Bob: enters. 

Tom: repeats question regarding 
trouble he has been having 
with rivets breaking. 

Bob: answers, and stresses avail- 
ability, service, responsible 
house, etc., recommends No. 
6110 chain at $4.65 per ft, 
flatly refuses to cut the price, 
but ends up with the order. 
Bob leaves cutaway bearing 
sample with Tom. 


ACT III 


Ralph: enters management’s office 
late one morning, no advance 
notice, saying he is ready to 
work with Joe’s men. 

Joe: calls attention of Ralph to fact 
that all his men are out in 
territory and that even if 
Ralph had been expected, he 
wouldn’t have found them in 
so late in the morning. 

Ralph: says, O.K., I didn’t think of 
that angle, »ut I’ll just go 
call on a few accounts by 
myself. 

Ralph: meets Bob in Buyer’s recep- 
tion office. Surprised, he ex- 
plains that Bob is wasting 
his time, calling on this par- 
ticular account, which has 
been buying his line direct 
for years, and won’t buy any 
other way. 

Bob: says he doesn’t agree with 
this and prevails on Ralph 
to go in with him to see 


Tom. 
Tom: is delighted to see both of 
them and after Bob _ ex- 


plains prices, service, fre- 
quent calls, etc., Tom places 
order for machine knives 
and declares he will be happy 


to give Bob all this business 
in future. Both leave, as Mr. 
Halpin enters management’s 
office. 

Halpin: Well, Mr. Pitts, good to see 
you ... How’s the mechani- 
cal rubber goods business? 

Joe: Not so good, Mr. Er, rurr... 

Halpin: Well, we’ve done business 
with you for years, of course, 
but this is my first trip down 
to see you, and I’ve got a 
swell proposition to make 
you, so that you’ll be able to 
do a much better job with 
our line. 

Joe: That’s certainly good news to 
me, Mr. Er, rurr . . . Prices 
have really been shot lately, 
in this neck of the woods, 
especially on conveyor belt- 
ing. 

Halpin: That’s exactly what I want 
to talk to you about, Mr. 
Pitts. Here’s the deal. You 
just sign this contract here, 
agreeing to go along with 
us 100 per cent, and, at the 
end of a year, we’ll rebate 
you 5 per cent on all your 
purchases from us, provid- 
ing, of course, you buy as 
much as $50,000 from us 
during the period. This will 
enable you to meet some 
of this cut-throat competi- 
tion that you’re complaining 
about. 

Joe: Well... that sounds pretty 
good, but where’s the catch? 





Suppose we don’t reach that 
figure? We never have. 

Halpin: Oh, don’t worry about that. 
Along about the third quar- 
ter, if it looks as if you may 
be a little short, all you'll 
have to do is start selling at 
cost, and then at the end of 
the year you'll have met 
your quota, and the 5 per 
cent will be yours. You'll be 
surprised how much business 
you can do that way. 

Joe: Ah, there’s the joker, Mr. Er- 
rurr. It so happens that we 
don’t believe in doing busi- 
ness that way. I can see now, 
though, why we’re running 
into such outrageously low 
prices; somebody must have 
sold some of our competitors 
on just such a proposition, 
and they’ve been foolish 
enough to fall for it... . It 
costs us about 15 per cent to 
do business (and the same 
thing applies to our compet- 
itors) and we can’t long sur- 
vive, working strictly for 
the manufacturer. No use 
kidding ourselves, or you 
either. That’s just how mar- 
kets break down and why 
distributors fold up. No, sir, 
no sale as far as we are con- 
cerned. We’ll just go along 
on a smaller volume, but at 
a fair profit, and in the long 
run we think we'll be much 
hetter off. And, by the way, 
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POPULAR “DO-IT-YOURSELF” ITEMS IN 
SMART SELF-SERVICE DISPLAYS THAT SELL! 


Each customer is a prospect for the DUTCH 
BRAND products shown here. Needed in 


every home. Packaged and displayed to 
move fast. Stock them now! Watch 
profits soar! 


() DUTCH BRAND CAULKING 

AND SEALING COMPOUND 
é light colored, non-staining plastic caulking 
material that will not crack or dry out. Comes 
in #44" cords, easy to press in place by hand. 
Used to caulk holes or cracks...stop leaks and 
keep out dust and cold drafts. Molds to irreg- 
ular shapes and adheres to any dry surface. 


Q) DUTCH BRAND TILE AND 

TUB SEALER 
An easy-to-apply seal for use around sinks, 
tubs, base of toilets, etc. Adheres to all com- 
mon building materials, Dries hard. Permanent 
white in color. In 5 oz. tubes, packed 12 tubes 
'o the display carton. 


(3) DUTCH BRAND VINYL 
COLOR TAPES 

DUTCH BRAND'S newest. Versatile vinyl 
plastic film made into color tapes that are 
ideal for every mending, decorating, pack- 
aging, trimming job. And for electrical work 
as well. UL listed. In sparkling self-service 
display. Thoroughly market tested... They 
sell! In 8 colors, 3 widths. 






VAN CLEEF BROS. 
T8200 WOOODLAWN AVENUE 
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Johns-Manville 


DUTCH BRAND 
P R O D U 7. = 


@) DUTCH BRAND HOUSEHOLD 
MASKING TAPE 
Handy when painting around the home for 
masking stripes, designs or areas not to be 
painted. Also for sealing, holding, reinforcing, 
repairing. Rolls available in two sizes, %4” x 
25 feet... %” x 90 feet. Display helps to 
sell... a steady repeat business item. 
(GS) DUTCH BRAND PLASTIC 
ELECTRICAL TAPE 
DUTCH BRAND Plastic Electrical Tape is 
one of the handiest for home use. UL listed, 
it has a dielectric strength of 1,000 volts per 
mil of thickness. Conforms to irregular shaped 
items and can be used as an all-purpose 
tape in the home. Rolls are “2” x 150” long. 
Attractive display is a self-seller. 
©) DUTCH BRAND PLASTIC 
“TOOL KIT” ROLLS 
This is a handy size roll for home workshop or 
repair trade. It has met trade favor wherever 
displayed. DUTCH BRAND Plastic Tape has 
many uses around the home... is widely used 
by professions. Rolls are %4” x 20 feet long. 
Available in attractive display that suggests 
many uses. 


DUTCH BRAND FRICTION TAPE 

Quality extra service” friction tape that does 
not ravel, has extra strength, long life, and is 
easy to use. One layer resists up to 2000 
volts. In attractive display with individual 
boxes of various sizes and in shop package. 
Meets home requirements or needs of con- 
tractors or electricians. 
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and Star's ‘HEX- PAK" 


puts your STAR BLADES 
where your customers 
SEE them! 


Put this new Star “Flex-Pak” display 
on your counter, and you'll step up 
your hack saw blade sales—profitably, 
too. 

Why profitably? 

Because the “Flex-Pak” is specially 
designed to help you sell Star Moly- 
flex® Blades— you make four times 
the dollar profits per sale, and your 
customers get more than four times 
the cutting efficiency. 

Your “Flex-Pak” will work for you 
other ways, too. It gives you a bal- 
anced stock of 80 Star Unbreakable 
Special Flexible (green) and 20 
Molyflex (copper colored) blades — 
reduces your inventory. For an invest- 
ment of only $13.64 you get an assort- 
ment of 8 kinds of Star Blades in 10” 
and 12”, 18 and 24 tooth. 

Ask your wholesaler for the Star 
“Flex-Pak”—the more your customers 
see, the more they’ll buy. 





@ 3086 
Sold Only Through Recognized Distributors 


EMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hack Saw 
Blades, Frames, Metal Cutting Band 
Saws and Clemson Hand and Power 
Lawn Machines, 





78 








Industrial 


Supply Convention 





Mr. Er-rurr, would you mind 
telling me your name before 
you go? 


ACT IV 

Bob: calls on the buyer, following 
up on shafting quotation. 

Tom: mentions the fact that he 
would like to give it to him, 
except for the fact that com- 
petitor, the “Jones Co.,” has 
quoted him a 10 per cent bet- 
ter price. 

Bob: explains why such a price 
can’t be met, but ends up by 
selling him fire hose and ex- 
tinguishers and bearings at 
regular prices, giving out 
factory literature, pamphlets 
and hack saw blade sample, 
then leaves. 

Mac: enters at this point and asks 
the buyer about the pam- 
phlets, etc., on his desk. 

Tom: asks Mac whether or not he 
has any new items to tell 
him about. 

Mac: answers in negative and ex- 
plains consumer sales con- 
test to Tom. 

Tom: says he hates to impose on 
Mac on account of his keen 
interest in his personal sales 
contest but would still like 
to know his price on shaft- 
ing, as per previous quota- 
tion request and mentions 
the fact that “Smith Co.” 
representative has been in a 
few days before with a 10 
per cent off price but that he 
would much prefer giving 
Mac the order if he would do 
as good or possibly a little 
better on price. 

Mac: tells him that not only will he 
meet this 10 per cent cut, 
but that he will give him an 
extra 5 per cent beyond, pre- 
pay the freight and allow 
2 per cent cash discount, 
whereupon Mac gets the 
order. 


Mac: at this point mentions to 


Tom the fact that he has a 
past-due notice on his ac- 
count but tells him that he 
shouldn’t pay any attention 


to it because the house really 
doesn’t need the money, or a 
credit department either, for 
that matter, and that he will 
just put “Rush—Rush” on 
the order, which will result 
in the order being rushed to 
him, without the credit de- 
partment having a chance to 
hold it up. Mac further re- 
marks that he can’t see any 
reason for management ex- 
pecting a salesman to have 
anything to do with trying 
to get a customer to pay a 
past-due bill; that should be 
the job of the credit depart- 
ment alone. 


Mac: brirgs into his house the 
order for the shafting and 
explains to management why 
he has had to cut the price 
and cites other examples of 
conditions that he knows for 
a fact to be existing in the 
territory, as evidenced by 
actual invoices that he has 
“seen.” 

Joe: calls Walter Simpson of “Smith 
Co.” on the phone to find out 
why such a cut price has 
been offered. 

Walter: tells him that he definitely 
recalls his salesman’s report 
on that particular call, which 
resulted in no sale of shaft- 
ing, however, on account of 
Bob not having been able or 
willing to meet a 10 per cent 
cut price, claimed to have 
been quoted by Joe’s com- 
pany; however, other sub- 
stantial and profitable sales 
were made by his salesman 
that day. 

Joe: You see there, Mac; here’s a 
typical example of how easy 
it is for a salesman to fall 
for one of the oldest tricks 
in the game, that of a pur- 
chasing agent “pulling your 
leg,” so to speak, in his at- 
tempt to obtain a_ better 
price. [n this case, you didn’t 
actually see an invoice, or 4 
quotation, cutting the price, 
yet you grabbed hook, line 
and sinker in your eagerness 
to get an order, even if there 
wasn’t any profit in it for 
either you or your house. 
That’s how these vicious 
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price-cutting circles get 
started, and you can see, 
now, how important it is for 
us to get to know our com- 
petitors personally, so that 
we can straighten out such 
matters before they go too 
far—just as I did with Wal- 
ter, a few minutes ago. 
And, Mac, don’t forget 
this. We aren’t the least in- 
terested in whatever glory 
there is attached to doing 
merely a big volume; what 
we’re concerned about is the 
profit. And don’t ever be 
ashamed to quote, and stand 
up for, a price that provides 
a legitimate profit on a qual- 
ity item. You’ll find, in the 
long run, that all segments 
concerned will respect you 
more for it, and the first 
thing you know you'll be in 
a class with Bob, when it 
comes to being a salesman. 





How to Make Your 
Catalog Dollars Go Further 


(Continued from page 63) 


serves to keep prices down. 

4. Is usable to those distributors 
who wish to do their own printing 
as well as their own compiling. 

5. Is very flexible in that inap- 
plicable parts of copy can be cut 
out easily with a pair of scissors. 

Some of you know a great deal 
about photo-offset but for any of 
you who may not, I might very 
briefly list what you do to compile 
a catalog for production by the 
photo-offset method. Here are the 
steps: 

1. Get copy from manufacturer. 

2. Cut out what you want with 
scissors. 

3. Paste on layout pages. 

. Number pages. 

. Make index. 

. Send to printer for produc- 
tion or produce yourself. 

7. Send to bindery or bind your- 
self. 

A majority of those who have 
tried doing their own compiling 
feel that the catalogs which they 
have produced have been a much 
more effective selling tool than the 
professionally compiled but neces- 
sarily standardized catalog. 

With the flexibility of cut and 
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Figures Jumped 
11% in April! 







Fuller's Sales 
9% in March— 
LS 
FULLER IS THE BRAND NAME THAT SELLS 
~~ ee e FULLER GIVES. LES AND BUILD 
; T STIM 
WW noe Aig _. THE HIGH-QUALITY AND 
- ) LOW-COST THAT MEANS STEAD And 
BUSINESS. THAT'S WHY FULL 


~y UCTS ARE GOOD BUSINESS — FOR You! 


aa agit 
on Sea Sac ae ee OLY, 


“SCREW HOLDER” Screw Driver 
Fuller's new “Half-Price” Money-Maker! 


®@ spring clip holds and sets screws tightly 
©@ hi carbon cadmium steel blades 
@ unbreakable amber handles; blister-proof domes 


#+410—6 drivers, in 4 popular sizes, on 

a traffic-stopping display card! 

Retail list Total 
-30 -30 














: H#411—32"" x Ve" 


412—4"* x 3/16"" 45 -90 
2 #413—6" x 3/16" -50 ° 
1 #414—8" x 3/16" -55 


Total Retail List per Assortment $2.75 
DEALER'S COST... .$1.83 





FULLER'S NEW SLIP-JOINT PLIERS 

A high-quality, clean-finish 6"' plier priced to retail at 3é6c! 

#601—Dealer's Cost $2.98 per dozen. 

py thos joint saben a to 11%" diameter bite! Will cut wire! 

. ie ame for “hard-to-get-at™ fobs! Sure-gripping teeth! 

© Fully plated forged tempered steel! Ground edges! 
Easy-grip checkered handles! 





+ For F SERVICE on these new Fuller items, send 
DEALERS: pany cae with name of ar Jobber. ws 
We'll RUSH shipment prepaid! 





te today for wide-margin cata- 
sheets and salesmen's samples. 





JOBBERS: Wri 
log 


3522 WEBSTER AVENUE NEW YORK 67 


World's Largest Producers of Unbreakable Amber Handle Tools 
Export Sales Dept.: John H. Graham Co.. 105 Duane St.. N.Y. 











This Display Sells Them 


@ Occupying but little space, this self- 
serving display stand attracts customers, 
makes buying quick and easy, and saves 


time of sales people. 


This 48 piece assortment offers a com- 
plete selection of punches and chisels 
for every need— with good mark-up. 
Proved sellers, these punches and chisels 


are backed by 58 years’ experience. 


Vichek Value Keeps Them Sold 





STANDARD 


PUNCH and CHISEL SETS 


Square Carbon Steel 

Red Metal Wrapper 
This set enables you to sell not 1 but 
5 pieces at a time. Set contains 2” and 
58” edge chisel, %” and 4" solid punch 
and 4” center punch, 


How's your stock? 
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paste and the vari-typer, distribu- 
tors are putting out catalogs with 
net prices. Some are showing only 
the individual items that they reg- 
ularly stock, thereby reducing back 
orders. 

There are also other ways of giv- 
ing individuality to self-compiled 
catalogs—-even when they are made 
from the same beginning source 
of photographable material. The 
catalog that is different will get 
attention—and keep getting it if it 
offers a plus value. 

For the benefit of manufacturers 
| want to point out a few of the 
many ways in which the manufac- 
turer stands to benefit 
Association Catalog Plan. 

1. Saves Electrotype cost. 

2. Standardization will save cor- 
respondence. 

3. Saves checking copy. 


from our 


‘Winning Friends 
(Continued from page 57) 


munist intervention as the object 
of “their unshakeable determina- 
tion to resist.” 

In countries, some of which are 
suspected of “coddling” or of being 
soft towards Communism, it must 


be considered a gain to witness a 





clear affirmation that the menace of 
Communist intervention is a reality 
which must be resisted with de- 
termination. 

The communiqué clearly dis- 
proves two extreme views that are 
held by many about South Asia, 
namely, the view that the peoples 
of the region may safely be allowed 
to play with Communist fire like 
children because in the end they 
will find they have nowhere to go 
except run for succor to the West, 
or the view that the region is al- 
ready lost psychologically, if not 
militarily, to Communism, and 
therefore should be written off by 
the free world as a total loss. 

The makers of American policy 
towards Asia will note, I hope, with 
immense relief and satisfaction, 
that such cavalier conclusions about 
the region are dangerous over-sim- 


1, Can get a better showing of 
manufacturer’s line jn distributor's 
catalog. 

5. Distributors say that they 
will print catalogs more frequently 
if cost is less. 

I have had a surprising number 
of letters from manufacturers ex- 
pressing appreciation of our activ- 
ity. Many have said that our plan 
them Some manu- 
facturers have adopted our plan in 


saves money. 
producing their own catalogs with 
reports of large savings in cost 
and a great saving in time mean- 
ing much speedier delivery. Just 
within the 
30 additional 


volunteered their cooperation 


past week, more than 


mianufacturers have 


Our 200 promises of cooperation 
are just a start. We are a long 
way from getting back ideal mate- 
rial from every supplier, but I am 
sure that it is much easier to get 
good material today than it was 
six months ago, and every 
brings progress. 


week 


for America in Asia’ 


plifications which must be dis- 
trusted. 

In fact, they should be rejected 
on the strength of the evidence pre- 
sented by this communiqué of an 
abiding “faith in democracy and 
democratic institutions” and a reso- 
lute determination “to preserve in 
their respective countries the free- 
doms inherent in democracy.” 

In the spring of 1950, a confer- 
ence of representatives of Aus- 
tralia, Ceylon, India, Indonesia, 
Pakistan, the Philippines and Thai- 
land met in Baguio, our mountain 
capital, on the invitation of the 
Philippine Government. 

After considering various mea- 
sures to ensure more positive co- 
operation among the seven states 
represented, the conference adopted 
this historic principle: “that in the 
consideration of the special prob- 
lems of South and Southeast Asia 
the point of view of the peoples of 
this area be prominently kept in 
mind, by any conference dealing 
with such problems, so that better 
understanding and cordial rela- 
may 


(Continued on page 82) 


tions subsist between the 
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Get Out into the Field 


(Continued from page 68) 




















Iilustration can be cut apart in this 
sample ad on wax. 


advertising help I like to know it. | 


I like to think that some manu- 
facturers are not being very prac- 
tical when they do not provide space 
for a dealer’s imprint on stuffers. 
When most dealers send stuffers 
with statements they want to put 
their name on the bottom. Cus- 
tomers get lots of statements and 
dealers want to be identified with 
the product on the stuffer. 

I should not have to mention it, 
but sometimes stuffers offered to us 
will not fit a standard statement 
envelope. In quantities, it is too 
expensive to have girls refold 
stuffers. They must be the right 
size. 

Now for a few sentences on point- 
of-sale material for this is a subject 
in itself. 

Don’t make the piece too big to 
use. Please don’t use all the space 
to say “as advertised in such-and- 
such a consumer magazine.” Use 
most of the space to make the piece 
a selling piece. Use copy that will 
help our customers make up their 
minds to buy, copy that our sales 
people can read and that will help 
them do a better selling job. 
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SPECIAL BIG PROFIT DEAL 
FOR HARDWARE DEALERS! 


FREE 


- + in this 
one - package deal ! 


Traffic - stopping 
display with pocket 
GOP 00% 

Hand-out colorful 
folders that sell 
Supreme Chucks 
and... 

A free chrome- 
plated Supreme 
Brand Chuck that 
attaches to display 
The customers can 
actually see the 
extra quality. 


RO 


qo 


Here's a chance to sell a superior 
Supreme Brand Chuck to every power drill 
owner. Everything you need to set up 
profitable chuck sales is contained in 
one simple deal. Chucks of varying 
sizes and capacities, handout 
literature, and a colorful but small 
display that's a sure stopper. 
Professional mechanics 

and the ‘‘do-it- yourself” 
drill owner will all want 

to modernize their tools with 
Supreme Brand Chucks. 


SUPREME PRODUCTS, INC. 


2222 S. CALUMET AVE., CHICAGO, ILLINOIS 


® the chuck that lives up to its name . . . SUPREME 



























MODERN BLACK 


“—_- 











oe ye Ore a 
> Guaranteed by” ® 
Good Housekeeping 
<< 
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King Size Pe 
Romevalle Tray 


Cal-Dak’s stunning answer to the modern 
informal dining trend... fills the need for 
extra table space in the small home... ideal for 

serving TV snacks, for buffets and barbecues. 


Large 203” x 16” 
removable trays. 
Exclusive with Cal-Dak! 
In TealGreenand Mocha. 


Cal-Dak Hostess Cart 
Item No. 854. Individually 
packed. Shipping wt. 12 Ibs. 





















4. Genuine 54” welded 
tubular steel frame with 
black enamel finish. 









4. Hinged supports and 
tubular cross braces for 
rigid strength. 


sy. Full-swivel 3-inch 
Lucite casters. 
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countries in the region and other 
countries of the world.” 

The Baguio Conference, which I 
had the privilege of organizing and 
the honor to preside, passed virtu- 
ally unnoticed in the American 
press. Official Washington under- 
estimated its importance. 

Both gave it the same “silent 
treatment” which they had given to 
the proposal which the Philippine 
Government had made one year be- 
fore, in 1949, that the United 
States assume leadership in the or- 
ganization of an alliance which 
would guarantee the security of 
Southeast Asia in the same way 
that NATO had guaranteed the se- 
curity of Western Europe. 


Good Wiil For America 


I believe it shows that in South 
and Southeast Asia there continues 
to be a strong preference for the 
principles and institutions of free- 
dom and democracy as well as an 
enormous reservoir of good will 
towards the United States. 

It shows that there is no reason 
for cynicism or despair in tackling 
the problem of what to do about 
the “uncommitted peoples” of Asia. 

This faith in democracy and this 
reservoir of good will cannot be 
maintained by a mere show of mili- 
tary power. It has become clear 
that military power as such does 
not necessarily impress Asians and 
that, indeed, it would impress them 
in a negative way. 

What appears more likely to im- 
press the Asian peoples is a readi- 
ness to keep in mind “the point of 
view of the peoples of this area.” 
This means, basically, the desire to 
maintain their independence, to as- 
sist others in achieving  inde- 
pendence, and to preserve peace in 
the region and throughout the 
world. 

When this is borne in mind, the 
current crisis in Indo-China falls 
into place in proper perspective. 
For the Indo-China problem pre- 
sents not only a test of American 
military policy, but a far more 
serious test, as far as the Asian 
peoples are concerned, of the 
American faith in freedom and 
democracy. 
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Only the Wheeling Mix-Pail gives you this exclusive sales feature sell the complete line of 

— quart morks stamped right in the pail. Makes mixing easier and Wheeling Ware, Conductor Pipe, 
surer than ever. Hand-dipped in Dura-Zinc-Alloy for extra long life. Eaves Trough, Gutters, 

Your customers will be asking for the Wheeling Mix-Pail, make sure Roofing and Cut Nails. 

you stock it and display it. It's Wheeling Ware! 
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CALF irr 


Dealers suggested an 8 qt. size would 
increase their sales volume and orders 
prove the idea was right. CALFeeder 
Nipple Pails are made in two sizes (8 
qt. and 12 qt.) to fit all requirements. 


peduertised in Ls 
FARM MAGAZINES 


CALFeeder Nipple Pails are widely ad- 
vertised to help you sell—and farmers 
know that this name means the best in 
nipple pails. Ask your hardware jobber 
or write us for complete information. 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesota 
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THE LOCKOW 


TRACTOR FUNNEL? 
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LOCKS TIGHT 
TO FUEL TANK 


IT FITS ALL TRACTORS 


An easy twist locks this funnel tight. It 
can’t tip or wobble. SAFER, prevents 
spilling, saves fuel. The nationally ad- 
vertised LOCK-ON Tractor Funnel 
sells on sight. It is a good profit item 
for every dealer who has farm trade. 
Ask your hardware jobber or write us 
for complete information. 


GENERAL METALWARE COMPANY 
Minneapolis 13, Minnesot 
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What Happens 
To An Order? 


(Continued from page 64) 


for out-of-town delivery are on 
forms having four parts. (The 
difference being elimination of de- 
livery slips used only for ship- 
ment made by our own trucks.) 

All of these billing machines 
are equipped with changeable car- 
riages so that they can be used 
for typing invoices as well as or- 
ders, depending upon the load— 
work flow is controlled by the 
supervisor who also collects data 
on dollar billings, ete. Before 
leaving this department, all or- 
ders are examined by the super- 
visory staff. 


Orders Time-Stamped 


The order, now typed on our 
own form, is time stamped and 
sent to the perpetual inventory 
stock control, where every item is 
checked and shipment is pre-de- 
ducted from balance shown on 
hand. Thus, every order that 
reaches the warehouse’ shows 
whether the merchandise is in 
stock or not, and if the order 
picker fails to find the items he 
must prove the shortage through 
the Superintendent’s Office. If 
partial quantity only is shown on 
hand, a check slip is attached te 
the order for the order picker to 
confirm quantity actually shipped 
—this is a constant check on our 
stock records. ' 

All questions as to items, de- 
scriptions, number, quantities, 
etc., are taken up with the order 
editor by the Kardex operators. 

At this point, the last copy of 
the order is removed and goes to 
the file room where it serves as a 
register copy. The processed or- 
der is now ready to be sent to the 
warehouse for filling — this is 
done in a continuous manner by 
means of pneumatic tubes, one 
station of which is located at the 
end of the perpetual inventory 
cabinets. 

All orders go directly to the 
shipping office, where they are 
sorted by general stock location, 
and given to the order pickers for 


filling. We have found the use of 
pneumatic tubes to be most satis- 
factory, not only for the transmis- 
sion of orders, but also for cash 
and any sort of correspondence, 
etc., that fits into the tubes them- 
selves. You will be interested to 
know that distance does not seem 
to be a serious difficulty in the use 
of pneumatic tubes, since we have 


one line which runs a full city 
block. 
In filling orders from ware- 


house stock, specialized and me- 
chanical equipment is 
much as possible. We use self- 
stacking light weight unbreakable 
tote boxes for collecting small or- 
ders, and stock carts for trans- 
porting them as well as bulkier 
items. Both tote boxes and stock 
carts are standard manufactured 
items which are well adapted to 
a distributor’s operations. 

For movement between floors— 
our warehouse consists of two 
floors and a basement—all smaller 
items are moved by means of 
gravity conveyor or power slat 
conveyor. Light material is well 
adapted to the gravity system, 
and the heavier items, up to 250 
lbs., are satisfactorily handled by 
the power conveyor, which is re- 
versible and moves goods up as 
well as down. 


used as 


Power Equipment Used 


For handling heavier items and 
stacking pallets, racks, etc., right 
up to the ceiling, a power lift 
truck is used. We have found that 
this gasoline powered Hyster, 
which is equipped with a power 
grab to lift drums, etc., is ideally 
suited to our operation, and has 
advantages over the electrically 
powered type. 

The use of self-stacking racks 
not only enables us to utilize 
warehouse height, but also speeds 
the handling of heavy bulk items 
materially. In local shipments u- 
goods which are stocked in racks 
or on pallets, these pieces of 
warehouse equipment are _ put 
right on our delivery truck and 
unloaded at the customer’s plant 
to save additional handling at our 
shipping dock. 

Completed orders are assembled 
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Fig. 3658 
Deep Well Jet 

‘2 H.P. packaged system 
for deep wells up to 130 


. Outstanding Goulds 
es at a surprisingly 


Pict ofits 
with the GOULDS “Big Four” 


You'll really be “in clovér”’ this Spring — when you 
promote the Goulds Big Four—and the complete Goulds 
line! During May Pump Month... or any month... 
you'll find plenty of interest in these value-packed 
Goulds Water Systems. Theyre designed to exactly fit 
any running water requirement — designed to help you 
sell more by giving you more to sell! 


GOT YOUR GOULDS SALES-PLANNER? 


It's a big 16-page booklet with full details on the FIVE 
BASIC STEPS in successful pump selling — shows you 
how Goulds can help you at each step in your sales 
program. For your free copy, ask your Goulds Distribu- 
tor, or write us today... 


Goulds Pumps, Inc. * Dept. HA-16 © Seneca Falls, N. Y. 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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in the shipping area, where each 
moves in a straight line through 
to the shipping dock. This entire 
area is directly adjacent to the 
offices of the warehouse superin- 
tendent and shipping manager, 
both of whom can watch opera- 
tions through their office windows. 

Specifications on the original 
order are checked against the 
items selected by the order pick- 
ers by experienced checkers. Here 
packing slips and delivery tickets 
are carefully conformed to the 
items and quantities actually 
shipped as noted on the original 
charge sheet. 


Checked and packed goods are 
routed to the proper delivery 
truck—boxes on easy rolling 
wheels are used for the collection 
of small items—large unit items 
are collected on the floor as are 
pallets and racks of bulkier goods. 
The signed copy of the delivery 
ticket is returned by the truck 
driver to the shipping office where 
it is matched up with the hold 
copy and then filed. 

Meanwhile, the original charge 
has come back to the office by 
pneumatic tube where it is 
matched against the register copy 
held in the file department, 
checked off, and sent to the pric- 
ing department. 

Here experienced price clerks 
price all charges, using loose-leaf 
copies of our general supply cata- 
log, mimeographed price sheets 
and manufacturer’s printed insert 
sheets. Each clerk’s prices are 
rechecked by another price clerk 
to catch any possible errors. 


The charge then goes to the 
billing department where it is fig- 
ured, extended, and billed on con- 
tinuous forms with IBM Electro- 
matic machines. Two copies of 
the invoice are detached in the 
billing department, one of which 
is a statistical copy for further 
processing, and the other is the 
salesman’s copy. The original 
charges themselves are held by 
the billing department and added 
up each day to show the total 
amount billed. Each day’s billed 
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HORACE ARMSTRONG 





RALPH D. MOUNT 


charges are held intact as a check 
against posting, etc. 

The statistical copy of the in- 
voice goes immediately to the ac- 
counting department. Here it is 
posted to the customer’s account, 
and the entire day’s postings are 
added up for a posting total which 
must agree with the dollar total 
of charges billed by the billing 
department for the same date. 


Bills Aré Microfilmed 


Each complete day’s original 
charges go from the billing de- 
partment to the file room as a 
unit, where they are microfilmed 
and still kept intact by billing 
date. The microfilm itself is sent 
by airmail to Remington Rand in 
New York where it is developed 
immediately and returned to us 
with a certified total showing the 
amount of billing represented by 
the charges on the film. This 
amount is checked against the to- 
tal which we show for the charges 
billed on that same date, and it is 
not until a balance is struck be- 
tween these two totals that the 
charges are broken up and filed 


GEORGE 8S. CASE, JR. 





FRANK A. O’LAUGHLIN 





JAMES Y. SCOTT 


alphabetically by customer. Orig- 
inal charges are kept for a cur- 
rent six months and past year an@ 
a half, at the end of which time 
they are destroyed. 

All of our records older than 
two years are maintained only on 
microfilm. A cabinet holds com- 
plete records on microfilm of all 
our transactions for six years, 
with room to spare. We can read 
these records with a viewer. This 
is a simple process, and if a copy 
is needed we type one up for our 
own use or have a_ photostatic 
copy made from the original film 
if such is required. Actually, we 
have had less than a half dozen 
calls for photostatic copies of old 
charges during the seven years 
we have used this system. 


Data on Punch Cards 


In the meantime the statistical 
copy of the invoice has reached 
the tabulating department. Here 
we use punched card equipment 
to collect all sales analysis data. 
(and incidentally to maintain our 
accounts payable as well.) 

The first operation consists of 
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Ture th to 08 
VOLUME MARKET 


with the 
Lamp Idea of the Year! 


*eoe e2ees$t$se@eeseeseee8ee8 e@hc8hlUmtlUO 


Add a lamp to your 


TABLE RADIO 





A With the trend to smaller homes and a radio 


in every room, Monowatt’s new, space- 

Recia ine saving Radio Lamp is sure to appeal to your 

t i customers. All you do is clip the bracket 

to the top edge of any table model radio 

...and you havea new lamp! What's more, 

homemakers will find that the Radio Lamp’s 

easily adjusted snap-on clip can be attached to 

planter boxes, decorated trays, wall shelves, PLUS 

all sorts of homecrafted bases . , . giving them 

dozens of easy ways to improve home lighting, 
economically. 

Yes, and a wonderfully easy and profitable 
way to boost your electric department business, 
Because every time you sell a Radio Lamp, you 
can sell a lamp shade! Promote the Monowatt 
Radio Lamp. It’s priced for real profit. Build a 
feature display and watch how fast it sells, Check 
your stocks, Then ORDER TODAY! 


RON OWATI 


WIRING DEVICE DEPT., GENERAL ELECTRIC COMPANY, PROVIDENCE 7, R. Je 
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NOW, a 3-way 
tape sales 
volume builder 


GOLD SEAL 









RUBBER 
Splicing Compound 


PLASTIC 


Gold Seal quality in a plastic 
electrical tape. “Flows” on—stretches 
and contracts to cover any surface 
snugly. High dielectric—neat, 
thin wrapping gives all needed 
insulation on most jobs. Sticks fast 
—gives lasting protection under 
toughest conditions—sunlight, water, 
oil, solvents. Single 60-ft. rolls in 
round metal cans and Handy Pack 
of ten 20 ft. rolls in metal and fiber 
cartons. Sample free on request. 
Jenkins Bros., Rubber Div., 
100 Park Ave., New York 17. 


Stock up and tune up 
tape sales and profits. 


JENKINS 






FRICTION * RUBBER * PLASTIC 


Single rolls and 10-roll containers. 
Also Diamond Seal Friction 

and Rubber Tape made to 

ASTM Specifications. 
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punching a card to set up com- 
plete information for each sale, 
including customer’s name, ac- 
count number, salesman’s terri- 
tory, date shipped, date billed, to- 
tal amount of invoice, and indi- 
vidual amounts for each major 
product line. After this punching 
operation, the statistical copy of 
the invoice is filed here for three 
months and then destroyed. 

The second phase of tabulation 
is the collection and interpreta- 
tion of this data at the end of each 
month. An automatic sorter sorts 
out the punched cards in any pre- 
determined manner. We nor- 
mally sort by customer account, 
by territory, by major product 
line, ete. 

These sorted cards are then fed 
into the automatic alphabetical 
printing calculator, which pro- 
duces a complete’ record in 
printed, readable form. By using 
punched card accounting methods 
we have complete sales analysis 
data ready immediately after the 
end of each month. 

The accumulated data sheets 
then go to the sales manager’s of- 
fice, and the information con- 
tained on them is posted to a cus- 
tomer’s sales record which is 
maintained on Kardex equipment, 
arranged alphabetically for each 
sales territory. 


Salesmen Get Summaries 


This record is a master source 
for all information on each of our 
customers. Here is recorded cus- 
tomer’s name, location, nature of 
business, size of plant, personnel, 
and complete sales data by 
monthly and yearly totals as well 
as by major product lines. 

After posting to this perma- 
nent customer’s sales record, the 
original tabulation sheets are 
given each salesman so he has a 
complete summary of all sales 
made in his territory. Each sales- 
man also gets a monthly report of 
his sales by major lines and terri- 
tory totals. 

Perhaps you are wondering if 
we have no shortages or special 


orders; we certainly do. All short- 
ages are drawn off the original 
charge on its way from the ship- 
ping office to the pricing clerks, 
and separate back orders are writ- 
ten up for each related group of 
items. 

Each item thus back ordered is 
assigned to a stock purchase or- 
der by our purchasing depart- 
ment, and notation of the quan- 
tity so reserved for the back or- 
der is made right on the stock rec- 
ord purchase card to guard 
against overassignment of goods 
on order. 


Handling Special Orders 

Special orders are picked out 
by the order editor in his exam- 
ination of incoming orders, typed 
on separate forms, and sent to the 
purchasing department for order- 
ing. Most special orders are as- 
signed individual purchase order 
numbers, although some. are 
grouped together to conform to 
manufacturer’s sales policies. 

To expedite office routine, par- 
ticularly on follow-ups, we main- 
tain a central file for all back or- 
ders and special orders. This is a 
group of open wooden tubs built 
at proper working height and 1-- 
cated between the sales and pur- 
chasing departments. 

Here a folder is established for 
each back order or special order, 
showing customer’s name and or- 
der number on the tab. In this 
folder goes the original order, 
copies of all special orders placed 
against it, and all correspondence, 
follow-ups, telegrams, and phone 
calls referring to the order. 

This folder is maintained com- 
plete until the last item is shipped 
and billed to the customer. Any- 
one removing papers for office use 
in the meantime signs a_ with- 
drawal card and puts it into the 
folder, which remains in the file 
so we know where to find the or- 
der. By grouping all data in one 
place, and maintaining a custo- 
mer record of every open order, 
this central file eliminates much 
frantic searching for a customer's 
order which previously always 
seemed to be mislaid at the wrong 
time. 
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CONCENTRATE 
WITH 
ONE SOURCE 


for thousands 
of items 
your customers 
want and need... 
and 


BOOST PROFITS 5% 


Yes, by ordering from 
one supplier, your near- 
est ATLAS wholesaler, 
you have one order, one 
invoice, less paper work, 
easier stock inventory. 
And you have depend- 
able ATLAS quality, 
known the world over! 
Ask your wholesaler to 
show you the complete 
ATLAS line — and ex- 
plain how dealing with 
one source for tacks, 
nails, staples and allied 
items can increase your 
profits on these fast 
moving items by 5% or 
more. 


SINCE 1810 


ATLAS 


TACK CORPORATION 
FAIRHAVEN, MASS. 
HENDERSON, KY. 


Makers of the largest varie 
of tacks and nails in the world. 
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Supply Groups Tackle 


Distribution Problems 
(Continued from page 55) 


ley Electric Tools, was elected tu 
fill the new post. 

Mr. Kelley reported that Daniel 
W. Northrup, The Henry G. 
Thompson & Son Co., has been ap- 
pointed to represent the manufac- 
turers’ group in meeting with Har- 
old Torell, of the National dis- 
tributors’ group. 


193 Southern Members 

Ben S. Barker, Pye-Barker Sup- 
ply Co., Atlanta, Ga., in his report 
as retiring president of the South- 
ern Industrial Distributors’ Asso- 
ciation, told of the all-time record 
membership of 193 distributor 
firms. 

He said, “I want to particularly 
point out to you what | personally 
feel are the seven most critical 
problems facing us as distributors 
at the moment: 

1. Increasing costs, declining 
sales and static margins are put- 
ting a sharp squeeze on profits. 

2. Price-cutting is increasing. 

3. Working capital remains 
short. 

4. Transportation charges are 
steadily increasing the cost of do- 
ing business. 

5. The return of a competitive 
market is bringing a heightened 
awareness of the need for sales 
training. 

6. The small order problem is 
surely a destroyer of profit. 

7. Collections. 

“These problems are at this very 
moment in the hands of your vari- 
ous committees and we are making 
marked progress.” 

Mr. Barker quoted a Joint In- 
dustry Committee bulletin of Nov. 
2, 1953, calling attention to a “res- 
olution favoring net pricing and 
decimal packaging which was 
adopted by the National Whole- 
sale Hardware Association on (ct. 
14, 1953. . . It is certainly gratify- 
ing to have them get aboard.” 

The newest in business forms, 
methods, machinery and_ tech- 
niques, as applied to the distribu- 
tion of industrial supplies, was 


presented at a joint session of 
the distributors, by representa- 
tives of three manufacturers. 

These three slide lectures, in a 
symposium, titled, “When ‘Write’ 
is Wrong,” represented a year’s 
work of surveying of 15 distribu- 
tor companies throughout the 
country, in which study was made 
of every clerical step followed in 
the processing of orders and sub- 
sequent bookkeeping, 
trolling, ete. 

This story was undertaken by 
the three business equipment firms 
under the auspices of the Joint 
Research and Planning Committee 
of the distributor groups, headed 
by R. H. Barr, Reilly Bros. & Raub. 

Executives of 313 member com- 
panies received industrial supply 
distributors in conference booths, 
which occupied two entire floors of 
the vast Madison Square Garden, 
all day, Tuesday, May 18. 


stock con- 


They Made Addresses... 





Paul J. Stine, (above) delivered 
a talk on processing of orders 
which will appear in the next issue 
of H.A. Howard Begg, (below, 
of Squier, Schilling & Skiff, New 
ark, gave a talk on "Analyzing 
Customer Potential.” 
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xt issue DEALERS’ RECORDS PROVE SUPERFLAME 
‘below, SUPERFLAME SELLS IN VOLUME, EASIER, FASTER! 

f, New HAS Superflame’s power packed promotions build traffic, boom 
nal yzing business! They give you the most help where it does you the 


THE SENSATIONAL | 


Scuarfaw 


FORCED AIR HEATING! 


The basis for the most success- 
ful home heater promotions 
ever staged. Gives youa “‘year- 
around” selling weapon. Elim- 
inates trade-in problems. Only 
Superflame gives you such a GET FULL DETAILS 
complete “‘supercharged”’ sales 
program! OF THIS POWER 


PACKED PROGRAM! 
WRITE TODAY! 













most good .. . at the local level! PoweRFUL ADVERTISING 
HELPS, SALES PRODUCING MERCHANDISING PLANS, EYE 
CATCHING DISPLAYS, COLORFUL SALES LITERATURE, PLUS 
—THE Most LIBERAL Co-op AD PLAN IN THE INDUSTRY! 
All this plus the greatest array of ‘‘quick-sale’’ features 
ever seen! Exclusive “‘Fuel-Saver”’ saves up to 50°; on fuel! 
New beauty! Proven dependability that prevents service head- 
aches! Models for every need and pocketbook! A Superflame 
franchise is your most valuable heating appliance franchise! 
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Sidewalk display of a space heater is 
a traffic-stopping idea. 


Retzlaff’s in New Ulm, Minn., is 
a 67-year-old business. Its owner 
is proud of the store’s long service 
to the community, but instead of 
looking back makes every effort to 
operate an up-to-the-minute busi- 
ness to make more people visit the 
store to make more extensive pur- 
chases. 

Whether a display is intended to 
implant the idea of buying major 
appliances or to interest more do- 
it-yourself fans in buying a wider 
variety of fix-it merchandise, care- 


Unusual Displays 
Build Many Extra Sales 


Attracts Do-it-yourself fans and major appli- 
ance customers with weil planned displays to 


tell complete stories quickly 


fully planned displays are used to 
tell complete stories. 

An idea used for several years 
has helped build volume and prof- 
its in the sale of oil space heaters. 
A unit in operation is placed out- 
side the store on the sidewalk. The 
colder the day the more people 
stop to warm up and read the talk- 
ing signs located next to the 
heater. These signs tell sidewalk 
shoppers about the heating unit’s 
capacity and fuel consumption. 
Many passersby are thus induced 


Bright and neat is this roomy second floor display room. 
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to visit the firm’s second floor ap- 
pliance department. 

Of the sidewalk display, W. A. 
Retzlaff, store owner, says, “This 
has proved to be an excellent sales 
building idea. Many heaters have 
been sold to people attracted by 
this display. Excepting on days 
with very high winds, we keep the 
heater operating throughout the 
day.” 

Wheel goods, linoleum rugs and 
tile are also displayed on the upper 

(Continued on page 96) 
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Just like having a bottomless garbage can. Intro- 
duced after several years of testing, the Bard- 
Matic Garbage Eliminator works on a scientific 
principle never before available for house- 
hold use. So simple to install —so simple in oper- 
ation — it’s almost unbelievable! 


DEALERS 


THE MARKET. Garbage disposal today is a univer- 
sal problem. Exhaustive market research indicates 
enormous unsatisfied demand to which the Bard- 
Matic Eliminator is the ideal answer. 


NATIONAL PUBLICITY campaign now in full 

swing. Tremendous consumer interest being aroused 
every day. Advertising in home and garden publica- 
tions will intensify this interest. 


POINT-OF-SALE AIDS. Complete kit to help you 


awe 


aie ne 


Geers 


pa 
" BARD-MATIC 
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NOW, PMLCL 
pol? 


Gubage lanintion BARDMATIC CORPORATION 


BRIMUNAUN 
Gly 29: RETAIL 


a~ 


NO i. PARTS 
NO PLUMBING 
NO MAINTENANCE 
NO GAS OR ELECTRICITY 
SANITARY & SAFE 
NO ODOR, INSECT, OR DOG PROBLEM 
IDEAL FOR HOME, COTTAGE OR FARM 





Empty the ‘catalytic starter” furnished on top of 
first garbage deposit. The Bard-Matic does the 
rest. No additional starter needed. Just deposit 
garbage and forget it . . . coffee grounds, egg- 
shells, bones, plate scrapings, vegetables, fruit 


or meat scraps, etc. 


YOU CAN'T MISS SELLING THE 
NEW BARD-MATIC ELIMINATOR 


sell the Bard-Matic Eliminator. Includes counter 
cards, display signs, literature, window streamers 
and local newspaper publicity stories. Unusually 
generous coop advertising program available. Ad 
mats supplied at no cost. 


THIS IS THE HOTTEST SELLING ITEM THIS 
YEAR. ORDER YOUR BARD-MATIC ELIMINA- 
TORS NOW SO YOU CAN MEET THE DEMAND. 
If your wholesaler can’t supply them yet, write, 
wire or call direct. 


MUSKEGON 
MICHIGAN 


P. O. Box 266 
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Were Betting 


oleman invests millions in your leadership 


—says Sheldon Coleman, President of The Coleman Company 


Lower Space Heater Prices—H 
and New Efficiency—Greater N qn- 
dising Impact—a program to h you 


build sales and profits in 1954 


The manufacturer and dealer that gets the 
business must “deliver” the goods! We 
invite you to compare the Coleman prod- 
uct line with any other you might be con- 
sidering. Compare prices, product quality, 
appearance, customer acceptance and dis- 
count structure. You will find that Cole- 
man offers you the greatest opportunity 
for sales and profits in 1954 with a com- 
plete space heater line. 


Prices are lower — though costs are 
not. We have cut into our own gross 
profits to give you bedrock competitive 
prices—without disturbing your discount 
structure in the least. A real investment in 
your leadership—and your volume. 


Our line is deeper, more diversified 
than ever. The addition of new models 
and new features gives you an expanded 
line to cover the market for both oil and 
gas heaters. The Automatic Fuel-Air Con- 
trol feature is now on every Coleman oil 
heater rated at 50.000 BTU’s or more. 





A powerful merchandising program 
that sells for you. The sales will be 
Coleman engineering and sales program will easier—because the 1954 Coleman space 
heater advertising program is geared to 


ive you a dominant position in your market. ie ; 
° . P y local conditions. It delivers the impact 


The Coleman distributor in your area when the weather says the time is right! 
will help you get started—see him today—write us 


if you need his name and address. Cltelen a 


President 


The Coleman Company, Inc., Dept. 152-HA, Wichita 1, Kans. 
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on Your Future 


Coleman leaders for Oil, Gas and LP-Gas in 1954! NOW comfort 
sells for even less with Coleman. New models! Low 1954 prices! 
New standards of eye appeal 
and performance! 
HEAT A ROOM—OR THE WHOLE HOUSE 


Seven beautiful new Gas space heaters! Styled to ap- 
peal to the home owner. Circulating or radiant models. Ex- 
clusive features that make sales faster, easier. Sizes from 
30,000 to 70,000 BTU input! “Directionair” blower with 
3-speed switch to furnish forced air comfort. Built-in draft 
diverter allows close-to-wall installation. Seam welded com- 
bustion chamber for safe, quiet operation, Automatic controls 


for carefree operation (manual type available, too). 


Model 52 


Oil space heaters with 3 big exclusives! The big selling 
edge of Fuel-Air Control that actually saves up to 25% on 
fuel! Master styling that sells the housewife! Greater cir- “ 
culating volume spreads comfortable warmth evenly. “Direc- 
tionair” blower to deliver heat at the floor. Models for alcove 
or fireplace installations. Capacities from 35,000 to 75,000 


BTU output. 


New merchandising approach that assures sales volume, 
profits. It’s no news to anyone that weather controls space 
heater sales. The 1954 Coleman sales program on space heat- Model 877 
ers is designed to “harness the weather” for greater sales 
volume. Your Coleman distributor will be happy to explain 


the details of this profit-packed plan. Call him today. 








Comfort Costs So Little 
with 


America’s Leader in Home Heating and Air Conditioning 


Equipment AGA approved or listed with Underwriters’ Laboratories 
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( ws good ates | 


to put this 


NATIONAL 
SILENT 
SALESMAN 





to work for you o 








Takes only 1% square 
feet of floor space... 


ational 8A be | 
WEATHER STRIP 


Selle 
_—— 
the 
complete 
line 

of 
National 
products— 


¢ Thresholds 

« Door Sweeps 

« Linoleum 
Binding 
and Edging 

e Molding 

¢ Packaged 
Weather- 
stripping 

¢ Stair Nosing 


You'll catch shoppers’ eyes and 
their dollars with this attractive 
self-service merchandiser. Display 
it and your normal store traffic will 
move the line fast, because there’s 
a hundred and one uses in and 
around the house for National prod- 
ucts. They’re colorfully packaged, 
completely machined, and all fas- 
tenings are included—ready for 
simple, speedy installation. 


Here's how you profit with 
the National ‘‘Silent Salesman” 


Completely-stocked 


display costs you $ 98.99 


Total sale price 
of merchandise....... 155.19 


YOUR PROFIT... .$ 56.20 
Also available with less merchandise at less cost. 


= 


ORDER FROM YOUR JOBBER TODAY— 
or write us for additional details! 


1001 Ridge Avenue _— Pittsburgh 33, Pa, 
& ‘ P.O. Box 9965 pean nage 
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Unusual Displays Build Many Extra Sales 


(Continued from page 92) 


Time, temperature and weather instruments are easily examined. 


floor where there’s ample room for 
examination and comparison of 
different models of electric, gas 
and oil appliances. 

More than 350 major appliances 
are sold in a year. Good display, 
advertising and follow-up visits to 
the homes of interested prospects 
are responsible for this fine rec- 


Comparative plumbing sample dis- 
plays are on reverse stock bin doors. 


ord. Inside salesmen do the out- 
side follow-up, the firm having no 
special outside salesmen. 

A wide variety of plumbing sup- 
plies is shown on the main floor on 
six panels. Reserve stock is kept in 
numbered bins behind the panels. 
Valves, faucets and unions of ~a- 
rious sizes and types are shown. 


j[pdbasees 


Screws are kept in this eye-catching 
wall display area. 
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- Y | Cont | 
HERES PROOF: <0 sry osener need) 


4? 
illips 


“Bits —Holders—Screws’ 
are Exclusive with 
Continental! 


... they can cut your production costs 


Continental is the only manufacturer producing this outstanding Phillips 
fastening combination—bits, holders, and screws. Their development has 
finally made power driving really practical, even on finished parts. 


They have cut fastening costs as much as 50% and Continental’s HY- 
PRO-Phillips bits average 2 to 4 times longer life than any other . . . one 
actually drove over 1,000,000 screws. Yes, it’s another Continental exclu- 
sive in an outstanding record of 50 years in business. 


Put your fastening needs in experienced hands. Call direct today or con- 
tact your local distributor. Continental can help cut your production costs. 


50th Annivenary 


an 


Q 7 we 4) «> 
<a Aly 


CONTINENTAL SCREW COMPANY 


New Bedford, Mass., Us: ‘A. 








Instalment Selling 
(Continued from page 51) 


Instalment selling means that the dealer surrenders 
to the bank control of the granting of credit. 

Banks make their own credit investigations and 
decide whether the applicant is a good risk before 
taking over conditional sales contracts with or with- 
out recourse, 

Dealers naturally are wary of suggesting instal- 
ment terms to customers that they think might have 
a doubtful credit rating and who might be rejected 
by the bank. 


In case a customer with doubtful credit rating 
wants to buy on the instalment plan, the dealer can 
handle the paper himself if he wants to assume the 
risk. Bank instalment credit financing arrangements 
do not require a dealer to put all his time payment 
paper through the bank. 

This situation has its favorable aspect. Dealers can 
turn aside poor credit risks by pointing out that their 
banks investigate all applicants and decide whether 
or not to grant instalment credit. 

Instalment selling means that special sales tech- 
niques are required of the dealer. 

The instalment customer approaches a purchase in 
an entirely different frame of mind than a cash, or 
open credit account, customer. 

The instalment customer is interested primarily in 
the amount of the down payment and the amount of 
the monthly payments. If he does not have the money 
in his pocket to make the down payment, and the 
monthly payments cannot be fitted into his pay check, 
he just isn’t a prospect. 

Salesmanship is directed largely towards the favor- 
able financial arrangement offered by the dealer, 
rather than on the features of the product and ser- 
vices of the store. 

Instalment buying is a familiar way of buying for 
these customers, and there is no dearth of prospects. 
That is the way most homes and automobiles are 
bought and about half the sales of appliances and 
furniture are made on time payments. 

“Time payment selling is a method of selling useful 
products to a customer on terms that he can readily 
meet and not disrupt his budget of normal expenses,” 
explained G. B. Barrett, a former banker, now presi- 
dent of the Northwest Investment Co., of Ida Grove, 
Iowa, which finances time payment sales of power 
equipment for some 80 hardware dealers in western 
Iowa. 

“The merchandise sold is incidental just as long as 
it is a useful product to the customer and has a nor- 
mal depreciation. 

“Power tools, mowers, milking machines, cream 
separators and air conditioners all come in the class 
of useful and necessary products to the particular 
customer.” 

The sales techniques of instalment selling are up 
to the dealer, but the type of customer that the hard- 
ware store would present for credit is the most attrac- 
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The second article on “Instalment Selling” will be 
published in the next issue. It will present details of 
consumer credit arrangements offered by a number 
of banks. 





tive type for any banker interested in financing con- 
sumer goods purchases. 

Hardware store customers are the best credit risks 
in any community. They are home owners who want 
to maintain a good credit position. They are seri- 
ously interested in paying off their obligations. They 
are not the here today, gone tomorrow, type of credit 
customer. 

A banker, C. H. Largis, president of the Kitsap 
County Bank, in Port Orchard, Wash., puts it this 
way for HARDWARE AGE readers: 

“Most banks will be just as happy to process a loan 
for a $125 mower as for a $400 television set. 

“In fact, the power mower purchaser will often be 
the better credit risk as he is usually a home owner 

“The same applies to buyers of home workshop 
tools and power garden equipment.” 





“Spring” Advertises Store in Virginia 


Not many hardware stores have a “spring,” but 
Snyder & Co. does at its store in Arlington, Va. 

O. G. Snyder always wanted a spring. 

He never had one at his home so when he put a 
drinking fountain in his store he put a sign on the 
walling reading “Snyder’s Spring.” 

The gag gets attention and has given the store 
much publicity. 





O. G. Snyder and his “spring.” 
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Jirginia Running Water”— the new cartoon 
character created by The Deming Com- 
ring,’ but 


oo pany—appears in national advertising, 


direct mail folders, booklets and win- 


1 he put a 
ign on the 


dow streamers—all planned to help 


you sell Deming Water Systems. 


the store 


Farms, rural homes, cottages, tourist 
courts, rural restaurants and service 


stations are your markets for the com- 





plete line of Deming Water Systems. 
“Running Water” is the biggest helper 





everywhere . . . in more ways on all 
2 - days at least cost with dependable 
<<< Deming Water Systems. Ask your dis- 
tributor, or write us, for FACTS on 
why it will pay YOU to—— 


d aot a ga cad " 1 F , il 
RESTAURANTS Sele SERVICE STATIONS 
e 


THE DEMING COMPANY °¢ 517 BROADWAY °* SALEM, OHIO 
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WITT CANS and PAILS are 
designed and constructed to 
withstand years of hard usage 
and abuse. Every detail from 
the special analysis steel to 
the rust-resisting hot-dip gal- 
vanizing reflects the inherent 
quality of being able to 
"stand the gaff." Sell Witt 
and you sell the best quality. 
Give your customer greater 
value . . . insure yourself larger 


profits. 


Compare WITT CAN and PAIL 
features with others 

on these points. . . 

@ STRAIGHT SIDES 

@ DEEP ROLLING CORRUGATIONS 
@ HEAVY GAUGE STEEL 

@ STEEL BANDS 

@ HOT DIP GALVANIZING 


Lee Cans 


THE WITT CORNICE CO. 
2110 WINCHELL ST. 
CINCINNATI 14, OHIO 
Originators of Corrugated Can 


WITT CANS AND PAILS 
HAVE THE “RIGHT” ANGLE 




















To Cash or Not to Cash? 





Follow This Cautious Procedure 


When a Stranger Presents a Check 


Businessmen who follow the pro- 
cedure for cashing checks developed 
by the Los Angeles Police Depart- 
ment will avoid much of the grief 
that follows many transactions in 
which strangers tender checks as 
payment. 

These recommendations have 
been put into use by merchants in 
Los Angeles and surrounding com- 
munities, and are worth adoption 
by retailers everywhere. 

Whenever anyone is considering 
cashing a check offered by a 
stranger he should remember that 
the person who is presenting the 
spurious check realizes that in 
order to pass such a worthless piece 
of paper, two things are necessary : 


Check Identification 


1. The check 
authentic. 


itself must look 

2. The person presenting the 
check must have what appears to 
be good, positive identification. 

Frequently, check books or blank 
checks are stolen from business 
houses. Also spurious checks are 
being printed. The checks are filled 
in and passed by gangs who make 
the check out to fit the identifica- 
tion that is generally used in a 
Social Security card or an opera- 
tor’s license... 

These two forms of identification 
are usually spurious or stolen, and 
even when they are authentic, they 
are not good identification. 

Most of these spurious checks 
are usually passed before or after 
banking hours. Passers usually pre- 
sent checks which appear to be for 
their current wages. The presenter 
usually makes a small purchase so 
as to obtain the balance of the 
amount of the check in cash. 

Here is the procedure that the 
Los Angeles police advise: 

When a check is presented in 
payment for a purchase, the man- 
ager, or someone in like authority, 
should have the presenter endorse 
it, in ink in his presence. If the 


check has already been endorsed, 
the manager should have the passer 
endorse it on the opposite end, in 
his presence. If the signatures 
don’t compare, don’t cash check. 

Good, positive identification 
should be demanded. 


Watch Descriptions 


If an operator’s license is pre- 
sented, the description on the li- 
cense should be checked to make 
sure it fits the person presenting 
the check. Compare the signature 
and address on the license with the 
one on the check. Place all the in- 
formation on the back of the check 
in ink, including the serial number 
of the license with letter. 

Any other form of identification 
should also be written on the back 
of the check. 

Don’t trust your memory, for if 
you should have to testify in court 
some months later, it will be best 
to be able to state that you made 
the notations at the time the check 
was cashed. 

A temporary license should not 
be accepted. 

The check passer should then be 
asked to put the imprint of his 
four fingers of the right hand on 
the back of the check. The prints 
should be good and clear. The 
fingers should be wiped clean of 
grease or moisture before they are 
inked on a pad. 

If the right hand has been in- 
jured, the left hand should be used 
and this fact noted on the check. 

After this procedure has been 
followed, the receiver should be 
asked to place his name, date and 
time received, in ink, in the upper 
left corner of the face of the check 

If the receiver of the check 
hands it to a cashier, be sure that 
the cashier places his or her last 
name, date, and time in the upper 
left corner of the face of the check. 
The cashier should also note the 
amount of the purchase and the 
amount returned in cash. The check 
should never be returned to the 
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passer after acceptance, as he 
might switch it for one of a higher 
amount and then forge the man- 
ager’s O.K. 


Will Save Trouble 

If this procedure is always fol- 
lowed, a merchant will then have 
no trouble in testifying in a crimi- 
nal proceeding. He will be able to 
positively identify the check and 
the procedure followed throughout 
the whole transaction. 

It is not intended that this sys- 
tem be used with the customers 
well known to store personnel. 

When a customer writes a check 
in the presence of a merchant, the 
Los Angeles police suggest that the 
check be limited to the amount of 
the purchase, unless the customer 
is personally known or presents 
positive identification. 

It is further suggested that a 
merchant should never accept a 
check written by a third party un- 
less known to the merchant. 

A notification service, regarding 
forged or spurious checks has been 
established in Los Angeles for the 
benefit of retailers. Whenever the 
Police Department is notified, or 
becomes aware, that either stolen, 
obsolete, or spurious printed checks 
are being passed in the area, vari- 
ous organizations are immediately 
notified. The key persons or organ- 
izations then distribute the infor- 
mation throughout their groups. 
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THE GREATEST wame 
IN MELMAC DINNERWARE 


ACCIDENT PROCF 





Style—Color—Durability, three words synony- 
mous with COLOR-FLYTE dinnerware. Designed 
for the consumer market only—COLOR-FLYTE 
style sells Mrs. Housewife everydoy. COLOR- 
FLYTE'S colors, grey, green, copper, and lime 
are the colors that ring cash registers all over 
the country. And of course COLOR-FLYTE'’S 
durability brings more and more sales... 
guaranteed not to chip, crack, or break for one 
fuli year. Big beautiful hard-selling ads, in 
leading magazines and newspapers—in every 
part of the country—are consistently paving 
the way for record-breaking COLOR-FLYTE 
sales. Your sales record will jump too!— 
with COLOR-FLYTE...the greatest name in 
Melmac dinnerware. 


The Profitecr 


An extra salesman that costs you nothing 
ne eb only two square feet of counter 
pace—shows every piece in the 


COLOR. FLYTE line. Send the coupon 
below for more information on the 
PROFITEER—for more profit. 


ee SSS SSS Se SS eee ee eeureae 


THE BRANCHELL CO., Dept. HA i | 
B 6024 Lloyd Ave., St. Louis 10, Mo. . 
= = Gentlemen: | would like more information on profit-making a 
fa Color-Flyte and the Profiteer. ry 
iiss dcscovniseiadabiaanebiaatbabinnidsiisis | 
| a 
B COMPANY... .. ce eeeeeee Ccccccccccccccccccccccocs 4 
' ADDRESS... cc cccccccocvccvcsccccccoccccvecescecoss a 
| | 
@ CITY & STATE..... covcece eccccccccccccccccccccccce § 


Mh ec eee ee ed 
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Large Wall Panels Sell Paint 


Large wall panels increase sales 


of paint in wide variety of colors 


ORNAMENTAL 
IRON FINISH 


e Plastic base finish won’t peel, 
crack or blister 
Beautifies, protects all metal 
surfaces 
Stops and prevents rust 
Competitively priced 
Unconditional money-back 
guarantee 


Black, white, 8 standard colors, 
antique, and color mixers 


Springtime is paint-up time for 


metal outdoor furniture and ironwork. 


Order now from your jobber or write 


TENNESSEE 
FABRICATING COMPANY 


America’s Foremost Ornamental Iron Plant 


1534 Grimes St. © Memphis 6, Tenn 
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| seeking other merchandise, 
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Brown 





Contrast is presented by light and dark panel: 


To sell paint show plenty of it. 


| Leibsle Hardware & Paint Co. in 


E. Des Moines, Iowa, does that 


| with unusual wall display panels. 


With its high ceiling Leibsle 


| Hardware has extensive wall space 


between wall fixtures and ceiling. 


| These spaces are used for showing 


large surface color displays. Eight 
spaces 8xl2 ft show different 
shades, four light and four dark. 
All visitors to the store, whether 
they are paint prospects or are 
note 
these colors. » 

Each of the large color cards, 
which is what they actually are, 
has a black lettered sign on white 


| background, identifying the shade. 


A. P. Peterson, who owns the 


| store, says, “Some prospects are 


OVER 50% PROFIT FOR YOU 


afraid to buy the darker, bolder 
colors for some rooms, but when 
they see our large wall samples, 
they are often encouraged to buy, 


| for they get a good idea of how an 


entire wall will look.”’ 

He also finds that the wall sam- 
ples help to sell more paint, be- 
cause they attract the attention of 
more persons to the desirability of 
painting when such results can be 
obtained. This method of paint- 
ing the walls, too, helps to make 





ledge placed merchandise stand 
out more clearly, and it also adds 


individuality to wall fixtures. 


A deep shade is pointed out to a 
paint prospect. 


Other important features of this 
hardware dealer’s paint selling 
include frequent window 
showings of 


policy 
displays, 
paints and supplies and the dis 


interior 


pensing of color information. Mr. 
Peterson’s newspaper advertising 
is restricted in this metropolitan 
area due to high rates, but he 
carries some ads in a weekly news- 
paper covering his region of Des 
Moines. Some handbill advertis- 
ing on paints is also used several 
times a vear. 
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REVOLVING DISPLAY STAND 
WITH 32 TOOLS 


NEW Complete Quality Line Made to AMES High Standards 


lise stand 
also adds Ames Revolving Display Stand, with 


— : 4 each of the eight items illustrated, 
< available complete at introductory 

offer of $17.80. Base 12 inches in di- 

ameter. Earn big profits on small 


amount of space. 


Ames Hand Garden Tools are de- 
signed for home gardeners requiring 
light, well balanced tools at popular 
prices. Trowels and Spading Fork are 
the same design as tools selling at 
three to four times higher prices. All 
items are lightweight and perfectly bal- 
anced. Each tool is beautifully finished. 


All items excepting ALW Weeder 


res of this 
alli retail for $.79 each, Weeder $.69 each. 
it selling 
t window 
eee f Ask your wholesaler or write us a- 
wings 0 ASF -SPADING FORK AWH - WEEDING HOE 


1 the dis- bout Ames Hand Garden Tools for 
ition. Mr. larger sales and profits this spring. 
ivertising 
tropolitan 
but he 
2kly news- 
mn of Des 
advertis- SV MEWN nh ENT +4014 AC3 - CULTIVATOR 


xd several 
PARKERSBURG, W. VA. (). Al MN ES CO. NORTH EASTON, MASS. 












MYERS SUBMERSIBLE 
WATER SYSTEMS HAVE 


FOUR 


BIG ADVANTAGES 






1. Easier to install 


A Myers Submersible pump requires only one 
pipe in the well, so you make fewer plumbing 
connections. Special wire connectors devel- 
oped by Myers help save time, too, by joining 
tough 3-wire electrical cable to motorleads 
with no tape or vulcanizing. 


2. More dependable 


You can count on plenty of water with “‘plus- 
pressure” even in cases of extreme peak load 
or high volume demands. A submersible is 
the most efficient means of pumping water 
known today, and a Myers Submersible pumps 
more per horsepower than any other known 
submersible. 


3. Require less service 


You won't have to worry about service 








calls after installing a Myers Submersible. 
For more than three years, these units 
have been field-tested under varying and 
difficult conditions throughout the 
United States. Naturally, the submersible 
is backed by the famous Myers warranty. 


4. Growing sales potential 


More people are building homes, small 
plants, schools and stores beyond the GETIN TOUCH WITH YOUR 
city water mains, and they all want the MYERS DISTRIBUTOR 


advantages city water service offers. A F 

M 3 < ‘bl “Al ar He will show you the Myers 
gine = sepancs = civ proviee = est Submersible and explain a// its 

quired capacity and “‘plus-pressure” with features. Doing business with 

quiet trouble-free service for years. him is good business. 


May is National Water Systems Month 


MYERS 22755. 


ae 





THE F. E. MYERS & BRO. CO. 


Ne 
yERS Ashland, Ohio 












InN UMg 
Letters to the Editor 


Ieee eel eee elope elpelel 


Old Planes 
Dear Editor: 


I have a set of 33 old wooden 
planes, made by Ohio Tool Co., in 
very good condition, in a good sized 
chest. I would like to sell these to 
someone interested in collecting old 
tools. There are also several other 
planes from 15 to 28 in. in fair 
condition. 

These planes are very old; many 
are types no longer used, such as 
those used in making dado boards 
and for shaping rockers for chairs 


Yours very truly, 
Mrs. Mildred E. Christie 


5490 South Shore Drive 
Chicago 15, IIl. 





Editor’s Note: Readers inter- 
ested in acquiring this interesting 
collection of old planes may write 
directly to Mrs. Christie at the 
above address. 


Reprints for Consumers 
Dear Editor: 

We enjoyed very much the edito- 
rial, “A Tale of Two Store Man- 
agers,” from the Apr. 15 issue, 
page 7. It was very true. 

I would think that reprints of 
this article for dealers to mail with 
their statements would do a lot of 
good. At least it might get some of 
their customers to thinking. 


Yours truly, 
W. A. Park, 
Manager 
Park’s 
Orono, Me. 





Editor’s Note: What do othe 
readers think of this idea? Would 
other dealers be interested in re- 
prints suitable for mailing to their 
customers? A few weeks ago a 
group of dealers sent reprints of 
the editorial, “Just a Dream,” from 
the Mar. 18 issue, page 7, to all 
their customers. 
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AUTOMATIC GAS-TORCH! 





... mow only... $595 


PREPO USES A LOW VAPOR-PRESSURE FUEL 





So rugged so tough — Always ready to do 
the job. 
A greater variety of jobs can be done —3 


interchangeable burners, and 3 interchange- 
able tips. The widest selection in the market. 


A greater volume of heat than any other 
torch — 6000 B.T.U. per hour at 2570° F. 


Smallest hand torch made—only 1'/2 pounds 
— tool box size when completely assembled. 


The only torch that can be used in any posi- 
tion and maintain a uniform flame. 


Prepo Fuel is the most economical auto- 
matic-gas fuel sold in disposable tanks. 


PREPO CORPORATION 
EDGERTON, WISCONSIN 
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ashington 
NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


| Administration Drops 


Wage-Hour Amendments 
The Eisenhower program for in- 


| creasing the minimum wage and 


supporting data. 


removing the retailing exemption 
are dead for this session of Con- 
gress. 

Administration leaders, realizing 
they haven’t proved their case to 
Congress, have retreated to collect 
A new try will 


| be made next January. 





The Administration will also 
settle for a simple one-year exten- 
sion of the reciprocal trade bill 
from this Congress. A new try is 
in the works for the next session 
to put across the president’s “lib- 
eralized” trade-tariff program. 


FTC Rule Change Ends 
Drawn-Out Litigation 


A new and_ vastly-improved 
method has been provided by which 
firms named in Federal Trade Com- 
mission complaints may avoid pro- 
longed litigation, provided they 
agree to end, without further argu- 
ment, any practices the FTC says 
are illegal. , 

The FTC, in an important series 
of amendments to its rules, has 
agreed to permit more widespread 
use of consent orders in all its liti- 
gated cases. Under the new rule, 
consent settlements need no longer 
contain findings of fact, and they 
may be filed at any stage of the 
proceedings. 

Meanwhile, the FTC also outlined 
a new standard for deciding 


| whether price discriminations are 


unlawful. A three-member ma- 
jority of the Commission ruled 
that a “reasonable probability” of 
injury must be shown. Previously, 


injury to competition could be in 
ferred from the “mere existence of 
a price differential.” 


No Action This Year 
On Taft-Hartley Law 


The controversial Taft-Hartle) 
labor law will not be changed fo: 
the remainder of this year. 

Inability of the Senate to agree 
on proposed revisions virtually 
spelled defeat, for this session, of 
the Eisenhower Administration’s 
attempts to amend the law to ful- 
fill campaign pledges. 

At the root of the difficulty was 
the fear of southern Democrats 
that the amendments would have 
gone too far toward banning race 
discrimination in employment, and 
the contention of some Republicans 
and many northern Democrats that 
the bill would surrender an ex- 
cessive amount of Federal regula- 
tion over unions to the States. 


Little chance was seen that 
either the Senate or the House will 
press for further consideration of 
amendments to broaden free speech 
rights, and provide more protection 
against secondary boycotts, picket- 
ing and strikes. 

With Taft-Hartley recommitted 
to committee, some congressional 
interest is expected to develop in 
a measure introduced by Rep. 
Howard W. Smith, Virginia Demo- 
crat. His bill (HR 8211) would 
provide that no act of Congress 
would exclude the States from pass- 
ing laws in the same field unless 
the Federal law specifically said s0. 

The Smith bill would apply to all 
fields, including labor, not covered 
by the constitutional separation of 
powers. 


(Resume reading on page 11) 
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| é Does anybody 


else do this 
for you? 


Weve worked out a dandy system of 
sending customers and business to 
deaiers. 

Each month, we get hundreds of in- 
quiries asking us where to buy Firzite, 
m) Satinlac and Weldwood Plastic Resin 
ig, Glue. They're mailed to us by readers 
f= of our ads in Saturday Evening Post, 

Better Homes and Gardens, Popular 
Science and over 20 other national 
Magazines. 


Here’s What We Do 

We actually send all such inquiries 
received from your neighborhood, right 
to you, if you're registered with us as 
a carrying dealer. You contact the local 
customer, and make the sale! 

All Aboard for the Gravy Train 
This service to you is free! To get it, 
just file your name with us as a Weld- 
wood dealer. Simply tell us on a post 
card which Weldwood items (described 
below) you carry, and mail to Dept. 
REG. 

If you are not now stocking Weld- 
wood Plastic Resin Glue, Firzite and 
Satinlac, you're missing plenty of 
profits. Order now! 


UNITED STATES PLYWOOD Corp. 
Dept. 103, 55 West 44th St. 
New York 36, New York 


r.¢ 
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Largest Selling Wood Glue— 


WELDWOOD |, 
poo Re* GLUE 









Blonde or pickled effects call for 


ware FIRZITE 


For magical woodsy 









Big demand for natural wood finishes, 









For making things 
or fixing things, 
recommend Weld 
wood Glue — for 
all wood -to- wood 
bonds and many 
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other uses. Makes 
joints stronger than the wood 
itself. Mixes easily with water. 
Stain-free, rot-proof, highly water- 
resistant! For hobbyists, home 
owners, contractors, carpenters! In 














If-selling display cartons! 15¢, 
35¢, 65¢, O5¢; 5 Ibs., 10 Ibs., 25 lbs. 
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effects on hard- 
wood or soft, ply- 
wood or solid lum- 
ber. For light pastel ‘2 
tones, tint with |= 
Colors-in-Oil. For 
soft wood and fir 
plywood paint jobs, 
WHITE Firzite as an undercoat, helps 
prevent grain raise or checking. (For 
soft wood or fir plywood stain jobs, 
recommend CLEAR Firzite, to tame 
wild, unsightly grain.) 

In pints, quarts, gallons, 














drums. 





“ SATINLAC 


The big modern 

style trend is for 

light natural wood 

finishes—on furni- 

ture, wood panel- 
ing and woodwork. 
When customers 
ask you what to 
use, you'll make 
friends by recom- 
mending SATINLAC. It brings out 
and preserves the natural grain and 
color-beauty of any plywood or solid 
wood. Water-clear Satinlac avoids 
that “built-up” look. Easy to brush 
or spray; dries “dust-free” in 20 
minutes, ready for next coat in 3 
or 4 hours. 

In pints, quarts, gallons, drums. 














*Trade Mark 





Order from your Wholesaler 
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Tough 
and 


Fast | 
Individually Tested 





See 


HARGRAVE Cold Chisels for all 
Industrial purposes. 








—_— > 
——_—= ———) 
HARGRAVE Rivet Busters for 
shearing, eutting off rivet heads, 
bolts. Work fer which a regular 
chisel should net be used. 


Qe eee 


HARGRAVE Cape Chisels for 
cleaning grooves, keyways. 


— 3 SS 
HARGRAVE Half Round Chisels. 
HARGRAVE Diamond Point 


Chisels for drawing holes, clean- 
Ing, cutting keyways, grooves. 






































/ a == —————) 


HARGRAVE Round Nose Chisels. 








(SS a 





HARGRAVE Setld Punches. 





| SS a ee 


HARGRAVE Drift Punches. 








—s 
HARGRAVE Lining Up Punches. 
>} 


HARGRAVE Pin Punches. 











———————— sl 





HARGRAVE Center Punches. 
WRITE FOR CATALOG: Showing 
Clampe for all purposes, Punches, 


Masonry Drills, Brace Wrenches, 
Washer Cutters, File Cleaners. 


STOCKED IN YOUR AREA 
BY WHOLESALE DISTRIBUTORS 


THE CINCINNATI TOOL CO. 


Montgomery Road 
CINCINNATI 12, OHIO 


© 
HARGRAVE 


The Complete Line of Tested 
peete) & 
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June 
17-19 Texas Wholesale Hdwe. Assn. 
Texas Hardware Boosters Club 


July 
12-15 National Retail Hardware Assn. 
12-16 Housewares & Appliance Show 


August 
1- 4 Housewares Show (Western) 
15-18 Pacific Northwest Gift Show 
22-25 Portland (Ore.) Gift Show 
29-31 Spokane Gift Show 
30-3! Walter H. Allen Show 





Convention Check List 


Hardware and allied 
trade events up-to- 
date in each 
of Hardware Age 


issue 








For complete details about the conventions listed by dates below see 
the alphabetical listings following this quick check list. 


September 
26-29 National Builders’ Hdwe. Exposition 


October 
3- 6 Atlantic City Hardware Conven 
tion of AHMA and SWHA 
10-12 Sporting Goods Eastern 
Week in New York 
11-15 National Hardware Show 


1955 
February 
6-10 Nat. Sporting Goods Show 


September 
20-21 Franklin Hardware Convention 


Market 








National Events 


American Hardware Manufacturers 
Assn. annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 3-6 at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J. 
Arthur L. Fauble is secretary of 
the AHMA with offices at 342 Madi- 
son Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is execu- 
tive secretary of the NWHA with 
offices at 1900 Arch St., Philadel- 
phia 3, Pa. 


Housewares Show (Western), Aug. 
1-4, at the Shrine Auditorium, Los 
Angeles, Calif. Sponsored by the 
Los Angeles Trade Fair, Inc., 1151 
South Broadway, Los Angeles 15. 


National Builders’ Hardware Exposi- 
tion, Sept. 26-29, at the Palmer 


House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing di- 
rector, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive’ secretary. 
Administrative office of both groups 
at 420 Madison Ave., New York 17, 
hn. fT. 


National Hardware Show, Oct. 11-15, 
at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, N. Y. Frank Yeager, director. 


National Housewares and Home Ap- 


pliances Show, July 12-16 at Con- 
vention Hall, Atlantic City, N. J. 
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Sponsored by the National House- 
wares Manufacturers Assn., 1140 
Merchandise Mart, Chicago 54. 
A. W. Buddenberg, executive secre- 
tary 


National Retail Hardware Assn., an- 
nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco. 
Managing director, Russell R. Muel- 
ler, 964 No. Pennsylvania St., In- 
dianapolis, Ind. 


National Wholesale Hardware Assn. 
annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 3-6 at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J. 
Thomas A. Fernley, Jr., is execu- 
tive secretary of the NWHA with 
offices at 1900 Arch St., Philadel- 
phia 3, Pa. Arthur L. Fauble is sec- 
retary of the AHMA with offices at 
342 Madison Ave., New York 17, 
Bn. YY, 


sporting Goods Show and Convention, 
Feb. 6-10 at the Morrison Hotel, 
Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La- 
Salle St., Chicago 2. G. Marvin 
Shutt, secretary. 


Regional Events 


Allen, Walter H., Co., Inc., annual 
stockholders’ meeting and Merchan- 
dising Show, Aug. 30-31, at the 
Baker Hotel, Dallas, Tex. 


Franklin Hardware & Supply Co., 
annual stockholders’ meeting and 
convention, Sept. 20-21 at company 
headquarters, 918-28 N. Delaware 
Ave., Philadelphia 23, Pa. 


Texas Wholesale Hardware Assn., an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 
19, at Galveston. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


Pacific Northwest China, Glass, Gift, 
Stationery, Jewelry, Toy and House- 
wares Show, Aug. 15-18 at Civic 
Auditorium, Olympic and New 
Washington Hotels, and Terminal 
Sales Bldg., Seattle, Wash. 


Portland China, Glass, Gift, Jewelry, 
Stationery, Toys, and Housewares 
Show, Aug. 22-25, at the Public 
Auditorium, Plaza and Benson Ho- 
tels, Portland, Ore. 


Spokane Gift Show, Aug. 29-31, at 
the Davenport Hotel, Spokane, 
Wash. 


Sporting Goods Eastern Market Week, 
Oct. 10-12 at the Hotel New Yorker, 
New York City. This trade show is 
similar to the annual Western 
Market Week, sponsored by the Na- 
tional Sporting Goods Assn., 1 N. 
La Salle St., Chicago, IIl. 
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| Please send me full details on the new Vise Display Deal. 





Desmond-Simplex 
utility vises have 
all these features 









There's only one vise line 
that gives you these top-quality 
selling features in every vise 
in the line: 

steel channel slide 

enclosed screw 

shoulder-fit jaw inserts 
cut-off tool 

pipe jaws 


one-piece no-pinch handle 


Jaw widths: 3”, 3”, 4”, 5” 
for various needs of shop, farm, 
garage, school, or home. 
On top of all this, 
Desmond gives 

you replaceable 
hardened steel 

pipe jaw inserts 


in the two large sizes. 


LEADING HARDWARE DEALERS PROMOTE EXTRA VALUES IN 


Desmond-Simplex 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Use handy coupon to obtain facts 
on the new Desmond-Simplex 
Vise Display Deal. 


THE DESMOND-STEPHAN MFG. CO., 


Name 


URBANA, OHIO 
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PROMOTE THE PRODUCTS OF THESE LEADING MANUFACTURERS we 


Hanover Wire Cloth Division 





Alabama Wire Co., Inc. Continental Copper & Steel Industries, Inc. Seneca Wire & Mfg. Co. 

American Wire Fabrics Corp. Keystone Wire Cloth Co. Spargo Wire Co. 

Clark Wire & Supply Corp. New York Wire Cloth Co. Standard Wire Cloth & Screen Co. 
, Pennwoven, Inc. ; 

Donald Ropes & Wire Cloth, Ltd. Wire Products, Inc. 


Phifer Aluminum Screen Co. 
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Your customers are happier... 


ALUMINUM SCREENING! 





Your profits are higher because aluminum screening is 
in great demand ...sells for more... gives you a higher 
markup. 


Your customers are happier because aluminum screen- 
ing gives them advantages that no other material can 
offer. Screening that keeps its bright good looks for 
years and years. That can never cause ugly red rust 
stains on window sills or siding. That practically does 
away with maintenance. That can never burn. 


While we do not make finished screening, we do supply 





giser Aluminu 


leading screen manufacturers with Kaiser Aluminum 
Wire... wire that is nationally recognized for outstand- 
ing quality. Made of strong, durable clad aluminum, 
Kaiser Aluminum Wire meets or exceeds commercial 
standards and federal specificatione. , 


So, when it comes to screening, look to aluminum for 
more profits, happier customers. And look to the manu- 
facturers listed at the left for highest quality screening! 
Kaiser Aluminum & Chemical Sales, Inc. General Sales 
Office, Palmolive Bldg., Chicago 11, Ill.; Executive 
Office, Kaiser Bldg., Oakland 12, California. 


f f 
l ]} 
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setting the pace—in growth, quality and service 
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WHAT’S NEW 











(Continued from page 13) 





listed at $12.50, the other three are 
listed at $9.95, for use with single 
tools mounted on individual stands. 
Delta Power Tool Div. Rockwell 
Mfg. Co. 


For more data circle No. 9 on postcard, p. 115 


Window Glass Rack 


Window glass rack has 23 com- 
partments for storing glass and 
three for glazing supplies. Rack 
will hold all sizes of glass up to 
30x36 in. With working ledge of 
solid oak, base cabinet is 361% in. 
deep by 35% in. high. Overall 
height of base and top is 7 ft 1% 
in. Equipped with removable 
drawer for waste, rack has wide 
headboard and is designed for easy 
installation and use of all types of 
upright glass cutters. Unit is 
shipped in two parts, completely 
assembled. W. C. Heller & Co. 


For more data circle No. 10 on postcard, p. 115 





@ For more information on these products and services 
use free post card on page 115. 





Insecticide Spray 


For the control of household 
pests such as mosquitoes, flies, 
spiders, ants, moths and bed bugs, 
Air-Tox aerosol bomb comes in a 
12-0z. metal spray can retailing for 
approximately $1.69. Insecticide 
spray for roses and house plants is 
called Flor-A-Bomb (illustrated). 
Designed for control of such in- 
sects as clover mites, aphids, 
thrips, Japanese beetles, rose chaf- 
ers and mealy bugs, this ready-to- 





use areosol bomb comes in 10-oz. 
spray can which retails for ap- 
proximately $1.69. Bonide Chemi- 


cal Co. 
For more data circle No. 11 on postcard, p. 115 


Glue Packaging 


New, handy package for Wilhold 
glue is a half-gallon size glass jug 
with a wide mouth and a bail han- 
dle. Wide mouth permits use of 
spreading stick or brush without 
having to put glue into another 
container. Also permit easy refill- 


ing. Acorn Adhesives Co. 
For more data circle No. 12 on postcard, p. 115 


Power-Driven Brushes 


New line of power-driven brushes 
is designed for use on portable 
power tools such as electric drills, 
sander-polishers, drill, presses, 
bench grinders, polishing jacks, 
etc. For removing rust, scale, car- 
















KiT CONTA 






bon, and for polishing, buffing, 
cleaning and roughening, brushes 
come in rough and fine models. Do- 
it-yourself assortment No. 54-PD-1 
includes 2, 4 and 6 in. diameter 
coarse and fine brushes, a 4 in. all- 
purpose brush, cup brushes and 
arbors for use on drill shafts. 
Pittsburgh Plate Glass Co. 


For more data circle No. 13 on pestcard, p. 115 





Only $' 


OR 













Box Cover Switches 


New line of 10 ampere box cover 
switches feature torsionally pre- 
loaded contacts and positive kick- 
off. Bodies are totally-enclosed. 
Single pole and three-way switches \ 
are available on 314 and 4 in. ccv- 
ers having baked on aluminum fin- | ““*~ 


ish. Pass & Seymour, Inc. 
For more data circle No. 14 on postcard, p. 115 “ap 6 







Fence Chain 


Decorative “Ship’s Chain” fence 
has 1% in. links finished in white 
baked enamel and is supported by 
five 36 in. long stakes of % in. 
seamless steel tubing. Special hooks 
are provided to link the chain to 
the fence stakes so that individual 
sections may be readily removed 
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“Ni Sand your Boat in HALF THE TIME 


... Slickest, fastest way to refinish 
HULLS, MASTS, SPARS, DECKS, etc. 


© Use your electric drill 





ae How we help you sell 
"DO-IT-YOURSELF" 


feat Pad Assembly ond When you sell abrasive products by 
Red-1-Cut’ Waterproof Paper Dises CARBORUNDUM to your customers, we 


KIT CONTAINS 


ig, buffing, : 
ig, brushes only ° OO 


































nodels. Do- AT YOUR BOATYARD. OR by CARBORUNDUM help you in two important ways: First, 
Yo. 54-PD-1 MARINE HAROWARE DEALER plete saa o0.4 th tigi del, Mew Vaal by supplying you with products that 
1. diameter fm O* ere se snr : aes appeal — products with a purpose, such 
a 4 in. all- as the popular Furniture Refinishing Kit 


and, more recently, the FLEXBAC® Pad 
Sanding Kit that lets your customers do 
sanding in half the time. And remember 
...only CARBORUNDUM prints simplified 
gradings on the back of every coated 
abrasive product—not just on the pack- 
; ; age alone! 

es bs \ ching For ‘ 6 The second big way we help is through 
advertising —directed to your customers 
through Popular Mechanics, Motor Boatmg 
and Yachting. “Handy’’ SANDY '’s little 
column in Popular Mechanics is read by 


rushes and 
rill shafts. 
70. 
postcard, p. 115 
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ly-enclosed. ) : J Re ea hundreds of prospects in your area—as 
ly switches es Fad re ee ee Aiton OEMS ising char, Chie ge readership studies prove. Why is it so 
1 4 in. cov- er eS cat. ae: "a Raroenina Oo well read? Because it tells handy short- 
minum fin- “ne ait ea ote (ea ometine 2M 'sann * tet Rees ; cuts for doing many jobs faster, better 


ne. Si SA toa ieee | te a petenmettciminae OMT Be . —usually with an abrasive product by 
iateaté: ae wer. = abe ae 2 mt: : ’ CARBORUNDUM, the best-known brand 
Wate aoe Be) Vag om 2 name in the field. In Motor Boating and 

Yachting we tell boat owners how to sand 

professionally in half the time—with a 

wr iat oa (rawee ge, FLEXBAC® Pad Assembly on their elec- 

ain” fence y fhe ea Betta tric drill. 


d in white Are you cashing in on this 


»ported by Stew cone “ moneys Te oye 
: wi $ : ess c 3 . ’ 
of % in eee a, we ay eat cre Fe Ea profitable business 7 
ecial hooks Sete, sate acta at : “2 Call your CARBORUNDUM Whole- 
2 chain to 


) oo saler today for the full story! 
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Sandy 
ARBORUNDUM 
Niagero Falls, New York 
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CARBORUNDUM 


REGISTERED TRADE MARK 





< 


a ... the HIGH-PROFIT, LOW-INVENTORY abrasives line! 


90-421 








WHAT’S NEW 








for access with gardening equip- 
ment. Fence, packed in cardboard 
shipping container, cansists of four 
sections of 6-ft. chain, five 36-in. 
fence stakes and chain hooks. List 
for $14.95, with trade discounts. 
Warren Products Co. 


For more data circle No. 15 on postcard, p. 115 


Short Nose Pliers 


Two new Crestoloy pliers hold 
firm grip without excessive pres- 
sure, No. 1035, a short nose, long 
reach duck bill plier (illustrated) 
can be used for assembly work of 
almost any kind. No. 1036, a short 
nose, long reach chain nose _ plier 


is designed for electronic, radio 
and television maintenance work. 
Both 8 in. pliers, packed one in a 
box, have a nose length of 1'% in. 
and weigh 414 oz. Crescent Tools 


For more data circle No. 16 on postcard, p. 115 


All-Purpose Glue 


All-purpose household glue comes 
in polyethylene squeeze bottle. A 
white resin adhesive, glue can be 
used for bonding paper, 
leather, crockery, and other sur- 
faces. H. B. Fuller Co. 


For more data circle No. 17 on postcard, p. 115 


wood, 


Electric Sprayer 

Added to line of sprayers is the 
Garden King electric sprayer with 
a 12 gal. capacity. Develops high 
pressure for easy spraying of fruit 
trees, shrubs, flowers, vegetables, 
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solutions 
D. B. Smith 


brush killing 


weed and 
and liquid fertilizers. 
& Co. 


For more data circle No. 18 on postcard, p. 115 


6-Foot Folding Rule 


A six-foot folding rule with coil 
spring joint and solid brass hook, 
first offered in a special sale, is now 
a permanent part of the Eagle line. 
Rule was described in the Feb. 18 
issue of HARDWARE AGE. Eagle 
Rule Mfg. Corp. 


For more data circle No. 19 on postcard, p. 115 


Furniture Glides 

Here is a new line of Arrowhead 
stainless steel furniture glides. The 
three-prong glides are packaged in 
sets of eight on two-color boards 
and wrapped in cellophane. Sizes 
available are 14, °,, *4 and “% in. 
Mattatuck Mfg. Co. 


For more data circle No. 20 on posteard, p. 115 





Lunch Kits 

Hopalong Cassidy and Space Ca- 
det schoo] lunch kits have been re- 
designed. New features include col- 
ored lithographs on kits and _ bot- 
tles, plastic handle for box, and an 
improved bottle design. Vacuum 
bottles have non-drip pouring lip, a 
non-sticking threadless cup of un- 
breakable styrene, and an easy to 
insert and remove synthetic stop- 
per. Aladdin Industries, Ine. 


For more data circle No. 21 on postcard, p. 115 


Woodworking Vise 


All-metal woodworking vise, the 
Versa-Vise, assembles onto a sep- 
rate base which permits its rota- 
tion in a complete circle, or allows 
it to be removed and turned on its 
side, where it also may be rotated 





in a complete circle on the same 
base. Vise is 4 in. deep and 2% in 
wide, and features lock mechanism 
which automatically locks 
Vise to base at the moment tension 
is applied by jaws to work mate- 
rial. Vise lists for $12.95; in the 
Rocky Mountains and West for 
$13.95. Will-Burt Co. 


For more data circle No. 22 on posicard, p. 115 


Versa- 


Cabinet Door Pivot Hinges 

Two new pivot hinges Nos. 333 
(illustrated) and 334 for cabinet 
doors completely overlap the frame. 
With No. 333 no vertical mullion or 
partition is required. For No. 334 
no horizontal stile is necessary. 
Both hinges are made of steel and 
are obtainable in bright brass, satin 
bronze and prime coat for painting. 
One pair of hinges are packaged in 
an envelope; 12 envelopes in a ox. 
Working model (WM 333-334) fea- 

(Continued on page 118) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 











BUSINESS REPLY CARD 


No postage necessary if mailed fh the United States 











POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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Here is Your Quick Check Card 


What it is... How it works HH 


@ Each issue brings you dozens of descriptions of new products, new dis- I | 


plays, etc., in the ‘What's New" columns. You get more of these in 1H | 
HARDWARE AGE than in any other magazine. Wn 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


| Hii | ! 

HW A | 
1H i | @ Drop the post card in the mail box. No postage is needed. You will 
| quickly receive, free, complete details on the product from the manufac- | | tI | 
| A turer. You may circle as many items as you wish. Separate information iH | 


will be sent you on each item. 1 i 














| @ Be sure to give your full name and address on the post card. Print or type HH | 
| it clearly. We cannot service post cards with incomplete addresses. H | | 
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» Pittsburgh Makes 


ONLY 


If you remember just one thing about 
Pittsburgh paint brushes, remember 
this simple fact: Pittsburgh makes only 
fine brushes! 

Take the Red Stripe line, for example. 
The quality of natural bristle that we 
used to know is not always available. 
Our world-wide contacts buy the best 
natural bristle that és obtainable, how- 
ever, and we use it to manufacture Red 
Stripe brushes—fine brushes that do a 
fine job! 

In the line of man-made bristles, you 
again have the best. Pittsburgh-devel- 
oped Neoceta, the first bristle in the 
world ever designed specifically for 
painting and painting alone, is available 
under the Red Stripe label in mixtures 
with hogs’ bristle, and in 100% Neo- 
ceta fills. 

What’s more, every type and size Red 
Stripe brush—from the smallest to the 
largest—is made with the same care, 
with the same fine workmanship and 
materials, and must pass the same rigid 
inspections, as famous Gold Stripe 
brushes. Pittsburgh people don’t know 
any other way to produce brushes. That's 
why we say—Pittsburgh makes only 
fine brushes! Now, don’t you think 
you ought to check your supply of 
Pittsburgh brushes? 

For the address of the Pittsburgh 
supplier nearest you, write: PITTSBURGH 
PLATE GLASS COMPANY, Brush Div., 
Dept. A-5, 3221 Frederick Ave., Balti- 
more 29, Md. 

There’s a Pittsburgh brush for every 

home and industrial use. 


PITTSBURGH 


Red SOP. ue 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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STERLING 


YOUR 
recommendation 





— carries with it the health 
and safety of your custo- 
mers. Sterling quality is your 
assurance! 


Sofe! 


5F5 — non- 
flammable 
paint and var- 
nish remover 
can be used in 
areas closed to combustion, 
around electrical equipment. 
Contains no Benzol! 


Safe! 





— 










; b. / 
Sterling Brush =! ctr gsm / 
Cleaner with 

Lanolin 


Free from tox- 
ic Benzol! Ren- 


ovates brushes, dulls gloss, 
Safety in- 
every label! 


cleans rollers. 
structions on 





You can recommend a Ster- 
ling paint remover and brush 
cleaner for every job! Ster- 
ling removers are all free 
from Benzol. 


Send today for prices and 
complete information. 


STERLING PAINT 


& VARNISH CO. 


Malden, Mass 


311 Commercial St. 








WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 115. 


(Continued from page 114) 








turing application of both hinges is 
available to dealers at no cost. Stan- 
ley Works. 


For more data circle No. 23 on postcard, p. 115 


Lawn Weed Sprayer 
Sprayer for spot-killing 
weeds has a shield at the 
which concentrates the 2, 4-D spray 
on weed and keeps it from drifting 
into nearby sensitive plants. Called 
the Weed-Shooter, unit is all-metal! 


lawn 
base 








and colored red and blue. Six are 
shipped in self-display carton com- 
plete with display sign. H. D. Hud- 
son Mfg. Co. 


For more data circle No. 24 on postcard, p. 115 


Portable Yard-Type Grill 
Portable, folding yard-type grill 

is an addition to the Hi-Lo line. 

Called the Chuckwagon, grill has 


four-level heat control, ventilated 
fire and ash pan, wind guards and 
special folding features. Side plate 
guards are finished in circus red 
and supporting legs and 
are rust-proof Kromolite 


handles 
| nit re- 





tails for about $9.95 and slightly 
higher on the West Coast. Union 
Steel Products Co. 


For more data circle No. 25 on postcard, p. 115 


Canister Set 

This four-piece canister set now 
has silk readings added. 
Molded of styron, canisters are de- 
signed to stack and lock for com- 
pact storage. Two large size canis- 
ters hold 5 lb. of sugar and flour; 
two half-height canisters are for 
tea and coffee. Available in red or 
yellow with white covers or in coral 


screen 


or chartreuse with gray covers. Set 
approximately 


$3.98. 


retails for 
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Cash in on the big ‘Do-It-Yourself’ Market. 
Triple your screen cloth profits. 
Sell the amazing new 
WERNER FOLD DOWN TYPE 
ALUMINUM SCREEN FRAME SECTIONS. 


WERNER Aluminum FOLD-DOWN TYPE SCREEN STRIPS 
makes it simple, and economical for anyone to make their 
own aluminum screen frames — Takes only minutes to cut 
and assemble a WERNER lifetime aluminum frame. Every 
one of your screen cloth customers is a potential WERNER 
screen frame prospect. WERNER frame sections fit any type 


of material — aluminum — plastic or louvre shade type. 


These 3 EASY-TO-DO STEPS 


are the reasons why WERNER screen frame strips sell faster 


and build bigger ‘companion sale profits’’ than any other 


do-it-yourself” screen frame or the market today 


. Cut 4 pieces of RDIO to size 
2. Snap in 4 Corner Clips (RD15) 
. Fold down the lip and 
the screen is complete 
WERNER frames save 74 the assem- 


bly time required with any other 
type frame. 


HERE’S WHAT YOU GET 





Your Choice of 
2 PROFIT-MAKING SET-UPS 
RD&4 UNIT 


For super-market service in hardware stores with an 
active do-it-yourself trade. Contains 84 six foot strips 
of RD-10 — 42 sets of corner clips RD-15 — 42 pair 
of screen brackets — instruction folders, etc. 


RD42 UNIT 
For stores in smaller trading areas or with limited 3 
stock storage facilities — contains just half the stock 
of the RD-84 as listed above. 


THE WERNER FOLD-DOWN FRAME 
Sells Wore Sereening Material 
BECAUSE IT 
Fits 7M “Types 


ALUMINUM — PLASTIC — FIBERGLAS — SUN SHADE — ETC. 














R. D. WERNER CO., INC.,Sales Office 295 FIFTH AVE., N. Y. 
Dept. S7 i 


i# [_] RUSH! Complete PROFIT Story and details on 
: WERNER Fold-Down Aluminum Screen Frame 
DEALER’S NAME 








Ssssessseees 


The attractive 3 color self-service merchandiser is included FREE 
of charge with either the RD-84 or RD-42, and with every re-order. 


STREET ... CITY STATE 





MY DISTRIBUTOR IS. 
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BWHAT’S NEW 








Wf 
’ 
SUPER- 


IMPROVED 


Same set is available with hand- 
painted gray rose floral on each 
piece for approximately $4.98. Bea- 
con Plastics Corp. 


For more data circle No. 26 on postcard, p. 115 









new LOK-BLOK 
HANDLE CONSTRUCTION— 
TWIST AND IMPACT 
PROOF... Another 
Outstanding and 
Exclusive Feature... 
PLUS Chrome-plated Satin- 
finish Blades * Super- 
tension Gripper Fingers 
* Blades Finest Chrome 
Vanadium Steel * 
Hand Ground Bits 
* Unbreakahie, 
Insulating 

Handles 


Snack Table 


TV snack table with detachable 
tray has tripod legs which fold into 
a compact package 1 in. in diameter 
by 22 in. long. Pentrate solid steel 
legs are rubber-tipped at both ends. 
| Made of styron plastic, tray is 13 


Pat'd. 





ripper Recedes 


Deep Into Handle, 





i 
da 

, ~ in. in diameter and alcoho] resis- 

tant. Tray comes in silver, gold and 

green; legs in black wrought iron. 

Retails for approximately $2.98. 

Federal Tool Corp. 


For more data circle No. 27 on postcard, p. 115 


OKO 








| Left-Handed Reel 


Left-handed model of the 1954 
Ny-O-Lite nylon spinning. reel is 
available at no increase in price. 
Both left-handed and right-handed 

| models are fair traded at $13.50, 
with an extra spool. Reel weihs 
| about 4144 oz., will not rust or cor- 
rode, is impervious to salt water 
and never needs lubrication. Waltco 


For more data circle No. 28 on postcard, p. 115 


Products. 
The Original 
Automatic Grip 


SCREWDRIVERS 


ORDER THRU YOUR JOBBER 


| vents buoyant material from get- 
UPSON BROS., INC., Rochester 14, N.Y. | ting wet and soggy when dunked 


Models for Slotted and 
Recessed Head Screws 


Specially Designed 
Bit Fits Both Recessed 
Head Types 


Water Skier Jacket 

This new water skier jacket, the 
Water Skipper, is made of Marks- 
way cloth, said to be completely 
waterproof. Cloth covering pre- 


120 





and dries quickly. Jacket is avail- 
able in natural sandpaper color in 
two sizes: small, 26 to 32 in. waist, 
and large, 34 to 44 in. waist. Amer- 
ican Pad & Textile Co. 


For more data circle No. 29 on postcard, p. 115 


Cooker-Fryer 

New Universal cooker-fryer fries, 
bakes and cooks. Dial regulates tem- 
peratures from 250 to 450 degrees 
F for deep frying, and “Lo” tem. 





perature for simmering. It also has 
a Signalite which tells when heat 
selected for recipe has been reached. 
Fry basket comes with unit. Lists 
at $18.95. Landers, Frary & Clark. 


For more data circle No. 30 on postcard, p. 115 


Blind, Shutter Holdback 


Blind or shutter holdback, perma- 
nently molded of aluminum, is 
styled in “S” pattern. Holdback is 
said to be non-rusting and will not 
stain shutters or outside wall sur- 
faces. Available with or without 
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PROFIT WISE DEALERS |tot Quickest, Pipe Thuading 


ARE SELLING MORE 
“C" CLAMPS 


when... 





Displayed On This | 
B& C Metal Stand | 


a 
> 


Now, put your clamps out 
where they can be seen-— 
if they’re seen, they sell! 
Let this B & C display be 
your star salesman. It has 
eye appeal, sturdiness—a 
perfect attention com- 
peller. A “C” clamp show 
case all its own! That’s 
why more and more B & C 
“C” clamps are selling 





E 
# 
= 


* 
‘ 


{ 


today — they’re dis- 
i) played to invite 
buyers. 


Get This Display Stand Free 
Order assortment # 1400—Consists of 55 clamps, with the 
metal counter display—assortment is shipped disassembled. 

















te || Cavern | ret ewe | icmenee | enshanet 
141 — 14,” V4,” 12 Only 
142 7 | 11/16” | 5/16” 24 * 
1424, || 242" | = 2,” Ye" . 

143 3” 2" 7/16” 12 

_ a 31/,” 54” 1 











B & C Clamp is the 
Quality Line — budget 
priced for quick sale 
—quick profits.—A 
variety of jaw 
throat 


wide 
openings and 
sizes. Frames are of 
specially heat-treated 
Malleable iron for ex- 
ceptional strength, 
elasticity and tough- 


ness. 





SOLD THROUGH JOBBERS. WRITE DEPT. B FOR LITERATURE 


Manufacturers of Clamps—Vises——Hand Tools for Produc- 
tion—Maintenance—Service Since 1925. 







tHe BRINK & COTTON merc. co. 


33 POLAND STREET © BRIDGEPORT CON 
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by hand....its OOR’ 


















Popular Fast-Selling OOR Threads 
1/3” to 1” Pipe Fast and Easily 


e You just can’t beat these small drop head dies 
for quick easy pipe or conduit threading. 


e Snap the size head you want into the drive 
ring, from either side, and you’re ready to cut 
clean perfect threads . . . heads can’t fall out. 


e@ Precision-cut alloy dies reverse easily for 
close-to-wall threads—no special dies needed. 


@ OOR and OR, % "to 1”; 111R and 11R, 4” 
to 14%"; 12R, %"’ to 2”. Free carrier with sets. 
Every threader fully work tested before ship- 
ment. Stock them for quick turnover. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





———" Ze 





Wor'.-Saver Pipe Tools 
tad ee se 
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you’LL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 









To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 


Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 





Stewart Iron Railing 


Stewart Chain Link 
Wire Fence 


THE STEWART IRON WORKS CO., INC. 
2137 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 


Iron Picket Fence 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 
Settees 
Window Guards 








$55 gets you $91 


at no risk! 


McNulty's handsome Economy Signs 
are backed by the same 
guaranteed-sale policy 

as our Estate Signs! 





Stokes, letters are cast from 


motifs, and 2" 
heavy government-standard aluminum and 


dipped in flat black enamel. 18’ wood 
panels reflectorized both sides for double- 
facing. Designed for customer assembly. 
No other signs approach them for appeal, 
price and value. 

Economy Sign Kit B, making up complete 
signs with a retail value of $91, costs you 
only $55 FOB our plant. If, after 12 months, 
you are not happy with the way they have 
moved you will receive a full refund on all 
unsold materials from your kit. The fact 
we can make this offer year-after-year 
shows that McNulty signs are very salable 
items, with their 40% Discount earning 
handsome profits for Dealers everywhere. 
Attractive Display Board (shown above) 
included at no extra cost. der x 
Economy Sign Kit B today, with — 
money order if not rated by D & B 








McNULTY 


Design Studios, in. 


MILFORD, CONN. 


since 
1946 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 115. 














anti-rattle springs which hold it 
securely in high winds. Holdback 
is 634 long and 3/16 in. thick 
and comes with lag screw or drive 
pin or special bolt, and plate mount- 
ing in dead black finish. H. B. Ives 
Co. 


For more data circle No. 31 on postcard, p. 115 


. J 
Magnetized Screw Drivers 
Set of six different size magnet- 
ized screw drivers comes with its 
own green enameled steel wall rack. 








No. ; 
of hardened, 


made 
tool steel 
non - inflammable 
handles. Oxwall Tool Co., Ltd. 


For more data circle No. 32 on postcard, p. 115 


3788 ensemble has blades 
tempered 
with shockproof, 


Flashlight Battery 

Flashlight battery incorporating 
a new principle of flashlight cell 
construction is called the Eveready 
D99. Positions of the zinc and car- 
bon elements of batteries have been 
reversed. This construction is said 
to keep battery sealed even when 


zine is consumed. Guarantee 
printed on label of battery offers 
a free new flashlight, complete with 
batteries, to anyone whose flash- 
light is damaged by the D99. Na- 
tional Carbon Co. 

For more data circle No. 33 on postcard, p. 115 


Spray Colors 

Six new colors have been added 
to line of protective spray coatings. 
Cherry red, regal blue, machine 
gray, chrome yellow, light gray and 
hunter green, they are packaged in 





12 oz. Aerosol spra-tainers. Special 
get acquainted assortment contains 
one of each of the new colors plus 
each of the regular line of 
crystal-clear, bright aluminum, 
bright gold, touch-up white, glossy 


one 


black and fiat black. Shipping car- 
ton opens into counter display. 
Krylon, Inc. 


For more data circle No. 34 on postcard, p. 115 


Pump Discharge Unit 

Sanitary underground discharge 
assembly, for use with submersible 
pumps, eliminates need for a well 
pit. Assembly is available in bury 
depths from 5 to 7 ft. for casing 
sizes 4 in. and larger. Easy to in- 
stall, assembly and pump can be 
pulled in case of need for repairs 
without disconnecting any piping. 
Red Jacket Mfg. Co. 


For more data circle No. 35 on postcard, p. 115 
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“... this 


ALL-AMERICAN TEAM 


» belongs in every home 


Yes, every home can use every one of these 4 
new American Jar assortments of Wood Screws, 
Sheet Metal Screws and Stove Bolts. Then the 
master of the house, and his assistants will al- 


98 SELECTED CADMIUM 
PLATED WOOD SCREWS 





Flat Head SELECTED 
14— "x No. 8 PAN HEAD TYPE “A” 
. sel as x aa SHEET METAL SCREWS 
14 — .* . No 10 Cadmium Plated 
oo 30 — %" x No. 6 
14 — 1%" x No. 10 30 — %" x No. 6 
Round Head 30 — %" x No.7 
14 — %" x No. 5 30 — %" x No. 8 
Oval Head 15 — %" x No. 10 
14 — %" x No. 6 15— 1"x No. 10 








NO. 1 STOVE BOLT 
ASSORTMENT IN 
GLASS JARS 
Packed 12 jars to a carton 
100 Pcs., 

10 Pcs. each of 10 Sizes 
Flat Heads |RoundHeads 


Ax V6 Yyx He 
1x%e | ”AxXHe 
wAxY%y | 1x He 
1x% | %x% 
1x 
4x 


[” 
. 











NO. 4 HOUSEHOLD 
STOVE BOLT ASSORTMENT 
in Glass Jars. 80 Pecs., 6 
Sizes, All Round Head 
and Cadmium Plated 
20 — % x Ve 


Get your order in for this profit-producing package 


deal . . 
jar re-shipper cartons (accepta 
Write now! 


. with each of the 4 assortments packed in 12- 


ble to all carriers). 





ways have handy all the fasteners they need for 
the common or garden variety of home repair 
jobs . . . from appliances to “rolling stock’’ to 
screens. 


So stock all these assortments now, and watch 
’em literally melt off your shelves. No doubt about 








AMERICAN 
SCREW 


ange F Pee 1% COMPANY 
it... this is the biggest customer-trend in buying ( Nyy WILLIMANTIC, CONNECTICUT Saf 
fastenings today. 4 Main Office & Plont ee | 
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Willimantic, Conn. 
Office & Plant, Norristown, Po. 
Office & Warehouse, Chicago, Ill 
Office, Detroit, Michigan 




















WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS pijy 
Tl 
TT 









Most dealers report: (@ 
“Our sales of Dur- \Au 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
= you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb, drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 

























in POWDER Form 


HERE’S HOW YOU 
CAN SELL MORE 
PUTTY KNIVES 
AND SCRAPERS 


te a» 
he 
fe 


FULL 
40% 
PROFIT 





ORDER 


From Your 


JOBBER 


NO. 7B SALES 
MERCHANDISER 
Features 
HYDE DE-LUXE 
BLACK & SILVER 
PUTTY KNIVES 
AND SCRAPERS 


HOME REPAIR TOOLS SINCE 1875 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 115. 


Grounding Receptacle 


Added to Surfex line, this three- 
wire grounding type duplex recep- 
tacle of the surface type is for use 
with non-metallic cable. Known as 
P&S 8672, receptacle has two cur- 
rent carrying contacts plus a third 
contact to accommodate U-shaped 


| grounding blades on special three- 








wire caps. Designed to mount on 
2x4 in. studs, it has knockouts for 
No. 12 or No. 14 standard non- 
metallic sheathed cable, and double 
grip, long-life contacts. Rating is 
15 amperes, 125 volts. Pass & Sey- 


mour, Inc. 
For more data circle No. 36 on postcard, p. 115 


Paint Brush Holder 


Paint-pan brush holder fits any 
paint pan, clamping rigidly onto 
pan and holding brush where paint 
drips into pan. Holder is cadmium- 





plated for anti-rust. Each holder 
is clipped on an individual display 
card. Retail, 39¢. Whizzer Prod- 


ucts Co. 
For more data circle No. 37 on postcard, p. 115 


Mason Levels 


Two new 42 and 48 in. brass 
bound mason levels have corner 
brass binding, permanently inter- 
locked. Available in solid mahogany 
and California sugar pine, in dur- 
able natural finish. Permanently 
set with four plumbs and two 


Fully guaranteed ayainst 
defects in material and workman- 
ship. Mayes Bros. Tool Mfq. Co. 


For more data circle No. 38 on postcard, p. 115 


levels. 


Portable Camp Stove 
Portable camp and picnic stove 
has self-contained, replaceable fuel 
tank, two burners with independent 
controls, and adjustable windguards 





for out-of-doors operation. Stove 
comes in steel cases with latch and 
handle. It can be opened in less 
than a minute and weighs 16 lbs. 


Stove with fuel lists for $17.95 
Prepo Corp. 
For more data circle No. 39 on postcard, p. 115 


Woodworking Tools 
New set of woodworking 

has been added to the Sioux line of 

portable electric tools. The com- 


tools 
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10-ft. Steel Tape 


STANDS UP STRAIGHT 
for UPRIGHT 
MEASUREMENTS 


Those long upright measurements are easy 
and accurate with this new EVANS King-Size 
10-ft. White-Tape. The 33% wider blade 
(full 3%") stays straight up without bending 
_ or buckling. You get a free belt clip and Tenite 
utility case with every tape. Sliding end hook 
for inside or outside measuring and... 





it’s marked so you don’t have to figure! 
no other tape is marked this Evans way. 


This Edge — marked in feet and inches with foot markings 





at every inch 











marked in inches from 1” to 120° 


This Edge 











Whichever way you work, in inches or feet and inches, 
you read instantly without having to stop and figure. 
The EVANS King-Size White-Tape Is the Top 10-ft. 

Tape Value at only $239* RETAIL 





another ~ > 
EVANS LAN AX . 
value— (4 if de XE A 


THE : 

ONLY =z 
12-FOOT 
POCKET 

WHITE-TAPE | 





This L-O-N-G-E-R 
Pocket White-Tape only $] 89* 


Now, a pocket steel Sa 
RETAIL 
tracy of adding two 


Standard blade : 
Va"" wide N S 
2 Ww an »S “ 
tape that measures a 
full 12 feet — elimi- 
nates the inconve- 
nience and inaccu- 
measurements as you do with shorter tapes. Exclusive EVANS double markings 
(same as King-Size above). Chrome plated case is no bigger than cases for 
shorter tapes. Self-adjusting sliding hook for 100% accurate inside or outside 
measurements. Each tape packed in FREE transparent Tenite utility case 
Let us help you sell more tapes. Write for free supply of leaflet 10-HA 
* Prices slightly higher 
Denver West 
@ 2677 
& CO. 
400 Trumbull Street, Elizabeth, N. J., U.S. A. 


Makers of Evans “Long Tapes” —25-50-75-100 ft. and Evans 6-ft. Folding Rules 
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THE FULL Gold Bond 


MASONRY PAINT LINE 














make YOUR store 
“Masonry Paint 
Headquarters” 


There’s a Gold Bond Paint for every masonry surface! You can 

| sell more masonry paint and be sure it’s the right one every 
time, if you'll put the new Gold Bond “Photoguide” to work 
on your counter. It shows, with photographs, every typical 
masonry problem...exterior and interior. All the customer 
has to do is flip through the pages and find Ais problem 
Use the Photoguide for faster, easier, sales...and make every cus- 
tomer a satisfied customer. For more information on the com 


plete Gold Bond Masonry Paint Line, mail the coupon today! 


For best results 


NATIONAL 
GYPSUM 
COMPANY 


BUFFALO 2, N.Y. 


"se Gold Bond 


PAINT PRODUCTS 






from start to finish 





Color 
Texture 


Velvet Sunflex 


Masonry 
Paint 


Spackling Patchinc 
Compound Plaster 


8 SS eS 
NATIONAL GYPSUM CO., Dept. H-54, Buffalo 2, N. Y. 


OD Please send mea free ‘Gold Bond Masonry Painting Book,’ whicn 
gives full information on Gold Bond's complete masonry line 











i 
wie pre 






KESTER 
=—— Meta MENDER 


IT SELLS for you 
IT SELLS again and again 


The original small package of Acid-Core Solder 
introduced 30 years ago! Often imitated but never equaled. 
The flux is of the Kester proven formula . . . correct 
diameter (1/8th inch) for best work. 
Remember, Kester is not a solder with /ess Tin 
so that it can be offered to you at a lower price. 


FREE: “Soldering Simplified” 16 page booklet on 
how to solder most anything. Write for your supply. 


KESTER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 


Newark 5, New Jersey © Brantford, Canada 


SOLDER 
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WHAT’S WEW 





plete set (RC-060) consists of: 
saw; saw table with mitre gauge, 
rip guide and slitter; oscillating 
sander, drum sander kit, 14 in. elec- 
tric drill; and set of 7 drill bits to 
Y% in. Set retails for $193.20. 
Albertson & Co. 


For more data circle No. 40 on postcard, p. 115 


Rocking Horse 


Pony Pal rocking horse has dual 
springs of heavy spring steel which 
provide an active trilateral motion 
safely. Unit has a seat 74x124x12 
in. high. Head has overall height 





| 
of 21% in. and base is 24x12 in. 
Seat, base and head are painted in 
3en-Tex dapple gray; hand and foot 
rests are red enamel. South Bend 


Toy Mfg. Co. 


For more data circle No. 41 on postcard, p. 115 


Flour Sifters 

New line of flour sifters come in 
colorful patterns. Illustrated top to 
bottom, they are: Country Kitchen, 
Golden Wheat, and Checkerboard. 
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you can sell 
more 


can openers 


with this simple 
easy-to-use 
demonstrator 







*Free 

sardine can 
demonstrators 
supplied 

with each 
Westco 66 


shipment. 


That's because to try it... is to buy it! This simple demon- 
strator* on your counter actually invites your customers 
to see for themselves the smooth, silky cutting action made 
possible by Westco 66's rotating blade 
of hardened tool steel. It gives them 
a chance to feel how easily it glides 


1 O84 ary 
ao" ry, 


\ “9, 
* Guaranteed by % 
Good Housekeeping 

«. yp 

. 







around any can, including the hard- = 
to-open sardine can. Always a best —_ 
seller, the Westco 66 with its new 


demonstrator will pyramid sales higher than ever. Write 


now for complete information. 


Ts$ 


QUALITY PRODUCTS FOR OVER A CENTURY 
Sell All the T & S Kitchen Time Savers. 
Boost your profits with sales-building Deluxe 
Superwhirl Die-Cast Beater and Bluewhirl 
Ball-Bearing Beater. 





TORRINGTON 


The Turner & Seymour Mfg. Co., Torrington, Conn. 
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1003 Belmout 1954 


SOth Anniversary 


This book opens up 
a new Profit Era 
for you! 








The New Modern Quality Ware of 1954 


The time has come to forget old-style ‘““enamelware”’ 
and the price basis on which it’s been selling. For 
this catalog, just off the press, offers you the new 
line of Belmont Deluxe Porcelainware made to 
sell in volume in today’s markets with any kind of 
high grade utensils. New. heavier weight and dur- 
ability, new modern designs including dome- 
shaped covers and plastic knobs, new rolled-over 
beads—no sharp edges . . . and prices that make it 
extra profitable for you to display and sell Belmont 
Deluxe Porcelainware! Write for this new Belmont 
Catalog A today! 


The @a¢7Z77..74 Company 


Division of The Ridge Tool Company 
100 Belmont St., New Philadelphia, Ohio 
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Makes 
paint stick 


Removes rust 


Prevents rust 


Packed 1 doz. 
in display case 


For prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis 6, Tenn. 


Millions Are Being Spent 
For DO-IT-YOURSELF 
POWER TOOLS 





You can get more than your share 
of this profitable business with a 
stock investment of less than 
$150.00 . .. with a basic assortment 
of nationally advertised Speed Way 
Tools on this permanent steel 
stock display. In your window, on 
counter, floor or island, this self- 
selling display permits buyers to 
hold tools, stillis pilferproof. Once 
in the hand beautiful SpeedWay 
Tools are practically sold. You 
can't use space more profitably. 










Order 
from your 
jobber or 
write for 
SpeedWay 
dealer's 
catalog 
showing 
suggested 
tool assort 
ments. 


a 
Spee? 3 Se co. 
1836 So. 52nd Ave. ¢ Cicero 50, Ill. 
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BWHAT’S NEW 











@ For more information on these products and services 
use free post card on page 115. 


Sifters have a four cup capacity 
and three screens which produce 
light, fluffy flour. Metal handles 
are designed for comfortable one- 
hand operation. Retail price is 
$1.69. Washburn Co. 


For more data circle No. 42 on postcard, p. 115 


Reflective Signs 

Two new reflective lantern signs 
for names or street numbers are de- 
signed to hang from *% in. cross- 
arms. Available in single or double- 
faced models. Name sign accom- 





in- 


letters and 
cludes an extra long arm. Single- 
faced model lists for $7.50; double- 


modates up to 12 


faced, $10. Number sign (illus- 
trated) accommodates up to 
numerals and does not include an 
arm. Lists at $5, single-faced; 
$7.50, double-faced. Both signs are 
of aluminum with black parts fin- 
ished in flat lacquer. McNulty De- 


sign Studios, Ince. 
For more data circle No. 43 on postcard, p. 115 


Six 


Small Power Sprayer 


Small power sprayer, the Strunk 
All-Purpose Mister, sprays insecti- 
cide, disinfectant, weed-killer and 
liquid fertilizer. Tank capacity is 10 
gal. Inside tank contains automatic 
agitator which keeps the chemicals 
at full strength. Unit can be con- 
verted to a power duster by remov- 
ing tank and attaching mechanically 





agitated dust tank, which holds 25 
lbs of dust. With sprayer is 16% ft 
attachment tele- 
scoping arm for spraying hard-to- 


spray hose with 


get-at places. Strunk Equipment Co. 
For more data circle No. 44 on postcard, p. 115 


Spinning Rod Reel Seat 


Added to line of fishing rod com- 
ponents, this spinning rod reel seat 
locks spinning reel to spinning 





handle in a fixed position. Made of 
stainless steel, it fits 29/32 in. O.D. 
cork spinning handle. Varmac 
Mfg. Co. 


For more data circle No. 45 on postcard, p. 115 


Coaster Wagon 


Road King coaster wagon has 
been added to line of BMC juvenile 
wheel goods. Wagon has free-turn- 
ing front gear, and is constructed 
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Exclusives 


locks The Blade 


pe} 
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customers fhe famous, exclusi 
features of a Parker Hack 
“Stu 





add anoth jone, Parker's ne 


“LOGaK lip’. Standard 





Hack Saw 










Your own brush factory? Unnec- 
essary. Your brushes are made 
to your specifications in the 
factory of one of the world’s 
largest, highest-rated, private- 
brand brush manufacturers... 
Manhattan. 


~y/ 


How to Build 
Your Own-Name 
Brush Business! 


— and reap an extra profit margin 
on no capital investment. 





Big investment? No capital 
investment at all. Manhattan 
provides not only the superior 
product in a wide range of 
assortments, but the entire 
operational machinery, including 
special designing of your labels. 





Brushes of pure bristle, nylon, 
nylon-bristle etc., stamped with 
your name or trademark. Feature 
your own Catalog, store displays 
and advertising mats for local 
dealers’ use — yours Free! 


Consumer acceptance? Experi- 
ence of others shows that your 
own-name brush line is a fast 
mover. It turns quickly, brings 
repeat business. You share 
extra profits with your dealers. 


Who is Manhattan? 


@ We have manufactured — for nearly 50 years —a complete line 
of paint and varnish brushes for the paint, brush, hardware, 
lumber, automotive, chain and variety fields. 

| @ We have established thousands of jobbers and manufacturers in 
| their own flourishing brush businesses. 
| 


@ We are equipped to produce quantity orders fér the biggest 
distributors. 

© Quality of brushes is unsurpassed by any nationally advertised 
brand. 

© Construction and materials unconditionally guaranteed. 







exclusive fea 
dealer pro 


Made of 
2 in. O.D. 


Varmac 


MANHATTAN BRUSH CO., INC., Dept. H-54 | 


*p, ° 
atent Pending | 42 West 18th Street, New York 11, N. Y. | 


Manhattan 
B Brush Co. inc 
| 


Gentlemen: Please send me without obliga- | 
tion complete information on your Own- | 
Name Brush Business Plan for jobbers and 
manufacturers, including samples of prod- 
uct, catalog, etc. 


steard, p. 115 


Manufacturers of World-Famous Trojan Saw Blades and Frames 





“ne 


agon has 





: juvenile 42 West 18th Street , = | 
‘Sri | PARKER MANUFACTURING CO. MMRCiSiggg oo ! 


WORCESTER 1, MASS., U. S. 
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WHAT’S NEW 




















of heavy gage steel. Welded, double- 
disc wheels have _ self-lubricating 
nylon bearings and 10x14 in. semi- 
pneumatic tires. Box is 35x17x4% 
in. Finished in __ scuff-resistant 
baked enamel, box and wheels are J Legible, 









red, handle and_ undercarriage the best 
black, and hub caps silver. BMC takes an 
Mfg. Corp. temptatic 
For more data circle No. 46 on postcard, p. 115 ial 
hours of 

Pipe Flange Unit -< oe 
New Quick-Connect flange unit is] labels ar 
said to speed the construction of} "me PF 
plastic and steel pipe to pumps. oe sant 
Basic unit consists of a_ rubber on, 


gasket, a malleable iron flange and 
two bolts. Steel pipes, either with ] Monarc 




















FOR QUICK DELIVERY gdengp 
PLUS SPECIAL BLOCKS can lear 
C4 can stock and feature Madesco Blocks with po om 
confidence. Their reputation for dependability M r 
under the most severe service is founded on over ips 
25 years of experience. erage 
Satisfied users reorder Madesco Blocks by name! Sevaisle, 
New customers are constantly created for you by anywher. 
adequate advertising that presells Madesco quality. able witl 
Check your Madesco stock. A balanced inventory is 
your best assurance against lost sales. Monarch 
Our engineering services are also available for versatile; 
your specialized needs. ee. Pet 
Over a quarter century of service. ae = 
or without threads, can be fastened gummed 


to the pump by inserting the ends | moictenin 
of the pipes into the flange and § tro} tags 
tightening the two bolts. Dayton J type. 
Pump & Mfg. Co. 
For more data circle No. 47 on posteard, p. 115 7 |LLUSTRATE| 
| FOR THE ASI 
14-Cup Coffee Maker The Mi 
This new 14-cup coffee maker and 
| server, designed for both outdoor 2010 
and indoor use, has been added to 
the Revere stainless steel cooking 


MADESCO TACKLE BLOCK CO., EASTON, PA. 





HAE-M590—2-54 
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STORE NAME 






by tightening controls 
with MONARCH 
mechanical 
price-marking 
Legible, tamperproof price-marking of every item is one of 
the best safeguards against stock discrepancies, price mis- 


takes and lost profit. Every unticketed item in the store is a 
temptation to dishonesty and carelessness. 





Monarch price-marking saves 
hours of tedious work. Monarch 
price-marking tickets, tags and 
labels are furnished with your firm 
name printed at the top, and are 
unconditionally guaranteed for 
uniform quality and accurate 
count. 


Monarch Pathfinder—biggest 
help at lowest cost — economical 
to use, easy to operate. Anyone 
can learn quickly. Sturdy, com- 
pact, portable. 


Monarch Junior hand-operated 
price-marking machine is ideal 
choice for chain units. Strong and 
durable, light enough to carry 
anywhere in the store. (Also avail- 
able with motor drive.) 





Monarch Junior ‘‘60” is 
versatile; also hand-oper- 
ated. Price-marks 74 sizes 
and styles of tickets, tags 
and labels, including Senso 
gummed labels that need no 
moistening; also stock con- 
trol tags from one setting of 





| 





type. 





ILLUSTRATED FOLDERS AND SAMPLE TICKETS, TAGS AND LABELS ARE YOURS 
FOR THE ASKING—WITHOUT OBLIGATION. Drop us a card today. 


The MONARCH Marking System Company 
216 S. Torrence St., Dayton 3, Ohio 
2010 West 62nd Street @ Los Angeles 47, California 


The Monarch Marking System Ltd. 
26 Duncan St., Toronto 2-B Ont. Canada 
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SPEEDY SPRAYER 890 


Diaphragms eliminate oily pis 
tons. Ye h.p. motor delivers 2 cv. 
ft. of clean, oil-free air at 30-40 
ibs. pressure. Never needs oiling. 
With gun, less motor, retail $36.50 


PAINT 
TANK 778 


Holds 3 gallons. 
Carried or hung 
on ladder. With 
10° air and paint 
hose. Retail 
$22.00 


SPEEDY SPRAYER 444 


No job too big! 4 cu. ft. of 
clean, oil-free cir at 40 Ibs. 
pressure. Y2 h.p. motor or 
engine. With gun, less motor, 
retail $66.00 





| NEW! MOBILE TANK SPRAYERS 





MODEL 960 MODEL 450 
4% h.p. with gun, witn motor $106.00 '/2 h.p. with gun, with motor $169.00 











ORDER FROM YOUR WHOLESALER 
W. R. BROWN CORPORATION 
2665 Normandy Ave., Chicago 35, Ill. 
Specialists in Portable Sprayers for Over 30 Years 
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Sprinkler Head 


W Hf F| j AY NM ra W All-rubber sprinkler head, called 
the Handy Sprinkler, has a metal 


connection which screws onto any 
standard garden hose coupling. 








Toy Western Revolver 

Buck’n Brone Pathfinder toy re- 
volver has a calibrated compass 
concealed in the gun handle. Com- 
pass is easily pulled out for view- 
ing. Extra caps can also be stored 
in compartment together with com- 
pass. Revolver, 11°4 in. long, also 
features revolving automatic cylin 
der and bronze colored handle. 
George Schmidt Mfg. Co. 


For more data circle No. 49 on postcard, p. 115 





utensils line. Coffee maker has Head produces a soft, wide spray 
water diffuser which rides on top and comes in either red or green. 
of coffee bed for more even dis- =—=— Metal parts are rust-proof. Lists 





for $.49. Knickerbocker Rubber Co. 


For more data circle No. 50 on postcard, p. 115 


tribution of water and shield which 
aids in faster coffee brewing by 
concentrating heated water under 
tube for quick perking through Lawn Sweepers 

pump. Product lists for $24.25 New lawn sweepers come in two 
Revere Copper and Brass Inc. models; a 20 in., 5% bushel ca- 
pacity unit and a 24 in., 7% bushel 





For more data circle No. 48 on postcard, p. 115 








5 


apis Pant bn 
FOR LEAF AND \ 
ROOT FEEDING 


rey 
ViGORO 


s 


End oPest End-o Weed a 
sae CRAB GRASS «= ARC. 
KILLER DUST 


Feature and display the Lied cota pest 
entire VIGORO gardening line! TREE SPRAY 


*Vigoro is the trade-mark for Swift & Company's 


America's complete and profitable complete, balanced plant food. 
line of Gardening products! TN - 
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blu pride 





The only trade-marked 
nationally promoted line 
in its price bracket! 


Complete line of baking 
and household tinware. 








RETAILERS KNOW the profitable 
advantages of selling 
MASTR-LOK Stove Pipe — the 


original pipe with a patented 









DRIPPING 
PANS 






locking device. Their cash registers 






give them regular proof that 
MASTR-LOK is the most-wanted, 
fastest-selling, and most profitable stove pipe! 












LOAF PANS 





CAKE PANS 











THERE'S EXTRA PROFIT IN 
BLU-PRIDE ELBOWS 







BISCUIT PANS 





That's because 12 elbows come nested in a 


special octagonal carton. This means less ship- 





ping costs...assures you of always receiving 





your elbows clean and dent-free...means your 





costs are less all the way around! 















Write us today for more information and the 
name of your nearest MASTR-LOK Wholesaler. 





GRATERS 





DOUBLE 
ROASTERS 









BREAD PANS 





FLARING 
PAILS 


PIPE 





MILK STRAINERS 
rele 
Cake, Cooky, 
and Muffin Pans, 
Colanders, Sieves, 
Flour Sifters, 
Drinking Cups, 
Wash Bowls, 
Flue Stoppers 


Send for Price List and Catalogs 


THE PARKERSBURG STEEL COMPANY 


PARKERSBURG, WEST VIRGINIA 









The Home of MASTR-LOK Stove Pipe, “‘blu-pride" Steelware and “‘brite-pride” Tinware 
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Clock Frames 

Three decorator frames have been 
designed for the $3.95 Sessions 
Saucer clock. They are: lacy, MAN 
wrought iron, tole frame, 12 in. jp 
diameter which lists for $4; hard. 
wood salad bowl] frame, 10 in. jr 
diameter which lists for $2, and sun. 
burst fan frame, 9 in. in diamete; 
which lists for $1.25. Special dis. 
play card, available without cost t 


WHAT’S NEW 


capacity unit. Frames are all steel; 
tires are semi-pneumatic type, 
brush reel is ball bearing and 
brush is continuous fiber locked-in- 
type. Individual brushes are re- 
placeable. Canvas basket is 10 oz. 
duck. Sweeper is packed and 
shipped in individual carton. Ohio 
Machine Products, Inc. 


For more data circle No. 51 on postcard, p. 115 


WORLD'S FINEST auvo top carmensil 


FOLD-A-WAY PUT-A-WAY AMERICAN BEAUTY 











ah Le 8 ORIN com 
me sont > stm, 


Sessions retailers, has been designed 
for attachment to the wrought iron 














#2-36-36-7 #3-44-42-5 (C or P) display fixture. Display itself is 
#2-42-36-7 #3-59-42-5 (C or P) free to retailers ordering 8 Saucer 

| Clocks. Sessions Clock Co. 
ECONOMY ATLAS OAKWOOD For more data circle No. 52 on postcard, p. 115 





las ré Pipe and Nut Wrench 


a 


_ go” 




















5 S* Wrench automatically grips and 
gf PA r #5-48W | releases on pipes and nuts, secur- 
‘ Ie #5-54W ing a fractional ratchet action 
#1-42 #5-60W grip. Self-adjusting trigger mech- 
anism permits one-hand operation 
CONVERTIBLE OAKWOOD JR. ly ATLAS STEEL ad | Wrench comes in both alloy stee! 
UTILITY - fre “fa » and alloy aluminum in a variety of 
LE© Deh yA ¢ | & sizes with replaceable insert jaws. 
y A Ze 4 j oy Trig-O-Matic Tool Corp. 
LE P For more data circle No. 53 on postcard, p. 115 
j* _ 
Me | 
ore 4354W | Pull Pup Toy op 
New pull toy featuring “Tricks- one nb 
ALL STEEL TINY TOTER by — the acrobatic pup,” stands J’ '™™e% 
TRANSPORT 16% in. high and has girder con- 
Producers | 


: = struction with molden-in interior 
EAS cay 
® #5-42967 | oh 
#1-42-36-7 #0-6 #5-36-36-7 
WATERPROOF FORMFIT AND BLANKET TYPE COVERS FOR ALL MODELS, 


CODE—Numbers following the first number designate: length and inside height in inches. 
“W" denotes oakwood. “C” denotes chrome. “P” denotes paint. 


WRITE FOR CATALOGUE AND PRICES 





Stor 


MAI 














TIG-ORE, INC. sroouw's, wv. 
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AMERICA’S NEWEST Garveninc 


MANN'S Kap Digger 


is your 


3 - Season 
Gardening Tool... 


TOOL! 


Spring, Summer... 


and FALL! 








4 THE 
IDEAL TOOL 
FOR PLANTING 
BULBS and SHRUBS 
THE CORRECT WAY! 


l. Sharp edges make it easy to cut 
neat sod blocks; 


Digs a bowl-shaped hole that lets 
the bulbs rest on soil-eliminating 
the air pockets that cause decay. 


Quickly replaces loose earth; 
tamps sod blocks back into their 
original position. 





Lifetime Guarantee 


If this “RapiDigger’” should fail in normal service, 
return the broken or damaged parts with this cer- 
tificate of guarantee and 45c to cover postage and 
handling, and a new “‘RapiDigger” will be sent to 
you immediately WITHOUT CHARGE! 

MANN EDGE TOOL COMPANY 

Lewistown, Pennsylvania 

Producers of highest quality edge tools since 1843 


Stock KepDigger and watch your garden grow! 


Kindly address inquiries to Department 513, 


Attractively packaged 
for the gift season! 





MANN EDGE TOOL COMPANY. sewstows,rensynvan 


+ « e Where FIFTH-GENERATION CRAFTSMEN make finest quality edge tools! 
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Two Scale Measuring Tape 


*” Hf Aa T mY La & ff New rule tape has double scak 
marking and is %4 in. wide and 1) 
ft. long. Individually packed on 4 
Tru-View card with clear plastj 
cover, tape is removable for inspe 
@ For more information on these products and services tion. No. 3610W Pull-Push tape is 


use free post card on page 115. marked in inches and feet. Mout 
converts ft. to in. or vice-versa. D 


shaped die cast case has chromiu 
plated finish. Add two inches fi 
inside measurements. Flexible 
rigid steel blade is replaceable, has 
white non-glare finish, bolt gradua- 
tions and numbers. Tru-Zero hook 








struts. The pup, which can _ be 
played with on or off the wheeled 
platform, stays put in more than 
100 poses. Pup barks when his 
nose is squeezed, and the platform 
clacks when moving. Retail price 
is $3.98. Eldon Mfg. Co. 


For more data circle No. 54 on postcard, p. 115 


TV Tray Table 

King-size TV tray table fair 
trades at $3.95. Set of four with 
storage rack fair trades at $15.95. 





Detachable tray measures 16x20x% tubular steel with aluminized 
in. and comes in teal green or baked enamel finish. Legs have rub- 
mocha. Table is 25 in. high and ber tips to protect floors. Cal-Dak 
folds flat for storage. Lightweight Co., Ine. 

frames are made of % in. welded For more data circle No. 55 on postcard, p. 115 


FACTS ABOUT 







R/) 


——_— TIPPING 
V a 2 ® 
Ross} Fine Tipped Tynex Nylon with — 


EDW ARD E. ROBINSON S Wins ng Lorre MT 


_=) 
Ss, i 
oBINSOWe 


and 
5% 
the 
= 


NEW TIPPED TYNEX (wshod 


1 Robinson Tipped and 
flagged Tynex Nylon 
Brushes have greater 
holding power due to 
softened and flagged 
tips of varying lengths 
-.. providing a paint 
reservoir rivaling 
bristle. More pick-up 
= speed ! 





The new Robinson Tipped and flagged Tynex 
paint brush line is a top quality line. Each brush 
is made of fine Tipped nylon with paint-carrying 
flag ends produced on Robinson's Nylon Tipping 
Machine. Each brush contains all distinguishing 
characteristics of quality—flexibility, resilience, 
taper, and good length out—to give a faster, 
smoother, professional paint job. Yes, it's craft- 
manship . .. the result of 50 years of experience 

. as well as superior performance of each 
nylon or pure bristle paint brush bearing our 
name, that counts at Robinson. 

































MIXING 


100% Tipped Tynex 
Nylon mixed to formule 
to give desirable taper, 
resilience and increased 
capillary action. 
















\ 








DuPONT TYNEX NYLON 
Used Exclusively 
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GIVE YOUR 


WICKING SALES 


A BOOST 


Sell the 3 R/M reliables 





KINDLERITE 


R/M’s standard quality 


woven asbestos kindler. A © 


sturdy, long-lived wicking 
with wire core in both warp 
and filling yarn. Packaged 
5% ft., 6 ft. and 100 ft. to 
the box. In widths of %", 
1", 144" and 136". 


QUIK FLAME 


The most efficient kindler 
ever developed for range 
burners. Patented open 
mesh construction provides 
best possible results with 
distillate oils. The extra- 
heavy wire core yarn keeps 
the kindler upright in the 


WOVEN GLASS 


The acme of perfection in 
stove kindlers. The only 
glass wicking woven with a 
wire core in every strand to 
protect the burning edge. 
Packaged 5% ft., 6 ft. and 
100 ft. to the box. In widths 
of %", 1", 14" and 1%%". 


burner channel. Glass yarn 
at burning edge facilitates 
the removal of carbon de- 
posits. Packaged 6 ft. to the 
box. 's“ and 1%<" wide. 


R/M lighting rings provide long life and trouble-free perform- 
ance in wickless kerosene stoves and heaters. The public 
knows this; so keep them in stock and keep your customers 
happy. All of them are priced to yield a generous profit. 





RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, Manheim, Pa. 


FACTORIES: Manheim, Pa. * No. Charleston, S.C. * Passaic, N.J. « Neenah, Wis. * Crawfordsville, Ind. * Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Asbestos Textiles « Packings ¢ Brake Linings « Brake Blocks « Clutch Facings « Fan Belts » Radiator Hose 
Rubber Covered Equipment + Industrial Rubber, Engineered Plastic, and Sintered Metal Products + Abrasive and Diamond Wheels 
Bowling Balls 
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WHAT'S NEW 








compensates for its own thickness 
inside or outside; measurements 
start at absolute zero. Six rules in 
a box; list at $2.39 each. Stanley 
Tools. 

For more data circle No. 56 on postcard, p. 115 


Vise Stand Tool Tray 


Made with a built-in folding tool 
tray that eliminates all loose parts, 
Ridgid 40A Tristand Pipe Vise is 
equipped with three pipe benders, 
ceiling brace screw, pipe rest and 
tool hanging slots. Tray pushes 
down flat for easy set-up and extra 
rigidity of stand; pushes up to fold 
in and chain legs for easy carrying 
Feet have rubber grommets to pre- 
vent travel in use. Available in two 
models: 40A Yoke Tristand, 4% to 
2% in. capacity; 45A Chain Vise, 
% to4 in. Ridge Tool Co. 


For more data circle No. 57 on postcard, p. 115 


















WARWOOD 
WORKMANSHIP 
MAKES THE 
DIFFERENCE 
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Electric Fence Controller 


Model W electric fence controller 
is designed for electric fence in- 
stallations where vegetation causes 
shorts. Unit has replaceable circuit 
breaker. Operates from 110 to 120 
AC. Comes complete with installa- 
tion instructions and fence tester. 
List price is $23.95. It is guaran- 
teed for one year. Shox-Stok, Inc. 
For more data circle No. 58 on postcard, p. 115 








Fireside Furnishings 

New line of wrought iron and 
brass fireside furnishings, designed 
in Italy, are available in combina. 
tions of black and brass, aquame. 











rine and brass, and aluminum and 
brass. Pieces list from $30.00 t 
$79.00. Matching design firescreens 
complete the ensembles. Wilshire 
Mfg. Co. 


For more data circle No. 59 on postcard, p. 115 


Magnesium Level 


A completely new extruded I- 
Beam level in full range of lengths. 











TOOLS FOR 


GENERAL CONSTRUCTION 
AGRICULTURE and GARDENING 
MINING and INDUSTRY 
RAILROAD TRACK MAINTENANCE 


WARWOOD TOOL COMPANY »° Wheeling, W. Va. 


Dependable Everyday Utility Tools! 


Warwood Bars are staple tools 
for rough use. New developments 
in forging methods make Warwood 
bars stronger, more durable and 
longer lasting. Attractively finished, 
these tools will meet the most ex- 
acting requirements for everyday 
rugged service. For the bestin 
bars and other forged tools, 
always buy Warwood . .. it’s your 


guarantee of customer satisfaction. 


- 
A. RW, 

[am \ 
| SINCE 1854 | 
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501 
SOLID BRASS TRIM 


Polished Finish 


531 
ALUMINUM TRIM 
Anodized Satin Finish 


()PERATION—By knob from 
mtside and lever inside ex- 
cept when both knob and lever 
are locked by slide stop on 
iminum and{ side escutcheon. 
$30.00 te 
firescreens 


ome ALUMINUM TRIM 
sic as well as SOLID BRASS 


of length is available on these KEIL 
Screen Door 


0 — nes Sets 


\ ea Bn nie... 


staple tools : a ey ; 
; or aa SOLID BRASS TRIM 
Polished Finish 


535 
— . ALUMINUM TRIM 
vely finished, | seme La: Z ", Anodized Satin Finish 


OPERATION—By knob from 
outside and lever inside ex- 
cept when both knob and lever 
i ee ¥, : are locked by slide stop on 
the best in VEencee t eye aes inside escutcheon. Stop may 
be set or released by key 

ged tools, from outside. 


the most exe 


or everyday 


ia DEMAND FOR THESE KEIL SCREEN DOOR SETS 
satisfaction. 
; IS GETTING HEAVIER EVERY DAY 


AT ON CE CONTACT YOUR JOBBER OR WRITE TO 


KEIL LOCK CO. inc new tampsnine 
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WHAT’S NEW 


@ For more information on these products and services 
use free post card on page 115. 








Spinning Reel 

Spinning reel has automatically- 
retractable finger for line pick-up. 
Device works just the opposite of 
the bail on other spinning reels. 
Called the Spinalong, reel lists for 





Features include easy on-the-job re- 
placement or adjustment of a sin- 
gle plumb or level vial; oval vial 
units, Pyrex vials set in plastic 
setting and finished frame. Exact 
Level & Tool Mfg. Co., Inc. 


For more data circle No. 60 on postcard, p. 115 


Quabiiy Cleaner... 
@ FEATURES THAT CSQGG/ 


SEPTIC TANKS...SEWERS...BOWLS 
GREASE TRAPS...DRAIN PIPES 





Customer acceptance and sales of KING-OF-ALL 
KLEENERS have increased steadily year after year. 
Here is why_— 


FOR THE CUSTOMER —A quality product that does 
its work quickly without muss or fuss—Only pure 
cleaning chemicals are used—No fillers of any kind 
are added. THIS MEANS CUSTOMER SATISFAC- 
TION WHICH ADDS UP TO REPEAT SALES. 


FOR THE DEALER—A proven product, in demand the 
year around—Supported with point of sale displays 


that move merchandise—National advertising in lead- 





ing shelter magazines—Excellent margins. 


King Of All 









Two color 
counter displays 
that move merchandise. 


$4.95. Companion piece, the Monta- 
gue Spinalong spinning rod, ig a 
fiberglass rod 5% ft long. Lists 
for $4.95. Ocean City Mfg. Co. 


For more data circle No. 61 on postcard, p. |); 


Duck Decoy 

New Ring-Necked duck decoy 
has been added to the Victor Ma- 
jestic Standard line. Made of plas- 








tic, decoy is life-size with ad- 
justable, all-position head. Decoys 
are packed six to a carton. Animal 


Trap Co. of America. 
For more data circle No. 62 on postcard, p. 115 


(Resume reading on page 13) 


gout ~™ or 

"Guaranteed by ™ ‘ 

Good Housekeeping 
<7 Aoveerest® raed 





KING MANUFACTURING CO. 








Available through Hardware Distributors. 


Write today for complete information. 
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Flint 6, Michigan 
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TO HELP YOU SELL 





Paint Color Portfolio 


black color scheme and features a 


rod, is : . 
oa ri Portfolio, listing 200 colors, is pon gues 4 cg oy Ps Bn 
Mfg. Co. bound in fabricord, and displays five kn ae Soe — 
postcard, p. 11; New Displays and Other samples each of the 200 Nu-Hue aceaiens saad Py ae ae 

Roster Sales Helps colors. When closed, portfolio raea- 
sures 10% x 14 in. Open it is 10% 
x 42 in. Available for $7.50. Martin- Convertible Bike Display 
duck decoy (Continued from page 13) Senour Paint Co. ; 
Victor Ma. For more data circle No. 64 on postcard, p. 115 One-piece cardboard d . splay 
ade of plas- opens into a tent and slips over 


Sprinkler Streamer seat and handlebars of Huffy-Con- 


Full color window streamer for 
company’s two Swingin’ Sprays 


lawn sprinklers, is available free to 
promotional 
yellow 


aid. 
and 


dealers as a 
Streamer has green, 





display of Colonial cabinet hard- 
ware, and No. 735 display of Co- 





with ad- lonial door hardware. Revolving 
. Decoys display No. 2505 substitutes No. n ; ; ’ 
d Decoy — ; ‘ vertible bike. One side of bright 
n. Animal 705 decorator and concave knobs : 
3 a ie . ; red, yellow and black display tells 
for No, 735 display. American 
a how extra wheels can be used to 
osteard, p. 115 | Cabinet Hardware Corp. k ovtiie tone, Giber wide 
page 13) For more data circle No. 63 on postcard, p. 115 make Convertible toys. er siae 


Save when you remodel — 


we HIRSH pre-bitt shelving 


e pre-bilt units cost less in the first place 
e cut maintenance costs 
e cost nothing to change 


it’s so easy—you can do it yourself! 
you get all these advantages—and more—with Hirsh pre-bilt shelving 





Pre-Bilt Shelving comes in three- and six-foot units. 
Uprights, Hirsh-wood shelf boards, extruded alumi- 
num ticked molding, sway braces or center panels, 
screws, nuts, bolts, and complete yet simple instruc- 
tions are included with every unit. 


ready to assemble — nothing more to buy. Pre-finished, too! . 


easy to assemble — no skilled labor or special tools needed. Simple, easy-to- 
follow instructions. 


increased shelf capacity —as much as ten percent more merchandise can be 
displayed in the same area. 

super-strong — high-strength steel engineered for maximum support. 

adjusts to meet any changes — whether in store arrangement, merchandise, 
or package sizes. Hirsh pre-bilt units never grow old! 


AVAILABLE COAST TO COAST THRU YOUR WHOLESALER OR EQUIPMENT DEALER. 





send in this handy . S. A. Hirsh Manufacturing Co. HA-5 
coupon today! T5~ 3 Souci 
, 2 e Gentlemen: Please send me literature and 
Bring ged store up to date with 2 complete information on Hirsh Pre-Bilt 
pre-bilt shelving by $ Gondolas and Wall Shelving. 
s 
2 co, HIRSH wig. co. $= 7 
7 
— S.A. Mig. Co. 3 ——_—— 
7 
8051 Central Park Ave. - Skokie, Ill. o OO ere = 
ORchard 3-6610 : cily. ( SE 
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kit which holds 12 packages of Tile Floorin Dis la 
Le) HELP YOU AY 7a4 coasters. Kit weighs 9 lbs fully 3 Sle 


: - ; 7 KenFlor viny] tile flooring sam- 
stocked and is 3 in. high, 10 in. Flor , g n 


. , 2 ; s 12 pieces of each color, 
wide and 16 in. long. Wooster Rub- pler hold on a en 





lus six ThemeTiles. Printed in 
ber Co. P of 
o 
tells how bike can be used as a For more data circle No. 67 on postcard, p. 115 8 
four-wheeler. Display includes c 
blue-print for making trailer, cart, Roller Skate Packages 
and other toys. Wagon hitch for New packages for Globe’s begin- 
attaching the toy is offered free to ner’s skates, intermediate _ ball- ; 
every purchaser. Huffman Mfg. Co. bearing model, and heavy duty waite 8 
For more data circle No. 66 on postcard, p. 115 bon to 
play; a 
. * ¢ a 
Coaster Display Kit “7 
P eanhetS 
New Rubbermaid coasters are and De 
. . oe 
packaged in self-display counte) mat sh 





yellow on a black background, sam- 
pler can be used for window or 
counter display. Price is $3. Ken- 
tile, Ine. 





For more data circle No. 69 on postcard, p. 115 — 
types has red, white and blue motif. Toaster Merchandising Kit ae 
Brief selling information is carried ag ; wan 
on end panels of each carton. Toastmaster merchandising kit —_—- 


Globe-Union, Inc. is designed to help retailers tap the 


For more data circle No. 68 on postcard, p. 115 bridal-gift market. It includes 


AMERICA’S FINEST LINE 
CAST ALUMINUM MAIL BOXES 







NOW!! 
ANOTHER 













The Rancheltle 





lst! 














Ss IT'S THE NEW Ss : 
“Stack-Pack” — 
7 PULLEY CONTAINER! | —_ 

*Patented S Size: Width—I6/ In. Height—8 In. 








Depth—2!/. In. Weight 17!/. Lbs. y 

Packed 6 to Carton Size: Width—I| In. Height— 
64 In. Depth 1% In 
Packed 12 to Carton 
Weight under 20 ibs 

The For Parcel Post Shipping 


EATHERPRUF 
Style No. 500 | * ™ 
Size: Height— | %& NON-RUSTING 


idth 
a <q bern EASY TO INSTALL 


~~ 


f 


MR. DEALER... 
To make your selling 
easier Chicago Pulleys now come 
to you in these attractive red, white and blue 


display packages. All sizes are clearly marked pried - ‘ ¢e ALUMINUM SCREWS FURNISHED 
and each package has the patented inter- ag Ag ° NO STREAKED WALLS 


locking feature to keep your stock 


always looking neat and trim. Under 20 Lbs. | ¥ Brack WRINKLE FINISH 


for Parcel Post 
Shipping. % STRONG AND DURABLE 


PRICED TO SELL | % FINEST ALUMINUM ALLOY 








Ask your Jobber or write us for nearest source 





ASK YOUR JOBBER 
about Stack-Pack's 
‘'THEY CAN'T FALL OVER" 


| FLORIDA ALUMINUM CASTING FOUNDRY. INC. 


P. O. Box 1070 West Palm Beach, Fia. 
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ring sam- 
ach color, 
rinted in 





und, sam- 
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$3. Ken- 


teard, p. 115 


ing Kit 
sing kit 
s tap the 
includes 


NE 
IXES 





TO HELP YOU SELL 








® For more information 
en these products and 
services use free post 
card on page 115. 


white silk drape and blue satin rib- 
bon to serve as backdrop for dis- 
play; a bride and groom ornament, 
and a full-color easel, consumer 
leaflets on both the Super De Luxe 
and De Luxe Toastmasters, cut and 
mat sheet and an instruction dia- 












gram on setting up the display. 
Kit lists for $2. Toastmaster Prod- 
ucts Div., McGraw Electric Co. 


For more data circle No. 70 on postcard, p. 115 


Sectional Fixtures 


A new 8-page booklet describes 
sectional open display, steel fix- 
tures, composed of 2% ft sections. 
They are inter-connectable to form 
continuous unbroken units of any 
desired length in multiples of 21 
ft. Also described in booklet are 
display accessories such as per- 
forated boards, prongs, glass bin 
equipment, wire baskets, tool an:l 
broom racks. Daley Store Fixtures. 


For more data circle No. 71 on postcard, p. 115 


Masonry Coating Kit 


Resistilite, new rubberized coat- 
ing for masonry, asbestos shingle, 
brick, stucco, concrete and cincer- 
concrete block, comes in kit with 
chips of all 36 colors in line. Kit 
also contains overhead streamers, 
bill stuffers and counter pieces, and 
compact display featuring an asbes- 
;tos shingle, half of which has been 








painted with Resistilite. Paint is 
made with Goodyear’s Pliolite S-5. 
Murphy Paint Div., Interchemical 
Corp. 


For more data circle No. 72 on postcard, p. 115 


Aerator Catalog 

Catalog “A” contains four pages 
describing Mel-O-Flo jet and spray 
aerators. Catalog introduces four 
new items in the line, including the 
Spray-Aerator, Model No. 310. 
Melard Mfg. Corp. 
For more data circle No. 73 on postcard, p. 115 


(Resume reading on page 14) 















attiah— TUBULAR LOCKS 
aa 4 -Z SET 
E - Zier to sell... ite 
E - Zier to install Closet, 
plus 
” quality and price 
that can’t be beat! 








WRITE FOR LITERATURE AND PRICES 
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New Jersey Retailers Bring Fair Trade 


Violations to Manufacturers’ Attention 


Practical steps to reduce 
trade diversion in the metro- 
politan New Jersey area, 
have been taken by the Ber- 
gen County Hardware Mer- 
chants Association. 

“We know that, as an as- 
sociation, it is impractical 
for us to attempt to prose- 
cute fair trade violation,” 
stated Harry Palmer, Palmer 
Hardware, River Edge, N. J., 
association president, but we 
believe we can be effective by 
bringing concrete evidence of 
violations to the attention of 
fair trading manufacturers.” 

Harold Lev, Fort Lee, 
N. J., attorney, has been re- 
tained by the association for 
this purpose. 

Mr. Lev will consult with 
the group’s Fair Trade com- 
mttee, headed by Floyd Win- 
ters, Romaine Hardware, 
Hackensack, N. J. Members 
of the Fair Trade committee 
collect definite evidence of 
price-cutting which is then 
passed along to Mr. Winters 
and in turn to Mr. Lev, who 
presents it to the manufac- 
turer concerned. 

Ralph Langsam, vice-presi- 
dent of Masback’s, Inc., New 
York wholesale firm, was the 
principal speaker at the last 
meeting, April 27, at Ny- 
strom’s Restaurant, Paramus, 
N. J. 

“We can’t legislate the dis- 
count house out of business 
under our democratic princi- 
ples,” stated Mr. Langsam. He 
advised that independent 
merchants must make good 
on their leading asset, coun- 
seling the consumer, if they 
are to win the struggle for 
the market. 


Wholesale Firm Appoints 
Hampton Vice President 


C. A. Hampton, manager 
of Auburn Hardware Co., 
div. of Hibbard, Spencer, 
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Bartlett & Co., Evanston, 
Ill., has been elected vice 
president of the parent com- 





Cc. A. HAMPTON 


pany it was announced by 
O. W. Ahl, president of 
Hibbard, Spencer, Bartlett. 

Mr. Hampton was associ- 
ated with Auburn Hardware 
prior to its purchase by 
Hibbard, Spencer, Bartlett 
last year. 





RB&W Names Ficken To 
Executive Sales Post 


George J. Ficken, Jr., has’ 
been appointed assistant 
general sales manager of 
Russell, Burdsall & Ward 
Bolt and Nut Co., Port Chest- 
er, N. Y. 

Formerly an RB&W sales- 
man in New England and 
New York, Mr. Ficken has 
also served in various execu- 
tive positions in the company. 


H. T. Jackson Retires; 
66 Years with Plumb Co. 


Harry T. Jackson, plant 
general manager of Fayette 
R. Plumb, Inc., Philadelphia, 
retired recently after 66 
years of service with the 
company. Mr. Jackson, now 
79 years of age, started with 
the company painting picks. 

Fayette R. Plumb, board 


chairman of the company, 
told Mr. Jackson that his ser- 
vice with Plumb represented 
an outstanding example of 
unselfish devotion and loyalty 
to all employees of the firm. 

Mr. Jackson plans to live 
at his home at 211 102nd St., 
Stone Harbor, N. J. 


Washington Dealers 
Plan Training Course 


A Sales Institute will be 
held June 7 to 10 at Pacific 
University, Forest Grove, 
Oregon, under the sponsor- 
ship of the North Coast 
Retail Hardware Assn. 

The sessions, according to 
Martin W. Danko, executive 
secretary of the association, 
are intended to be of value 
to store owners, managers 
and personnel. 

The meetings 


will cover 


supervise 
aluminum 


many phases of retail store 
operation and will include 
a visit to a tool manufactur- 


ing plant. 
Cost of the course will be 
$50 per person, including 


tuition, lodging and meals. 


Permite Paint Names 
District Sales Manager 
Vincent A. McLoughlin has 


been appointed Eastern dis- 
trict sales manager of the 


Permite Paint and Varnish 


Div., Aluminum Industries, 
Inc., Cincinnati, O. He will 
sales of Permite 
paints in New 
York, New Jersey, Delaware 


and Eastern Pennsylvania. 


Mr. McLoughlin was fo: 
merly associated with the 
Sherwin-Williams Co., which 
he joined in 1951. 


John Wallace Made President of Eastern 
Golf Association; Brigham Wins Golf Bowl 


John J. Wallace, sales 
manager of Clemson Bros., 
Inc., Middletown, N. Y., was 
elected president of the East- 
ern Hardware Golf Assn. at 
the group’s recent meeting at 
Shawnee Inn, Shawnee-on- 
Delaware, Pa. 

The meeting was marked 
by intensive competition in 
the club’s golf tournament, 
with more than 175 golfers 
participating. 

Winner of the Hardware 
Bowl this year in the golfing 
tournament was H. Prescott 
Brigham of Bridgeport 
Hardware Mfg. Corp. John 
H. Butcher of Butcher & 
Hart Mfg. Co. was runner 
up. Mr. Butcher was also 
Medalist with a 78. 

The election of Mr. Wal- 
lace as president of the as- 
sociation represented an un- 
usual honor for it marked 
the first time that the same 
man has had the distinction 
of being elected to president 
of both the Hardware Golf 


Assn. and the Eastern Hard- 
ware Golf Assn. at the same 
time. 

Other officers elected at the 





JOHN J. WALLACE 


meeting were first vice-presi- 
dent, Francis P. May, May 
Hardware Co., and_ second 
vice-president, Joseph C. 
Walker, Buffalo Bolt Co. H. 
L. Gilliam, Wood Shovel & 
Tool Co., was re-elected 
secretary-treasurer. 
Members elected to 
(Continued on page 150) 
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Slaymaker Lock Elects 
Williams Vice President 


Fred A. Williams was 
elected vice president of Slay- 
maker Lock Co., Lancaster, 
Pa., at a recent meeting of 
the firm’s board of directors. 

Mr. Williams joined Slay- 





FRED A. WILLIAMS 


maker in 1946 as assistant 
sales manager. He was sub- 
sequently made manager of 
industrial sales, 1948, and 
general sales manager, 1953. 


Fairbanks, Morse 
Opens Pump Plant 


A new pump plant at Kan- 
sas City capable of producing 
enough pumps to move 35 





Hardware Briefs: 





Yonkers, N. Y. — The 
William Tell Hardware 
store in the new Cross 
County Shopping Center 
was opened on May 10. The 
store is 31x142 ft., has main 
entrances at both ends of 
the building, and is equipped 
with two check-out counters. 

The new store is owned 
by Charles Conklin and Sey- 
mour Tell, who also operate 
Reynold Hardware & Ap- 
pliance of Tarrytown, N. Y. 


HARDWARE AGE, MAY 27, 





billion gallons of water or 
other fluids per day was 
formally dedicated and open- 
ed to the public by Fair- 
banks, Morse & Co., in a four- 
day ceremony from May 19 
through May 22. 


Donner Mfg. Names 
Sweetman General Mgr. 


Howard N. Sweetman has 
been named general manager 
of the Donner Mfg. Co., 
manufacturers of bath ac- 
cessories, cabinet hardware 
and sliding door locks. 

Mr. Sweetman has been 
connected for many years 
with the manufacture and 
distribution of builders’ 
hardware. The firm also an- 
nounced the expanding of the 
Weschrome Bath accessories 
line to include a complete 
selection of recessed chrome 
bath accessories. 


Name Merchandise Mgr. 
Allied Western Distribu- 


tors, Inc., 667 Mission St., 
San Francisco, Calif., whole- 
sale distributors of gifts 


and gadgets, have appointed 
B. B. Vincent Lyon, Jr., 
merchandise manager. 


William Tell Hardware Opened May 10; 
Rabel Buys Baxter’s Store in New York 


Mamaroneck, N. Y. — 
Baxter’s Hardware of 121 
Mamaroneck Ave. has been 
purchased by Arthur Bubel 
of Port Chester, N. Y. The 
Baxter store has been lo- 
cated in Mamaroneck for the 
past 70 years. 

Mr. Bubel is a partner in 
Litehouse Builders’ Sup- 
plies, Inc., Port Chester. 
The Mamaroneck store will 
be under the management of 
Herman Bubel. 

(Continued on page 154) 
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Marketing and Advertising 
To Be NRHA Congress Topics 


Marketing problems in the 
retail hardware trade, the 
irha advertising program, 
government interference in 
business and selling for cash 
will be some of the topics of 
the 55th annual Congress of 
the National Retail Hard- 
ware Association. The con- 
vention will be held from 
Sunday, July 11, through 
July 15 with headquarters 
and convention sessions at 
the Fairmount Hotel in San 


Francisco, Calif. 
Registration will start 
Sunday at 1 p. m. in the 
main lobby of the Fairmount. 
That morning the NRHA 
board of governors. will 
meet. National officers, di- 
rectors, past presidents and 
their wives will attend a 
dinner in the Garden Room 


of the hotel in the evening. 

President Robert H. West- 
brook’s reception will be held 
Monday evening, at the 
Fairmount Hotel, as “A 
Night in China,” to include 


a Chinese dinner and floor 
show. 

Official opening of the 
Congress will be _ presided 
over by President West- 
brook on Tuesday morning 


at 9:45. “We Roll Up Our 
Sleeves” will be the topic of 
William G. Mashaw, di- 
rector, trade_ relations, 
NRHA, to be followed by an 
address, “Two Ways to Go to 
Market,” by Lynn Williams, 
Chicago attorney. A ques- 
tion and answer session will 
conclude the meeting with 
Glendon Hackney, editor, 
Hardware Retailer, as mod- 
erator. 

Cash versus credit selling 
will be discussed by John F. 
Spaulding, general sales 
manager of Black & Decker 
Mfg. Co., Towson, Md., at 
the Wednesday morning 


meeting. Your Helpful Hard- 
ware Man will be the topic 
of Dwayne W. Laws, man- 
aging director, Hardware 
Association of the Caro- 
linas. Arthur L. Scaife, 
manager, sales planning, 
General Electric Co., Bridge- 
port, Conn., will conclude 
that session with a talk, It 
Isn’t Raining Everywhere 

At the concluding session 
Monday morning at 9:45 re 
ports of committees and in- 
stallation of officers will be 
the opening feature. Intro 
duced immediately after will 
be the Wholesaler Salesman 
of the Year, the Wholesaler 
of the Year and the Retailer 
of the Year. 

Russell R. Mueller, man 
aging director, NRHA, will 
address the convention, his 
subject being We’re On Ow 
Way. Concluding address 
As I See It, will be that of 
the Hon. Alben W. Barkley 
former vice-president of the 
United States. 


"An industry luncheon for 


(Continued on page 152) 


Retail Management 
School Inaugurated 


Inauguration of the first 
Graduate School of Retail 
Management has been an- 
nounced jointly by Rutgers 
University president Lewis 
E. Jones and Robert A. Whit- 
ney, president of National 
Sales Executives, sponsors of 
the program. 

Curriculum for the course, 
which runs from July 19 to 
August 4 this year, includes 
discussion lectures by author- 
ities in the field of retailing, 
marketing, economic plan- 
ning, market research and 
allied subjects, conferences 
and case studies. 
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Price Range—45 to 69¢ 


* Squeeze Can eliminates 
stocking dusters and 
refills 


‘backyard’ gardener. 
mixing ... 
only 65¢! 


TURF -KARE 


New soil insect 
killer and ani- 
mator. Contains 
millorganite and 
chlordane. One 
copmeotien con- 
trols Jap beetles, 
scrubs, etc. Con- 
centrated formu- 
lation. 








* 40% Profit Line in Popular 


* A Complete Pesticide Line 


THE ALL PURPOSE DUST FOR 
FLOWERS AND VEGETABLES 


Controls over 60 insects and dis- 
. specially made for the 
No messy 
1 tb. squeeze can 


“Just Squeeze the CAN’’ 
for 20% MORE PROFITS! 


A) 





DUSTAWAY 


CRABGRASS 
TM 





DUST-AWAY 


New crabgrass 
and chickweed 
killer for spreader 
application. Con- 
tains millorgan- 
ite, fime and P.C., 
also acts as a soil 
invigorator and 
sweetener. 





FOR COMPLETE INFORMATION WRITE: 


BONIDE CHEMICAL CO. 


Garden Specialists for 27 Years! 
UTICA 4, NEW YORK 








Portoble Picnic Snock Toter 





Cemetery Vase 
Bouquet Holder 










@ , 


Push Type & Woll Mount Hose Reels 





Garden or Household Tool Holders 





Sub Irrigating Galv. Plant Boxes 








Plont Boxes * 3 Complete Lines 


Seed Storter & Af. Violet Trays 


\@ 


All Steel Watering Cans 








.) 


Hose Hangers * 2 Complete Lines 





ia P 
Heavy Duty Golv. Humidifiers 





Top-0-Stove Oven: 











Porto 
Picnic Refrigerators 


Send for Your Copy 
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Selt Attaching Window Shelf 


Through your wholesale distributor or write direct 


109-135 MEEKER AVE 





Ce 





Top-0-Stove Boke All 





NEWARK SN J 


| ceived 


News of the Trade—— 


Worthington Extends Dealer Invitations 
To Its Annual Toy and Gift Show In June 


The Annual Toy and Gift 
Show of the Geo. Worthing- 
ton Co., Cleveland, hardware 
distributors, will open on 
June 14, and end on July 16. 

Hardware dealers from a 
12-state area here have re- 
invitations to attend 
the show which will remain 
open for a five week period. 

This year’s show is tied in 
with Worthington’s 125th an- 
niversary and wiil be the 
largest exhibit in the firm’s 
series of annual exhibits. 


Geo. Worthington Co., 


Transparent Specialties 
Appoints Gale Salesman 


Doug Gale has been ap- 
pointed sales represesntative 
in Kansas, Missouri, Iowa 
and Nebraska, for Trans- 
parent Specialties Corp., 
Cleveland, manufacturers of 
polyethylene and polystyrene 
plastic housewares. Mr. Gale 
will headquarter in Kansas 
City. 


Three Sales Positions 
Filled by Hamilton Mfg. 


Hamilton Mfg. Corp., Col- 
umbus, Ind., has announced 
appointments to three sales 
positions: 

Robert Huxtable, who has 
been sales representative for 
southern California, is now 
regional manager in charge 


Cleveland, 


The addition of three 6- 
story ‘buildings, acquired late 
last year, have provided 165,- 
000 sq ft of warehouse space, 
a large part of which will be 
devoted to toy warehousing 
and displays. 

The show will include toys, 
appliances, housewares, cut- 
lery, sporting goods and 
holiday merchandise. Worth- 
ington will distribute a new 
240-page Toy and Gift Cata- 
log to new dealers through 
its salesmen. 





toy warehouse in 
Cleveland. It will be the site of the firm’s Annual Toy 
and Gift Show scheduled from June 14 to July 16. 


of sales in eight western 
states; 

Fred Spear, traveling rep- 
resentative in the Los 
Angeles area, has _ been 
named sales representative in 
southern California and Ari- 
zona; 

Arthur Wm. Gough, for- 
merly a manufacturer’s rep- 
resentative, replaces Bryon 
Olson, who resigned, as sales 
representative for Washing- 
ton, Oregon, Montana, Idaho, 
and Utah. 





Porter Names Executive 


W. Harvey Thompson has 
been named assistant to the 
executive vice president of 
H. K. Porter Co., New York. 

He succeeds R. F. Allen 
who has been elected a vice 
president in charge of 
Porter’s Buffalo Steel Div. 
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——————News of the Trade 


Bonney Forge Names 
Special Sales Rep. 


Henry Huber has been ap- 
pointed special sales repre- 
sentative, Tool Sales Div., of 
Bonney Forge & Tool Works, 
Allentown, Penna. 

Mr. Huber will work with 





MAYNARD H. WILLIAMS 


Sandvik Steel, Inc., New 
York. 
Mr. Williams will head- 


quarter in Seattle and handle 
the firm’s line of Swedish 
saws and tools in 11 states. 

Prior to joining Sandvik 
Saw & Tool, he was with 
Corbin Screw and Corbin 
Cabinet Lock Divs. of Amer- 
ican Hardware Corp., New 
Britain, Conn. 





HENRY HUBER 


Roger O. Bay, vice president, 
tool sales, on special sales 
projects throughout the 
United States. He was asso- 
ciated with Plomb Tool Com- Chaney Mfg. Doubles 
pany for 3 years and during Production Capacity 
the past 6 years represented 
the Herbrand Tool Co. Chaney Mfg. Co., Spring- 
field, O., makers of cooking 

and weather thermometers, 
has begun an expansion pro- 
¢ram which will double its 
production capacity. 

The program will also en- 








Sandvik Appoints 
Williams Salesman 
Maynard H. Williams has 


been appointed salesman for able the company to enter 
the Pacific Coast territory of the bi-metal thermometer 
Sandvik Saw & Tool, Div. of field. 








rapnanee Lock Salesman Wins Award 





North and South Carolina sales- 
man for Slaymaker Lock Co., is shown receiving a sales- 


Marvin Schwartz, left, 


man’s “Sammy” from Fred A. Williams, Slaymaker 
general sales manager, as S. R. Slaymaker 2nd, looks on. 
Mr. Schwartz won the trophy, sponsored by the National 
Sales Executive Club, Inc., fer his success in a campaign 
recently conducted by Slaymaker Lock on a display as- 
sortment of brass house numbers. 
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WHAT'S BOOSTING 





7. DEPENDABLE QUALITY 

2. GENEROUS MARKUPS 

3. REASONABLE RETAIL PRICES 

4. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand. 


WHAT A COMBINATION FOR PROFITS! 





EASY 
PINKING SHEARS 


Removable _hollow- 
ground precision 
steel blades, Duraluminum handles. 
Lightweight, comfort-designed; sell 
the moment customers pick them up. 


POULTRY SHEARS 
Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 
and meat with equal ease. Fast- 
moving gift item. 





3-PIECE 
SCISSOR SET 
7” light trimmers, 5” sewing scis- 
sors, 34/2” embroidery scissors, all 
three pieces nickelplated. Handsome 
genuine leather case. Great ‘‘woman 
appeal.”’ 


POCKET KNIVES 


Sell them once and you'll never 
Carry another brand! Fine steel and 
fine looks in patterns to suit every 
taste. 


The Saturday Evening 


POST 


Recognized 





STEAK SET 





Hollow-ground blades of stainless 





stee!. Pakkawood handles; serrated 
cutting edge. Women buy them on 


sight. 


Ask your jobber to show you the 
BOKER TREE BRAND LINE 


Request 


Catalogs Available on 


Value 


est. tear 


ROKER 
TREE GID eRano 


U4, UTLERY us 


on oven * 





H. BOKER & CO., INC. 


ESTABLISHED 1837 


101 Duane Street 





New York 7, N.Y. 
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News of the Trade 


National Housewares, Home Appliance 
1954 Exhibit Scheduled July 12 to 16 


Five hundred and ninety 
manufacturers occupying 
more than 950 booths will 


participate in the 1954 Na- 
tional Housewares and Home 
Appliance Exhibit scheduled 
July 12 to July 16, in the 
Atlantic City Auditorium, 
Atlantic City, N. J. 

An estimated 7,000 buyers 
will attend the exhibit, the 
21st event of its kind spon- 
sored by the National House- 
wares Manufacturers Assn. 

Acquisition of additional 
exhibit area in the Ballroom 
on the balcony level, bringing 
the total exhibit space to 
about 150,000 sq ft, will make 
the event the largest summer 
housewares show in_ the 
NHMA’s history 

About June 1, approxi 
mately 7,000 buyers through 
out the country will receive 
advance registration cards 
designed to save them time in 
registering at the exhibit. In- 
cluded with the cards will be 
a list of exhibitors with their 
booth numbers to permit 
buyers to plan preliminary 
coverage of the exhibit before 
leaving their offices. 

The Pennsylvania Railroad, 
in conjunction with the 
NHMA, again will operate a 
‘Housewares Show Special 
Through Train” from Chi- 
cago to Atlantic City and re- 
turn. The train will leave 
Chicago on Saturday, July 
10, at 3:45 PM CDT, and 
will arrive in Atlantic City 
the following morning at 
9:55 AM EDT. On the return 
trip, the special will depart 
Atlantic City on Friday, 
July 16, at 5:20 PM EDT, 
and arrive in Chicago on 
Saturday at 10:00 AM CDT. 
Reservations may be made 
with Fred J. Nolan, passen- 
ger representative, The Penn- 
sylvania Railroad, 16 S. La 
Salle St., Chicago 3, II. 

The NHMA Summer 
Housewares Show Party will 
be held Tuesday, July 13, at 
the Hotel Traymore. 


Red Jacket Opens Branch 


Red Jacket Mfg. Co., Dav- 
enport, Iowa, manufacturers 
of pumps and water systems, 
have opened a new branch 
and warehouse at 2055 Cen- 
tral Ave., St. Petersburg, 
Fla. 
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Richards Joins Chicopee 
As Southern Salesman 


William A. Richards has 
joined Lumite Div., Chicopee 
Mills, Inc., New York, as 





WILLIAM A. RICHARDS 


southern representative for 
their saran, rayon and fibre 
fabrics, and saran and Fiber- 
glas screening. He will head- 
quarter in Dallas, Tex. 

For the past eight years, 
Mr. Richards was associated 
with Deering-Milliken & Co 


McKinney Mfg. Names 
Kornegay Salesman 


Edward G. Kornegay has 
been appointed sales repre- 
sentative by McKinney Mfg. 
Co., Pittsburgh, for their line 
of builders hardware in 


North and South Carolina, 
eastern Tennessee and Geor- 
gia. 

Mr. Koregay will head 


quarter in Charlotte, N. C 
He was formerly associated 
with Best Hardware Co., 
Memphis, Tenn., in the firm’s 
builders hardware depart 
ment. 


Union Steel Salesman 


Arthur T. Follett, Wey- 
mouth, Mass., sales repre- 
sentative for the Union Steel 
Chest Corp., LeRoy, N. Y., 
in the New England states 
for the past 23 years, has 
been joined by his son-in- 
law Richard S. Cresswell. 


Henry Cheney Hammers 
To Be Made in England 


The Henry Cheney Ham- 
mer Corp., Little Falls, N. Y., 


and Brades and Nash Tyzack 
Industries, Ltd., Wellaston 
Mills, Stourbridge, England, 
have announced the forma- 
tion of a new company, 
Henry Cheney Hammers, En 
gland, Ltd. 

The new firm, which will 
have two American directors 
on its board, will manufac- 
ture Cheney hammers in 
England, for distribution in 
Australia. 

Peter Boulton, managing 
director of Brades and Nash 
Tyzack Industries, which 
manufacturers hand tools, in 
dicated that it is planned to 
manufacture other Ameri 
can tools in England for dis 
tribution abroad if suitabl 
arrangements can be worked 
out. 


Pittsburgh Screw 
Appoints Officers 


Gary Screw and Bolt Div., 
Pittsburgh Screw and Bolt 
Corp., Chicago, has appointed 
the following officers: Robert 
G. Roy, general manager; 
Robert Lowery III, assistant 
general manager; William N. 
Hoelzel, general manager of 
sales, and John C. Jewett, 
assistant general manager of 


sales. 


Syncro Names Salesman 


Synecro Corp., Oxford, 
Mich., manufacturers of 
hand power tools, has ap- 


pointed Eugene G. Heath as 
central territory representa- 
tive to cover Ohio, Indiana, 
Kentucky, West Virginia, 
Michigan, western New York, 
and western Pennsylvania. 

Mr. Heath had previously 
been a_ representative for 
Swift and Co. 


Heads Old Guard 





Julian (¢ Nash 


Scruggs, 
ville, Tenn., who was elect 


ed president of the Old 
Guard, Southern Hardware 
Salesmen's Association, at 
its annual meeting during 
the recent Southern Hard 
ware Convention in New 
Orleans 


American Pad Appoints 
Don Bruce & Associates 

American Pad & Textile 
Co., Greenfield, O., have ap 
pointed Don Bruce & Associ 
ates, manufacturers’ 
sentatives of St. Paul, Minn 
to handle all 
their Sportswear Div 
North and South Dakota 
Minnesota, Nebraska, 
and Missouri (except 
sas City, Mo.) 

Before starting his present 
concern, Mr. Bruce was sales 
manager of American Pad & 
Textile. 


repre 


products of 


lowa 
Kan 


New Agent for Buch 


Maxwell-Truitt & Co., Phi 
adelphia, has been appointed 
representative in eastern 
Pennsylvania, Maryland, 
Delaware and the District of 
Columbia by Buch Mfg. Co 
Elizabethtown, Pa 


Tennessee Association Officers 











At the left is Roy N. Vincent, M & H Hardware, Union 
City, Tenn., who was elected president of the Tennessee 
Retail Hardware Association. Handing him the gavel is 
Bon Hick, Cash Hardware, Sevierville, retiring president 
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MORE 
PROFITS 
For you! 





JACKSON 2-in-1 
SPREADER-CART 


A valuable lawn and garden item is bound to attract 
attention ... especially with features like those offered 
by this new Jackson sensation! Only Jackson gives you 
the 2-in-1 convenience. You have a large-capacity 
spreader for seeding and spreading all types of fertilizers 
... then, with a flick of the wrist, you convert to a sturdy, 
all-purpose cart. These features, backed with the presold 
superiority of the well-known Jackson line, are your 
assurance of greater profits. It pays to stock the Jackson 
2-in-1 Spreader-Cart! 


JAX DELUXE 





Available in a variety of types. 
Drums of heavy gauge steel, 
electrically welded to prevent 
cutting of sod. Removable 
plugs for ballast. Adjustable 
scrapers. 


A beauty and all-time home 
favorite! Designed for better 
balance, easier handling. 
Comes knocked-down, saves 
you space. 





2-in-1 Spreader-Cart and Jax Deluxe are shipped one or 


SACKSOR cu... 


HARRISBURG, PENNSYLVANIA 


Oldest and largest wheelbarrow maker in America 


HARDWARE AGE, MAY 27, 1954 


You'll Find 


| 


| 















Plastering Trowel 





It’s easy to sell the masonry tools your customers know 
and trust. Goldblatt is the best-known tool company in 
the trowel trades. For more than 65 years, craftsmen in 
these trades have depended on Goldblatt for finest 
quality tools that are comfortable, easy to handle and 
help them do their jobs better. : 

The continuous broadening of Goldblatt’s reputation 
is assured by extensive consumer advertising. Here 
| again, Goldblatt leads the trowel trade industry! 

Take advantage of this pre-selling that Goldblatt 

| does for you—offer your customers the tools they want. 


Write Today for Free Catalog 


Write for your copy of Goldblatt’s 
illustrated catalog describing the 
largest and most complete line 
of masonry tools and supplies. 


WJoldblatt) roo. COMPANY 


1920-D Walnut Street, Kansas City 8, Mo. 
Ist Choice of Trades 









the Trowel 
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—___—— News of the Trade 


H PPE Gece Texas Wholesale Assn. and Booster Club Balti: 
Lue NG | ae Schedule Annual Convention June 17-19 H 

















HIGH VISCOSITY ° The annual convention of “ 
Socast ae the Texas Wholesale Hard- sentative field. The firm Me 
ware Assn. and the Texas Covers the territories of the Bal 
Hardware Boosters Club, Iowa, Nebraska, South Da- ware A 
scheduled for June 17 to kota, Kansas, and Missouri. member 
19, at Galveston, Texas, will associat 
feature a program of busi- , The | 
° ness sessions, golfing and Nebraska President to the v 
Texas hospitality. loway-J 
or un eaning Registration will begin on ttt 50th an: 
June 17 at the Buccaneer Honoree 
’ Hotel; on June 18 registra- ing we 
Hoppe $ Gets The Call tions will be taken at the Harry 
Galvez Hotel. ‘ 


In addition to separate 
For half a century gun owners have rated sessions, a joint session of 


Hoppe’s No. 9 Solvent the Number 1 gun both groups, featuring well 
cleaner and sure remover of primer, powder known speakers, will be held 


‘ : on June 18. The annual 
lead and metal fouling. This preference and meeting of the Beesters 














“Se 
demand apply to every Hoppe Product whether | Club will also be held on 
it be Hoppe’s No. 9 Solvent, Hoppe’s Gun | _ pom , 
: ‘ nie as n extensive program o 
Cleaning Patches, Hoppe’s Lubricating Oil. | entertalament has been 
Hoppe’s Gun Grease or Hoppe’s Gun Cleaning planned, with special activi- Robert Benson, Benson's 
Rods. Ask your jobber—he can supply you. ties programmed for the Farm Store, Bancroft, Neb., 
ladies. Golfing is scheduled who was elected president 
FRANK A HOPPE Inc | for Thursday, Friday and of the Nebraska Retail 
. ' 63 Saturday. Hardware Association at 
2314A North 8th St. Philadelphia 33, Penna. —— its recent annual conven 
tion in Omaha. 
7 | Wallace New Eastern 
, ~_ : Speak 
Self Assn. President McKinney Assigns Toop meeti 
Che D t it (Continued from page 144) To New Sales Territory H. C 
4 VOT ree ress Board of Governors include “ . PASE 
Edw C Laird of Edw K McKinney Mfg. Co.. Pitts- Danie 
Fourth largest standard-size morning newspaper in the U. S. Tryon Co - Flovd Ww Sadie burgh, has changed the sales — 
sis ¢ = ’ 1 Ts P ar Toop ochu 
and National Carbon Cog. Ine; (rors of Harold Toon, | ii 
. H. Prescott Brigham, Bridge- nas re 
The Detroit Hoo Hoo Club port =e en Mfg. rst has been representing the 
with the endorsement and support of the | and Chas. B. Leinbach, Sup- COMP@ny ® niggas i 
Detroit Lumbermen's Association | plee-Biddle-Steltz Co. pan line in southeastern Memk 
. The association adopted a **@°©*- : nae Assn. 
will present THE | resolution expressing its ap- Mr. Toop’s new territory 


includes Alabama, Missis- 


preciation of the many con- “.~ . me T 6 
T ‘| tributions to the group’s S!PPi, an wester ennessee. 
He also will cover Nash- 


activities made by Ed. C. 


DO-IT-YOURSELF = “3: icaclaass 
Other winners of the vari- ——— 


| ous flights in the golf tourna- Sommers & Otto Get Line 
4 re Oo W | ment included P. Dunn, L. : we ay 
Continental Can Co., New 


Bernard, Jr., John J. Coy, York, has selected Sommers 


produced by William S. Orkin | B. ©. Posse, E. B. Frock, « otto of St. Paul, Minn., to 
| Russ Hoehl, Jack Wilcox, J. 








= 
a 
a 





° at the | Rayburn and Charles Mer- cme a healer: 
Michigan State Fairgrounds ritt. ’ ees is Seth Mabel. 
Also, B. Winn, E. T. Hard- winnesota and western Wis- 
November 6 to 14, 1954 | ing, E. C. Mosher, S. M. 9 imnesota : | 
Reserve space now—avoid disappointment! Jones, G. R. Carpenter, A. S. * 
Bross, E. J. Van Buskirk and 
Phone, wire or write the Orkin representative nearest you— . Y. Geieniin. Whirlpool Names Krauss 
W. S. Orkin, Pres., Orkin Expositions Management, 19 W. 44th St., . ‘ ; 
New York 36, N. Y. Phone MUrray Hill 7-4580 ars ree been = 
Ray S. Neuwelt, Midwest Sales Mgr., 122 South Michigan Ave., Agent Adds Salesman a ee eee Applia 
Chicago 3, Illinois. Phone WeEbster 9-5642 , K the St. Joseph Div., W hirl- PP 
R. George Wood, Detroit Manager, 830 W. Vernor Highway, ae - Adams, Omaha, pool Corp., St. Joseph, Mich., I}lino 
Detroit 1, Michigan. Phone WOodward 2-1436 Nebr., has recently become manufacturers of household Co. has 
4 associated with Burnham washing machines and dry- applian 
The Detroit Free Press Hockaday, Kansas City, Mo., ers. Mr. Krauss joined the Mills, Ih 
in the manufacturer’s repre- company in 1951. Minn.., 
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—__—News of the Trade 


Baltimore Retail Hardware Association 


Honors Galloway James Co., Wholesalers | 


“Jobbers’ Night” was cele- 
brated at a recent meeting of 
the Baltimore Retail Hard- 
ware Assn. attended by 40 
members and guests of the 
association. 

The meeting paid tribute 
to the wholesale firm of Gal- 
loway-James Co. on their 
50th anniversary in business. 
Honored guests at the meet- 
ing were Daniel Hope and 


Harry Schutz of Galloway- 





James Co., Austin 
horst of Wm. H. Cole Co., and 
Leslie Jenness of the Penn- 
sylvania Atlantic 
Hardware Assn. 

Ernest Johannesen, presi- 
dent of the Baltimore group, 
spoke on the activities of 
Galloway-James firm during 
the 50 years he had known 
them. A large anniversary 
cake was cut by Mr. Hope 
and shared by all the guests. 


_ 


Speakers’ table at the recent Baltimore Retail Hardware 
meeting included, left to right, A. Vanderhorst of Wm. 


H. Cole & Sons; Julius 
PASHA; Leslie Jenness, 


Wagner, 
PASHA 


past president of 
secretary-treasurer; 


Daniel Hope, president of Galloway-James Co.; Ernest 

Johannesen, president of the Baltimore association; Harry 

Schutz of Galloway-James Co., and Stanley Parr and 

William Meyer, vice-president and secretary, respectively, 
of the Baltimore group. 


Members and guests of the Baltimore Retail Hardware 
Assn. as they met recently to celebrate “Jobbers’ Nite.” 








McGraw Purchases 
Appliance Business 
Illinois McGraw Electric 
Co. has purchased the home 
appliance business of General 
Mills, Inc... Minneapolis, 
Minn., it was announced re- 


HARDWARE AGE, MAY 27, 


cently by C. H. Bell, General 
Mills president. 

The purchase includes the 
capital equipment, tooling 
and inventories. McGraw 
Electric will assume the re- 
sponsibility for servicing all 
appliances now in use. 


1954 


Vander- 


Seaboard | 





ALLIED Self -Selli 
elf -Selling 
Wheel Display 


ASSORTMENT No. 100 


Puts You in the Profitable 
SMALL WHEEL Business — 
AT A MINIMUM INVESTMENT! 

















| 


_FOR COUNTER, 
| WINDOW, 
FLOOR 












EACH WHEEL 
INDIVIDUALLY BOXED 


| 
| T8803 >D Assortment Includes: 
| 26 WHEELS populer ties, 5°10 12 


popular sizes, 5” to 12” 
dia. 1/2’’ axle bore. 
| 6 — Axle Bushings, to reduce bore to 7/16"’ dia. 
6—Axle Bushings, to reduce bore to 3/8” dia. 
1—Complete Wheel Display, as pictured, in attrac- 


Cash In. ove tive colors —size: 27'’ 


x 19-1/2" x 13”. 


On the BIG= Fast Growing 
“Do It Yourself” Market! 


@ There're thousands of uses and needs for small wheels —in homes, 
factories, schools, on farms—for replacement and repair of all sorts 
of rolling products . . . plus the big “‘do it yourself" trend and the home 
craftsman and hobbyist market . . . that can mean year around volume 
and PROFITS for you just by placing ALLIED Wheels on display in your 
store NOW! 


ALLIED WHEEL PRODUCTS, INC. 
27 Broadway e Toledo 4, Ohio 




















| MAIL THIS COUPON RIGHT NOW . 
TO OBTAIN COMPLETE DETAILS! | 

E ALLIED WHEEL PRODUCTS, INC. | 
Dept. K * 27 BROADWAY ¢ TOLEDO 4, OHIO 

ite NAME cemanieuaain’ . 
a. uacaiundannase 1 

Ps — El : 
My Jobber Is: sntialpesepeanniintii ] 

| ee 
et CL. EP GREE SING a 
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News of the Trade slacnipaintin 


Warner Opens Builders Hardware Annex 
In Minn. Store; Expands Garden Dept. 


Warners ‘Hardware, Min- 
neapolis, Minn., wholesale 
firm, has opened a builders’ 
hardware annex to the com- 
pany’s branch store in Rich- 
field, Minn., Leon C. Warner, 
president, announced _ re- 
cently, 

By builders’ 


moving the 


hardware department to the 
building, an 


new additiona! 


1000 sq ft of space has been 
added to Warner’s yard and 
garden department. The firm 
also expanded the light fix- 
tures department. 


In addition, a neon sign 
has been installed on the 
store’s canopy along with a 
lighted sign attached to the 
pylon. 





Warner Hardware's branch 


in Richfield, Minn., 


store 


showing the new builders hardware annex and new neon 
sign installed on store canopy. 


Marketing, Advertising 
To Be NRHA Topics 


(Continued from page 145) 


the men on Tuesday at 12:30 
p.-m., in the Venetian Room 
of the headquarters hotel, 
will hear Cy W. Radcliffe, 
president, Homedale Equip- 
ment Co., Homedale, Idaho, 
talk on Government in Busi- 
ness. 

For the ladies of the con- 
vention a luncheon’ and 
style show will be presented 
at 12:30 p. m. in the Pea- 
cock Room of the Mark 
Hopkins Hotel. A_ conti- 
nental breakfast will be held 
atop the Mark Hopkins 
Hotel on Wednesday morn- 
ing for the ladies. Luncheon 
that same day in the Green 
Room of the Fairmount will 
conclude their social pro- 
gram. 

The industry banquet for 
delegates and guests will 
conclude the social program 
on Wednesday night in the 
Fairmount Hotel. Dancing 
and a floor show will be in- 
cluded in the evening’s fes- 
tivities. 


Garretson Joins Brower 


J. Cole Brower Co., Dallas, 
Tex., representative in the 
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Southwestern territory, has 
added Jerry W. Garretson 
to the sales staff. 


Case Succeeds Lamb In 
Huffman Field Sales 


Huffman Mfg. Co., Day- 
ton, O., has announced the 


appointment of Clifford I. 
Case as new _ southeastern 
territory manager in charge 
of Huffy-Mower and Huffy 
wheel goods sales. He re- 





CLIFFORD I. CASE 


places Stan H. Lamb who is 
retiring after 43 years with 
the firm. 

Mr. Case has been associ- 
ated with Huffman since 
1946. His territory will in- 
clude North and South Caro- 
lina, Georgia, Alabama, Mis- 


A. J. Lensing To Head 
Chicago Retail Group 


A. J. Lensing of 6632 W. 
Roosevelt, Oak Park, MIIl., 
was elected president of the 
Chicago Retail Hardware 
Assn. at the group’s recent 
annual meeting. 

Other officers elected at 
the association’s 65th an- 
nual meeting included: vice- 





STAN H. 


LAMB 


sissippi and Florida. 


Mr. Lamb, retiring terri- 
tory manager, was for many 
years sales manager for 


Huffman at the firm’s home 
office in Dayton. 


New Gladding Salesman 

Elmore L. Finch has been 
named a salesman of B. F. 
Gladding & Co., South Ot- 
selic, N. Y., for some south- 
ern states. 


president, Lester L. Porter, 
1320 East 63rd St., Chicago; 


a director, Fred L. Lyons, 
5404 W. Division St., Chi- 
cago; a director, Raymond 
H. Dressel, 1127 Chicage 


Ave., Oak Park, IIl. 

A report on the activities 
of the past year was given 
at the meeting by Mr. An- 
derson, the retiring  presi- 
dent. 





At a recent meeting the Chicago Retail Hardware Assn. elected new officers. They are 


seated, left to right: Walter Schauer, director; A. 


J. Lensing, newly elected president; 


A. J. Anderson, retiring president; Edgar Hamel, retiring chairman of the board, and 
J. E. Amis, secretary-treasurer. Standing, left to right: Joseph R. Barmueller, asst. 
secretary; George Broughton, Jack Sternberg, Daniel Trotter and Raymond Dressel, 
all directors. Absent in the photo are directors Fred L. Lyons and Lester Parter. 
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your customer's 
wear clothes - sell them 





B¢ - Veniences 


K-Veniences, used singly or in combination, 
mean more closet space, neater closets. They in- 
stall easily with a screwdriver and practically 
hand out your customer’s clothes. There are 
K-Veniences designed for every closet in the 
house. Tell your customers you have them! 














#785 THREE-TIER 
SHOE RACK 
Up to 12 pairs of shoes 
stay neat and orderly on 
this popular, space-saving 
chrome rack. Attaches 
easily to wall orcloset door. 
Helps end closet clutter. 


#780 TIE RACK 
Forty-eight ties can be kept neatly in sight for easy 


selection with this new K-V tie rack. Width 21%”. 
Bright chrome finish. 


























#550 SWINGING TROUSER AND SKIRT HANGER 
There's no fussing to hang up skirts or trousers with 
this handy rack. Just slide them in the 4 swinging 
arm clamps. Saves on pressing bills too! 


K-Veniences are stocked by leading jobbers. 
Write for your copy of the complete catalog. 


NOIRE 


AWRNVEWTE W 


Grand Rapids 4, Michigan 
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Every time you feature 


Autogrom keys 


Your cash register shows 





STYLE K-14 






STYLE K-12 


STYLE K-11 





Push AUTOGRAM KEYS and you push 


the profit Keys on your cash register because 


AUTOGRAM KEYS are the 


@ Fastest Moving 
@ Easiest Selling 
@ Biggest Profit-producing items in the Automotive Accessory field today 


Three popular styles to feature: 


STYLE K-11. Autogrom STYLE K-14. Autogram STYLE K-12. Autogram 


Signet Key — features Signet Key & Ring. Item Signet Key and Matching 
brilliontly enameled cor is at one time both key Key Chain. Paired 
insignia atop of highly and key chain. SAF-T-LOK insignia items ore 


key holder is attached to 
auto insignia key blank 


START FEATURING THE PROFIT KEYS... AUTOGRAM TODAY! 


carded together for 
high unit sale 


polished key blank 
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signa-craft, in 

292 FIFTH AVENUE, NEW YORK 1,N.Y 

Please send me details about the line of Avtogrom Signet 
Keys. | om particularly interested in the following styles 


‘an | 


1 K- K-12 C) K-14 

(Please check styles desired.) 
NAME__ ——— 
COMPANY sen eninieacanasianereiamantiagieeiane ~— 
ADDRESS - _ — 
ee 











ALSO AVAILABLE... 
an eye-catching point- 
of-purchase display 


cord . .. holds nine 
2-PACS . . . done up 
in brilliant red and 
pastel green colors. 








METAL PRODUCTS CO. 


Increase 
your 
sales... 


@ EYE-APPEALING 
@ BUY-APPEALING 
@ PREPRICED 2 FOR 15c 


Increase your unit sales of the ‘CAN'T 
MISS" mouse trap with this new, self- 
service 2-PAC. This convenient, trans- 
parent new package will prove to be 
a ‘sure fire’ traffic stopper. 


Waracd| aE 


MARENGO e ILLINOIS 





Rugg READY-PAK sells 
rope... colorful, eye- 
catching counter display 
carton brings “All-Pur- 
pose” rope up from the 
basement onto the counter 

. securely flanged, pre- 
measured coils speed sales! 


RUGG “All-Purpose” ROPE 


Pure Manila or Snow-White Sisal 


per display carton 


diameter per coil 
Vv," 75’ 
%“ 50’ 
yy," 50’ 


RUGG NYLON 


READY-PAK! 


300’ 
300’ 


ORDER 


ESSE SECETSPRSONDOS ST SESE SCO ST OME OT ete T TE 
eC. 


STARTER ROPES 
Each in self-selling transpar- 
ent bag . . . 12 in counter 
display carton. Strong, long- 
wearing 3/16” NYLON, 42” — 
long, with hardwood handle. vy 
Best for mowers and all other 
power equipment. 


51 MILLER ST. 
















YOUR 
7 JOBBER 
~~ or 
WRITE 
US 


“4 


THE E. T. RUGG COMPANY 


NEWARK, OHIO 


TRANSPARENT 
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Blackfoot, Idaho—Neil F. 
Boyle Hardware Co. is now 
under new ownership and 
management. Lou Haller is 
general manager. Other own- 
ers of the firm are Albert 
Carlsen, A. J. Evans, R. U. 
Spaulding and J. A. Stewart. 


Jacksonville, Ill. — Loyd 
Hardware Store, established 
in 1871, has been sold to Mr. 
and Mrs. George Chamber- 
lain. For the first time in its 
83 years of business no mem- 
ber of the original Loyd 
family is now connected with 
its ownership. Mr. Chamber- 
lain will manage the store. 


Levanon, Mo. — Frank 
Montgomery and his_ son 
Glen, have purchased Jacobs 
Hardware Co., 321 W. Com- 
mercial, from Roy Jacobs. 
They have changed the 
store’s name to Montgomery 
Hardware. 


Bristol, Conn.—About  2,- 
000 persons attended the 
opening day of the Products 
Show, April 9, at the Bris- 
tol Armory, a three day ex- 
hibit of local manufacturers 
and merchants. Among the 
firms exhibiting was Bristol 
Hardware Co. 


Garden Grove, Cal.—Proc- 
tors Hardware and Feed 
Store, 14021 Huntington 
Beach Blvd. will be moved 
into a larger building at the 
corner of Pacific and West- 
minster Aves. A _ tentative 
date of July 1, has been set 
for the opening at the new 
location. 


Winchester, Ind.—Walter 
Payne Hardware Store has 
affiliated with “Ace Stores,” 
dealer organization of Ace 
Hardware Corp., Chicago. 


Troy, N. Y. — Benjamin 
Siegel has sold his business 
to the Trojan Hardware Co., 
96 Congress St. 


San Antonio, Tex. — Pur- 
chase of the stock and fix- 
tures of Standard Shelving 
and Hardware Co., 520 Roose- 
velt Ave., was announced 


HARDWARE AGE, MAY 27, 


—= 

— 

recently by J. H. Dreyer. 
M. S. Stout was the seller. 
Garden Grove Cal.—Proc- 


tors Hardware and Feed 
Store, 14021 Huntington 
Beach Blvd., will be moved 
into a larger building at the 
corner of Pacific and West- 
minster Aves. A _ tentative 
date of July 1 has been set 
for the opening at the new 
location. 


Valparaiso, Ind.—Brothers 
John, Paul and Joe Glickauf 
have opened the Valparaiso 
Hardware Store at 67 
Lincolnway. John Glickauf is 
in charge. The Glickaufs also 
operate a store in Bremen 


New Market, Va.—Market 
Feed & Hardware Co. held a 
grand opening recently. 
Ladies attending were given 
an orchid and the men a key 
ring. There were also gifts 
for boys and children. In ad- 


dition, 75 door prizes were 
given. 

Terre Haute, Ind. te- 
modeling of Paitson Bros 


Hardware Store, 1138 Wa- 
bash Ave., which began last 
October, is reaching comple- 
tion. The remodeling includes 
a new warehouse building 
containing 10,000 sq ft of 
space. 


Columbus, O. — Cohagan 
Hardware held the grand 
opening of its new suburban 
store at 4000 E. Broad St., 
April 22-24. It contains 9000 
sq ft of floor space and park- 
ing facilities for 60 cars. 
Several door prizes, including 
a refrigerator were given 
away. 


Thayer, Kan.—Phil Shultz 
has purchased Thayer Hard- 
ware Store. He was formerly 
associated with the Planta- 
tion Pipe Co. 


Livingston, N. J.—Beck- 
er’s Hardware and Appli- 
ance Store at 8 East Mount 
Pleasant Ave., recently held 
open house to celebrate its 
opening. Fred W. Becker, 


(Continued on page 156) 
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-News of the Trade — 


Independent Housewares Exhibit Set 
For Atlantic City Hotel Show, Jaly 11 | 


The 4th National Inde- 
pendent Housewares Exhibit 
will be held July 11 to 16, at 
Chelsea Hotel, Atlantic 

City, N. J. The exhibit will 
be opened at 12 noon on Sun- 


day, July 11. 

The sponsors of the ex- 
hibit, Independent House- 
wares Exhibit, Inc., 8 So. 


Dearborn St., Chicago 3, ex- 
pect to have 150 exhibitors, 
including new manufacturers, 
and new items. 

Three halls on the hotel’s 
lobby floor will be used for 
the exhibit, and the buyers’ 
registration will be held in 
the main lobby. A_ special 
music room on the lobby floor 
has been set aside for rest 
and relaxation. Special meet- 
ing rooms for buyers’ groups 
will be available at no charge. 
Free chair rides will be pro- 
vided buyers by the Blue 
Chair Co. 


Johnson-Sleight Firm 
Formed in Portland 

A newly formed partner- 
ship in the Northwest is the 
firm of Johnson-Sleight and 
Associates, manufacturers’ 





PAUL E. JOHNSON 





ALBERT W. 


SLEIGHT 
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representatives, of Por Sand, 
Oregon. 


The two principals, 


| 


Paul | 
E. Johnson and Albert W. | | 


Sleight, have been active in | 


the general housewares, 
hardware, electrical appli- 
ances and sporting goods 
trade throughout the Pacific 
Coast and Mountain States. 





Campbell-Blaylock Form 
Manufacturers’ Agency 


A new manufacturers 
representative agency, the 
Campbell-Blaylock Co., has 
been formed to cover Michi- 
gan, Ohio and western 
Pennsylvania. The address of 
the company is 19063 Lake 
Rd., Rocky River 16, Ohio. 

Partners in the agency are 


J. Lee Blaylock and W. W. | | 


Campbell. Both men _ have 
been active as manufacturers 
representatives for some 
time. 

Mr. Campbell will 
Pennsylvania, and central 
and eastern Ohio, while Mr. 
Blaylock will cover the bal- 
ance of Ohio and Michigan. 
The new firm will specialize 
in garden supply lines. 


Owens-Corning Makes 
Three Appointments 


Edward J. Detgen and 
William M. Keller have been 
elected vice presidents, and 
Howard G. Erwin, Jr., mana- 
ger of the Cincinnati branch 
office, of Owens-Corning Fi- 
berglas Corp., Toledo, O 

Mr. Detgen had been ser- 
ving, since 1951, as general 
sales manager of the Fiber- 
glas General Products Div. 


cover 





Mr. Keller was formerly 
general factories manager of 
Fiberglas Textile Products 
Div. 


The new Cincinnati branch | | 


succeeds F. 
who _re- 


office manager 
Gilbert Baechle, 
signed. 





Sharon Bolt Appoints 
Florida Distributor 


Sharon Bolt & Screw Co., 
Boston, makers of refillable 
fastener assortments, has ap- 
pointed Louis 


Rolnick to | 


operate service unit No. 18 | 


serving the southern part of 
Florida. 
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On Fishing Tackle 
and Accessories 


guarantees quality products for every type of 
fresh and salt water fishing at eminently fair prices... 
with satisfactory markups for you. 


KINGHISHER. 


is the kind of tackle that will attract 
fishermen to your store, bring them back again, and 
keep them as customers. The line is comprehensive: 

® Spinning Rods, Fly Rods, Casting Rods, Surf Rods, Salt 
Water Rods. 

®@ Spinning Reels, Bait and Plug Casting Reels, Fly Cast- 
ing Reels, Salt Water Reels. 

® Spinning Lines, Nylon and Linen Lines for—Fly Casting, 
Plug and Bait Casting, Deep Sea and Surf Casting. 

®@ Silk, Nylon, Gut and Salt Water Leaders. 

@ Hooks, Flies, Baits, Lures, Spinners, Spoons, Floats, 
Bobbers, Nets, Fly and Leader Boxes, Bait and Minnow 
Pails. 

®@ Rod Tops, Mountings, Swivels, Rod Making Materials, etc. 





THERE’S A WIDE RANGE OF SELECTION IN 


RUJELL 


And there is true value, too. Golf — Tennis — 
Basketball — Football — Baseball — Badmin- 
ton and Archery Goods. Also Fishing and 
Hunting Clothing, Shoes, Camping Supplies, 
Skiis, Skates, Sleds, Bicycles. 


ALWAYS TRY TRYON FIRST! 


EDW. K. TRYON CO. 


815-819 ARCH ST., PHILADELPHIA 5, PA 


ATHLETIC 
GOODS 
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(Continued from page 154) 


proprietor of the store, for- 
merly operated a store at 
Northfield Center. 


Bryan, Ohio—Henry Car- 
roll has purchased the 
Temple Theater. He is plan- 
ning to remodel the building 
completely and open _ his 
hardware, the Carroll-Ames 
Co., there, some time in Sep- 


tember or October, 1954. 
Charleston, S. C.—Ashley 
Hardware and Supply Co. 


held a grand opening April 
15. The store, located in the 
South Windermere Shopping 
Center, will be operated by 


Charles L. Smith. Prizes 
were given away at the 
opening. 


Goshen, Ind.—Ground was 
broken recently for the erec- 


tion of the Goshen Hard- 
ware at 720 Lincolnway 
East. Owner Roy A. Mayse 


E. N. Wagoner 

Evan N. Wagoner, 50, 
Knightstown, Ind., hardware 
dealer, died April 12. He 
owned the T. P. Wagoner & 
Sons Hardware Store. 


Walter Lager 

Walter Lager, 42, owner of 
Auburn Street Hardware in 
Oregon, IIll., died April 16, 
from injuries received in an 
automobile accident. 


James H. Wiggins 


James Hubert Wiggins, 54, 
an employee in Thomas 
Hardware, Galion, O., died 
April 20. 


Leon D. Laufer 


Leon D. Laufer, 46, hard- 
ware and house furnishings 
wholesaler in New York City, 
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is now located at 114 East 
Lincoln Ave. The new store 
is expected to be completed 
sometime in the fall. 


Houston, Tex. — David’s 
Hardware Co. has set a 
tentative date of June 1 for 
the opening of its fourth 
store. It will have 2400 sq 
ft of store space and 120,000 
sq ft of parking space. The 
store will be located at 8553 
Long Point. 


South Kent, Mich.—Car- 
rier Hardware at Dutton, 
held a Grand Opening April 
17. Gifts, refreshments and 
door prizes were offered. 


Elkhart, Ind. — Borneman 
and Sons, 228 S. Main, are 
now affiliated with Ace 
Stores. H. F. N. Borneman, 
president of the firm, said 


died May 3. His business was 
at 564 Broadway. 


Edward F. Douglas 


Edward F. Douglas, 70, a 
retired salesman of the Bel- 
knap Hardware and Mfg. Co., 
Louisville, Ky., died April 5. 
He retired in 1952 after 
working for the firm for 49 
years. 


John R. Hilt 


John R. Hilt, 78, Muske- 
gon, Mich., hardware dealer 
for the past 50 years, died 
April 25. 


Charles Powell 


Charles Powell, 58, re- 
tired Lansdowne, Pa., hard- 
ware dealer, died April 28. 
Mr. Powell entered the hard- 
ware business 31 years ugo 


—— News of the Trade a 


there was no change in 
ownership or control of stock 
involved. 


Benton, Ill—Plans for re- 
storing a large part of the 
business block razed by fire 
January, 1952, were = an- 
nounced recently by Maurice 
L. Campell, Benton furniture 
and hardware dealer. A new 
building, housing a hardware 
firm, will be erected on the 
site. 


Salt Lake City, Utah 

Aubrey W. Hooper, con- 
troller of Salt Lake Hard- 
ware Co., retired May 1, 
after 48 years’ service with 
the wholesale firm. He was 
tendered a dinner by busi- 
ness associates and fellow 
workers. Mr. Hooper was 
named controller in 1937. 


Richard Springs, N. Y.— 
Buchanan Hardware Co. has 
purchased Root’s Hardware 
Store, Cooperstown, founded 
in 1829. Charles C. Root, son 
of the former proprietor, 
Kenneth W. Root, will man- 
age the store. 


when he became associated 
with the firm founded by his 
father, the late Walter 
Powell, in 1891. 


Solomon L. Leinwand 


Solomon L. Leinwand, 74, 
retired New York City house- 
ware wholesaler, died April 
20. Mr. Leinwand retired five 
years ago from his own busi- 
ness, Leinwand & Rothbaum 


Elmore Taliaferro 


Elmore Taliaferro, 70, a 
hardware dealer at Elmore 
City, Okla., since 1914, died 
April 12. 


Walter P. Fitton 


Walter P. Fitton, 64, of 
Pittsburg, Kan., with Hib- 
bard-Spencer-Bartlett Hard- 
ware Co., Chicago, since 1914, 
died April 11. 
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Briggs & Stratton 
Builds New Factory 


Briggs & Stratton Corp., 
manufacturers of gasoline en- 
gines, has announced plans 
for construction of a new 
factory building on the out- 
skirts of Milwaukee. The 
building, which will  con- 
tain 400,000 to 500,000 sq ft 
of floor space, and cost more 
than $5,000,000 is scheduled 
for completion early next 
year. 


Bassick Names Foerth 


Joseph T. Foerth, con- 
troller and a_ director of 
the Bassick Co., Bridgeport, 
Conn., and an employe since 
1912, has been elected a vice 
president of the firm. Bas- 
sick is a wholly-owned sub- 
sidiary of Stewart-Warne 
Corp., Chicago. 





Eagle Rubber Moves 


Eagle Rubber Co., Ash- 
land, O., has just moved into 
a $250,000 building that will 
house the executive offices, a 
new plastics manufacturing 
division and provide large: 
shipping and warehousing 
facilities. 


Leander S. Klingman 

Leander S. Klingman, 52, 
Dicks-Pontius Co., Dayton, 
O., salesman, died May 11. 
Mr. Klingman _ represented 
the firm in Michigan, Indi- 
ana, Ohio, Illinois and Mis- 
souri. 





Edward J. Lortscher 


Edward J. Lortscher, 
salesman for U. S. Line Co., 
Westfield, Mass., since the 
firm was organized 30 years 
ago, died April 17. 





George E. Quimby 

George E. Quimby, Paola, 
Kans., died March 23, at 
Research Hospital, Kansas 
City. He had been a sales- 
man for the Stowe Hardware 
and Supply Co., Kansas 
City, wholesale firm, for +1 
years. 
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HA Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 





Inc., attending the firm's first annual sales 
Highlight of the sessions was the unveiling 


report of the 


Sales representatives of Preway, 
meeting, in Wisconsin Rapids, Wis. 
of Preway’s 1954 lines of heating and cooking appliances. A 
comprehensive dealer advertising program was presented at the meeting. The 
sessions were concluded with a banquet on May 3, held in the River Room of the 


Elks Club in Wisconsin Rapids. 


Stanley sales representatives and exec- 
utives with 25 or more years of com- 
pany service as they appeared at a 
recent sales conference. Front row, 
left to right: C. K. Freedell, general 
sales manager, Stanley Tools; E. A. 
McKenna, vice president, North Bros. 
Div.; J. W. Mathews, E. T. Dorpols, 
P. W. Seelye and E. A. Petty, sales 
representatives. Second row, |. to r.: 
Roy C. Schmidt, New York district ie 
sales manager; Rodman W. Chamber- 
lain, Sr., vice president in charge of 
sales, Stanley Works; J. S. Whitteker 
and R. S. Watson, sales representa- 
tives; G. M. Fletcher, advertising direc- 
tor, Stanley Works; W. R. Fletcher, 


special sales manager, Stanley Tools. 





Oe Palas ‘ 
wd Sethe 


a ti 


"ill a ' ~ 





The 24th annual shore dinner and entertainment of the Hardware Square Club attracted more than 780 members and 
guests at the Hotel Astor, New York City, May 6. Bushels of clams, hundreds of lobsters and gallons of beer were 
consumed at the big gathering. General chairman was Louis W. Appell, manufacturers’ agent, and first vice-pres dent 
of the club, arrangements chairman being Albert W. Lange, Mid Island Supply Co., who is second vice-president of 
the club. Entertainment was in charge of Ralph S. Allen, Diamond Expansion Bolt Co. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


most recent check was made. 

In the 12-year period that the 
price study has been made, five of 
the nine categories of merchandise 
have increased more than 70 pct in 





Comparative Costs 


Of Test Order 


Yo of 
Change 
Date of Value from Previ- 
Test Order of Order ous Test 
March |, 1942 $2,872.89 
Sept. |, 1945 3,039.60 + 5.8 
Nov. |, 1946 3,417.87 +12.44 
Nov. |, 1947 3,692.83 + 8.04 
Jan. 15, 1948 3,753.60 + 1.64 
June 6, 1948 3,913.99 + 4.27 
Nov. 5, 1948 4,110.36 + 5.01 
April 4, 1949 4,154.07 + 1.06 
Aug. 29, 1949 4,075.67 — 1.88 
April 25, 1950 4,112.91 + 91 
Sept. 22, 1950 4,308.40 + 4.75 
Jan. 2, 1951 4,705.09 -+ 9.20 
April 30, 1951 4,755.45 + 1.07 
Oct. I, 1951 4,703.04 — 1.10 
April 1, 1952 4,690.61 — .26 
Sept. 22, 1952 4,697.46 + .146 
April 27, 1953 4,746.16 + 1.03 
Sept. 22, 1953 4,787.85 + .88 
April 12, 1954 4,788.82 + .02 


Percentage of increase March |, 
1942 compared to April 12, 1954, 
+66.71%. 











cost to the dealer. 

The line showing the least price 
advance in that time has been auto- 
motive accessories and _ supplies, 
which increased only 35.07 pet. 


(See chart, next column) 


Smaller Percentage 
Of Unemployed Now 


The nation’s jobless today con- 
stitute a far smaller percentage of 
total U. S. population than just be- 
fore World War II. 

The government’s  early-April 
count showed 3,465,000 out of 
work. That figure comes to 2.1 
pet of the country’s present total 
population of 161,500,000. 

Unemployment in pre-war 1939 
averaged 9,500,000. 
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Steel Production 
Falls to Low Level 


Production of steel in the United 
States during April dropped to the 
lowest level since the steel strike 
of 1952, reports the American Iron 
& Steel Institute. 

Output for the month was more 
than 2,500,000 tons less than in 
April, 1953. 


Construction Industry Booming This Year; 
Contracts at Record Level in 4-Month Period 


Construction contract awards are 
continuing at near record levels, 
says one of the nation’s top tabu- 
lators. This indicates a heavy 
amount of building ahead for the 
summer, he adds. 

Speaking for F. W. Dodge Corp., 
construction news and marketing 
specialists, George Kline Smith 
says the contract awards figured 
for all but the last few days of 
April and are running ahead of the 
like month last year. Dodge fig- 
ures show that April was one of 


the very highest Aprils in history. 
“Even if the final tabulations for 
April fail to exceed the record 
achieved during the like month last 
year, it is already clear the boom 
in construction contract awards is 
continuing,” Mr. Smith said. 
January, February and March 
of this year, he continued, have set 
records for those months and it is 
almost a mathematical certainty 
that when April figures are added 
contract awards in the four-month 
period will be at record levels. 





Percentage of Price Changes by Lines 


TOTAL TEST ORDER 
(420 items) 


Oe eee 


Small tools, 107 items 


Percentage of Change 
April 12, 1954 
Compared to 


Contractors’ supplies and agricultural implements, 48 items 


Steel and heavy hardware, 16 items 


ee 


Guns, ammunition and accessories, 10 items 


Athietic equipment, 6 items 
Bicycles and supplies, 8 items 
Fishing tackle, 13 items 


Se 


Automotive accessories and supplies, 19 items 


DEPT. H 


Plumbing, (excluding enamelware) 20 items 


re 


Paints, oil and glass, 18 items 


Sept.22 March I 
1953 1942 
+- .02 + 66.71 
ore : + 21000 477.12 
—2.27 +73.50 
12,37 +71.27 
- 10.36 +40.41 
+4.03 +-46.58 
+3.8 +-70.24 
— 1.83 +-35.07 
+2.61 +-70.11 
Picante +-2.62 +58.09 
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Retail Hardware 
Sales Up in March 


Retail hardware sales in 
March, unadjusted for seasonai 
variations, were lower than in 
March, 1953, but slightly higher 
than in March, 1952. 

The total for the first quarter 
was exactly even with the like 
period of 1953 and ahead of the 
Ist quarter in 1952. 

The Dept. of Commerce es- 
timates, seasonally unadjusted, 
follow: 


(millions of dollars) 


1954 1953 1952 

Jameney ...<<. 165 166 166 
February 172 167 170 
March ........ 196 200 190 
533 533 526 

ee 200 190 
See 219 229 
a ee 234 244 
BE scissors cece 232 233 
ME éseceswen 236 214 
ae 228 216 
September .... 231 224 
October ...... 256 233 
November .... 237 219 
December ..... 297 290 
2,703 2,628 











Weeks Sees Business 
Headed Out of Decline 


Secretary of Commerce Weeks 
says he believes “we are headed 
out of this recession, or whatever 
you want to call it.” 

Stating he was optimistic, Sec- 
retary Weeks says he bases his 
outlook, in part, on reports to him 
from some 100 of the nation’s top 
business men who make up the 
Commerce Department’s Business 
Advisory Council. 

“The reports this council gave 
me,” Mr. Weeks says, “were very 
good. If it wasn’t for politics, 
there wouldn’t be too much talk 
about the business decline.” 

The Secretary says it seems to 
him “that there are a great many 
people who have been trying to talk 
us into or scare us into, a big de- 
pression which we are not going 
to have, in my judgment.” 

Mr. Weeks says the country is 
going through a mild readjustment 
which about represented the differ- 
ence between being in a shooting 
war and being in peace. 
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Sell the Saw that Gives the 


Sewice 
GENSCO BUSHMAN BOW SAWS 


% RUGGED CONSTRUCTION 
% FASTER, EASIER CUTTING 
% LONG, SERVICE-FREE LIFE 














Tempered 
Tubular 
Steel 














Faster 
Blade 
Replacement 























Parente A COMPLETE LINE 
ae OF STYLES AND SIZES 





No wonder Gensco Bushman has 
become America’s favorite bow saw. 










24” 


From the home owners all over Ameri- Tapered 


ca to the pulpwood cutting crews both 
south and north, there's the right saw 








for every use. Sell the saw that gives 30” and 36” Rigid 


the service _. and you sell more saws. 













30°’, 36’, 42"’ and 48” 
Adjustable 


OTHER GENSCO PRODUCTS: 


With Tenite II handles 
in eleven sizes from 4/4” 
to 2”. 









30” and 36” 
Tapered 


30” and 36°" 
Extended Handle 


42" Extended Handle 
Adjustable or Non-Adjustable 








A complete line of 
butts, straps, T's, 
hasps, bolts, corner 
irons and shelf 
brackets. 

















WOOD SCREWS 





Flat, round and oval head 
styles in steel, brass and 
nickel plate. 


SEE YOUR JOBBER WRITE FOR PRICES 


GENSCO TOOLS 


A DIVISION OF 
GENERAL STEEL WAREHOUSE CO., 
1802 NORTH KOSTNER AVENUE, CHICAGO 39, 


INC. 
ILLINOIS 
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You are in business tu make 
money. You may be a jobber, you 
may be a dealer, you may be a 
manufacturer, but whoever you 
are, you’re in business to make 
money. We all know that there 
are different ways to make a 
buck. It can be a fast buck, a 
slow buck, an honest buck or a sly 
buck; sometimes it’s easy, some- 
times it’s hard. The very fact 
that you’re reading this ad means 
that you are looking for help... 
help to make more money. 


Now almost any story you read 
will come to the point of proving 
that the best buck is an honest 
one that didn’t come too easy. 
And, that is just the kind of buck 
GRIFFIN would like to help you 
make. 


To keep on making money, your 
customers have to keep coming 
back for more. So, if you’re on 
the ball, you’ll stock merchandise 
that practically guarantees a re- 
turn bout. And, Mister, when it 
comes to BLADES .. . like hack 
saw blades, band saw blades, cop- 
ing saw blades, scroll saw blades. 
ete., you can’t stock better stuff 
than GRIFFIN. 


If you’re interested just write 
to our national sales agents, John 
H. Graham & Co. Inc., 105 Duane 
Street, New York &, New York. 


Sincerely, 


lad tm dlli 


G. W. GRIFFIN CO. «© FRANKLIN, NEW HAMPSHIRE 
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Dept. Store Sales 
Dropped in May 

Department store sales in New 
York City for the week ended 
May 8 fell 3 pct under the like 
1953 week, reports the Federa! Re- 
serve Bank of New York in a 
“flash” report. Cool weather and 
rain in the week were blamed for 
the sales drop. 

In Philadelphia the Federal Re- 
serve Bank reported downtown de- 
partment store sales were 10 pct 
under the comparable 1953 week 
For the four weeks ended May 8 
sales in Philadelphia were down 
5 pet from the like 1953 period 
and they declined 1 pct in the 
month in New York. 

Department store sales in down- 
town Los Angeles in the week 
ended May 8 were off 5.9 pet from 
the like week a year ago. 


Sears, Wards Sales 
Showed Less Decline 


April sales of Sears, Roebuck & 
Co. and Montgomery Ward & Co. 
fell below the like 1953 months, 
but for both firms the decline was 
the smallest for any month since 
last summer. 

Sears’ April sales dipped 2 pct 
under the like month last year, 
while Ward’s volume dropped 7.9 
pet. For Sears, the comparison 
with a year ago was the best since 
last August, when sales were 0.1 
pet ahead of August, 1952. April 
gave Ward’s the best comparison 
since last June, which ran 0.5 pet 
ahead of the like 1952 month. 

This year’s late Easter was 
called the main reason behind the 
improved April showing. March 
comparisons of both firms had suf- 
fered from the later shopping 
season. 


Fewer Failures 
Among Retailers 

Business failures in the week 
ended April 29 rose to 234 from 
229 in the preceding week and 169 
in the like 1953 week reports Dun 
& Bradstreet. 

Failures involving liabilities of 
$5,000 or more totaled 206, against 
190 a week earlier and 143 a year 
ago. 

While casualties in the week 
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topped the corresponding 


week of 1939. 
In the period, mortality of retail 
companies dropped to 116 from 


124. 


Fewer New Claims 
For Unemployment Pay 
New claims for unemployment 
compensation in 12 key states in 
the week ended May 1 continued 
their downward trend. This was 
the third straight week of declines. 
The 12-state total in the week 
was 206,604, down 2,219 from the 
208,823 recorded in the week ended 
April 24. But the latest figure was 
sharply above the 123,440 new 
claims filed in the like 1953 week. 
The 12 states covered in the sur- 
vey were: New York, New Jersey, 
Massachusetts, Pennsylvania, Ohio, 
Michigan, Illinois, Missouri, Texas, 
California, Oregon and Washing- 
ton. 
These data are reported by the 
Labor Department’s Bureau of 
Employment Security. 


Healthy Gain Noted 
In Retail Store Sales 
Total sales of retail stores rose 


substantially in April and equaled | 


the same month of the previous 
year for the first time since No- 


vember, reports the Commerce 
Dept. 

After adjustment for seasonal 
and trading day factors, retail 


sales were the highest since July, 
1953. The dollar total was $14.3 
billion and the adjusted total was 
$14.28 billion. 

The adjusted April total was in- 
cluded in an advance report and it 
indicated the total was up 3 pct 
from March and almost exactly 
equal to April, 1953. Last April’s 
adjusted total, however, was some- 
what below February to July ex- 
perience—generally. In other 
words, May sales will have to im- 
prove even more than April sales 
to keep them at the same level as 
a year previously. 

Except for April, retail sales af- 
ter adjustment ran above $14.4 
billion every month last year, from 
February through July. Then 
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FINEST QUALITY 
STEEL SHANK 
AND SLEEVE 


oc 
BRIGHT PLATED 
FINISH 


° 
STRONG 
PLASTIC HANDLE 







A ee 


STEVENS WALDEN Iw t 


~~ 44 


ek 


Seiesitena 


> 
SIZES 
He” To 11 46” 


BY THE MAKERS OF 
THE ORIGINAL 


SPINTITE 
WRENCHES 


OVER 150 STYLES 
_ AND SIZES 


Write for 


catalogue 


MAKERS OF WORLD-FAMOUS HAND 


A 


_ 





Ny PRESENTING ay r 


WITH THE EASY "FINGER-CONTROL” 


GRIP ano RELEASE ACTION 


FOR THOSE 


—> PUSH SLEEVE 10 GRIP NUT — 






*— PULL SLEEVE To RELEASE 


ONE HAND OPERATION— 


© GRIPS nuts or bolts of any material 
HOLDS firmly in any position 
TIGHTENS nut or bolt securely 
RELEASES at the pull of the fingers 


LL 


WRENCHES 


HARD-TO-GET-AT PLACES — 


STEVENS WALDEN Inc. 


462 SHREWSBURY STREET — WORCESTER, MASSACHUSETTS 
TOOLS FOR OVER S50 YEARS 








SHOP KIN 


oo by Wilton 


THE FINEST NAME IN VISES 


You used to pay more! Now! 
Wilton, the very best, costs 
no more than ordinary vises! 
That’s why Wilton’s Shop 
King is breaking sales rec- 
ords from coast to coast! 


See Wilton's complete Vise 
Display Unit! You'll sell more 


and make more from 


Wilton's Display units . . . It 


shows the most — sells the 
best. Three different 


arrangements to choose from. 


1% square feet of counter 


space is all it takes. Write now 


for the whole story. 


USE HANDY COUPON! 


WRITE NOW FOR 


FURTHER INFORMATION 


G 


WILTON TOOL 


925 WRIGHTWOOD AVE 


WIL TO PY THE snes; 























‘ 


MFG. CO 


* CHICAGO 14 IiLiINC 












Dept. HA-S |! 

Gentlemen: Please send me your new Free Catalog. ; 
Name i \aaiumtpeeniiiiit ' 
’ 

Company___ mane © 
' 

a Siena om 
4 

City ee Sl ' 
6008 e eee eee eee eeeeseeeewese J 
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matic Electric Percolators for the great popular | Inventories Trimmed ing on ] 
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loans, ¢ 
| 
© Greatest Combination of Eye- | Dept. Store Sales a 
And-Quality Appeal Built Into a Percolator | Off in Most Regions by aut 
at Only $ 75 | Department store sales across ment ¢ 
Never before the equal of this! Brews ss | the nation in the week ended May cate ge 
perfect coffee — any way you like it! . i 
; ay . ; ‘ ‘ | 1 were 1 pct lower than in the 
@ Exquisitely Designed in Lustrous Chromed-Copper—- Dae k ar ago, reports the Type of 
@ “Flavor-Selector” Assures Coffee ‘As You Like It” | roe a a nf Bes “aa . f ened 
—while keeping coffee costs down because less coffee | edera ee oe ee ee -areerapseti 
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@ Graceful Non-Drip Teapot-Style Spout— | those of a year ago, but were lower snp 
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PLUS The Most Complete Line of Fully in San Francisco and Kansas City 
Automatic Percolators In The Field districts, while Dallas reported a . 
Distinctively designed “EMPIRE” | 5 pet drop, Cleveland and Chicago Agri 
Automatic Percolators—with | 3 pet and New York 2 pct. Boston incre 
Flavor Selector.” Highly polish- reported a 6 pct increase over a i 
ed aluminum: ‘ The 
No. 1961—3-to-5 Cup “Thrift. | year ago, Richmond and Atlanta ii tae 
O-Matic"—$9.50 | were up 4 pet and Minneapolis 2 8 150.0 
No. 1962—Standard 5-to-8 Cup pet. Philadelphia and St. Louis mae e 
a #t-0 _ were unchanged. selon 
” ms -Matic | Sales so far this year over the The 
Small quantities of coffee can . 2 : 
be made automatically BEST | nation have been 3 pct under a al ine 
in a small automatic perco- | year ago, but the four weeks ended probak 
lator, like our 3 to 5 cup— | May 1 showed a 6 pet gain. of lab 
‘ No. — $8.75* 
"So Beautitul— capil OS <7 . nag 98.78 A table follows: sult 0 
No Wonder J : 4 With "Flavor 
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WRITE TODAY for Catalog & Prices Boston ........ sone +8 +13 ! ease 
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Consumers Reduced 
Credit Debt Total 


Consumers cut their outstanding 
short term debt for the third 
straight month in March by re- 
ducing what the Federal Reserve 
Board deems “on the cuff” pur- 
chases. Prior to January con- 
sumer credit grew steadily for over 
a year. 

Total consumer credit outstand- 
ing on March 381 totaled $27.2 bil- 
lion—$327 million lower than the 
previous month. The decline in 
March compares with an increase 


of $442 million in March a year 
ago. 
Consumers appear reluctant to 


go into debt to buy things and, if 
this trend continues, it could have 
an impact on the economy,” the 
Board notes. 

A table on credit outstanding 
follows. Note that the increases 
are in categories such as personal 
loans, charge accounts and service 
credit. The declines are dominated 
by automobile paper, non-instal- 
ment credit and others that indi- 
cate general retrenching. 


Increase or Decrease During: 
March Mare 


h Year End. 
Type of Credit: 1954 1953 Mar. 31/54 
instalment credit, total... —251 +409 +1,509 
Automobile paper —115 319 +1,001 
Other consumer goods paper 157 + 9 + 3 
Repair and modern, loans — 16 + 12 + 138 
Personal loans . + 37 69 36 
Non-instalment credit, total — 76 + 33 304 
Single-payment loans 19 93 — 138 
Charge accounts — 112 — 65 - 175 
Service credit 17 + § . a 
Total consumer credi 327 + 442 +1,20 


Agricultural Workers 
Increase in Numbers 

The number of farm workers in 
the week ended April 24 totaled 
8,150,000, about 1,250,000 more 
than a month earlier, reports the 
Agriculture Dept. 

The larger-than-average season- 
al increase, the department says, 
probably reflects a greater supply 
of labor but is also partly the re- 
sult of very favorable weather. 

Farm employment during the 
month was up about 100,000 from 
a year earlier. Most of the in- 
crease was in hired workers. 

The total number of farm work- 
ers, the department estimates, may 
run more than 2 million more than 
reports by the Bureau of the Cen- 
sus, because of different ways of 
figuring eligible workers. 


HARDWARE AGE, MAY 27, 1954 


| 


| 





New Model "U 


folding roll laatlal laaieael lie 


2x5 
. $18.95 


retail for. . 


size to 







"Trell-Lock"* 
aluminum trellis 
3 ft. model retails 


for $4.98 


5 ft. model retails 

for $7.98 

6!/, ft. model retails 
for $8.98 


P.B. R. 


* Patent Applied For 


Now—the originators of the famous 
Alumafold table bring you 2 new 
items at prices guaranteed to entice 
real traffic and volume! And—as in 
all P.B.R. products—the quality is 
unsurpassed at any price. 


Write or wire today for details. 


manufacturing co. 


H & Luzerne Sts. * Phila. 24, Pa. 





as advertised in.. 
and guaranteed by DN 


ronnie S P Guaraxtoed by * 
KEEPING Good Housekeeping 
L bop 







<aUnt OR AREFUND o> 






+ Will not bind, 
stick or warp 


2. beautiful, natural 
finish 


3. water and rust-proof, 
requires no paint 


FAWSCO Manufacturing Division 
Cuyahoga Falls, Ohio 

Send me prices on all-aluminum mail boxes. Packed 6 
to shipping carton; shipping weight — 20 Ibs. 


4. complete with working HA-5-27-54 
signal flag 


5. corrugated bottom... 





= 


lock catch Name 
Address 
City 
MAIL THIS COUPON TODAY Please print name and address plainly. | 








dramatic COLOR 


practical UTILITY 


salesmaking PACKAGING 


self-service DISPLAY 


THEY'RE ALL IN THE NEW 


Sharon 


PROFIT BUILDING SW-7-D 


COLOR KEYED 


KEY KITS 


© 7 sizes from .050" to 3/16" across flats 
e Alloy steel, heat treated 
¢ Each key color sized 


¢ Selector chart sealed in polyethylene 
case 


e Fits 32 sizes hollow head fasteners 
ASK YOUR JOBBER OR WRITE US 



























UNION 


TOOL CHESTS 


A Type and Size for 
Every Purse and Purpose 





... and did you know that UNION makes 
the only complete line of Tool Chests and 
Tackle Boxes available from one source? 
So why shop around when you can meet 


all customer requirements with UNION! 





JOBBERS Write for Catalog and 
Prices covering the complete 
DEALERS UNION line 





TRADE MARK REG U S PAT OFF 


THE UNION STEEL CHEST 


CORPORATION 
LE ROY, N. Y. 








| 





Business Inventories 
Considerably Higher 

The Commerce Dept. estimates 
business inventories at the end of 
March totaled $81.1 billion—an in- 
crease of $744 million over Feb- 
ruary and $1.6 billion higher than 
a year earlier. 

Although total inventories of 
manufacturers, wholesalers and re- 
tailers were $1.2 billion below the 
peak reached last October, officials 
note that businessmen still had 
more stocks on hand at the end of 
March in relation to sales than 
they did a year ago. 

They figure present stocks would 
last 1.7 months at the current sales 
rates, while a year ago they would 
have lasted 1.6 months. 

On this seasonally adjusted basis, 
however, businessmen have gradu- 
ally cut their stocks every month 
since September. In March they 
dropped a theoretical $354 million 
below February, and $1,964,000,- 
000 below the peak reached last 
September, when the adjusted total 
was $82 billion. 

Officials explain this means that 
although businessmen actually 
shelled out money to build inven- 
tories in March, they did not spend 
as much as they did in the like 
month in previous years. 


Manufacturers Made 
Higher Earnings in ‘53 

Manufacturers earned 6_ pct 
more last year than in 1952, even 
though fourth-quarter profits were 
off. Sales in 1953 reached a record 
height of $265.9 billion. 

The Securities and Exchange 
Commission and the Federal Trade 
Commission jointly report manu- 
facturing corporations earned 
$11.3 billion after taxes last year. 
In 1952, profits after taxes totaled 
$10.7 billion and sales amounted 
to $250.2 billion. 


Economy Is Sound, 
Aldrich Tells British 
Winthrop Aldrich, U. S. Ambas- 
sador to Britain and former chair- 
man of Chase National Bank, told 
a British business group that on a 
trip back to the United States he 
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Sagless”’ Lavatory 
Spring Pivot-Hinges 


Ball Bearing 
Single or Double Acting 


@ Top of Door 
and Stile Flush 


in any Position 
TYPE AD7227 


Attachments for Application 

to Marble or Glass 

There is a growing tendency among architects to 

specify that the top edge of toilet stall doors shall 

be flush with the top of the hanging stile. Hinges of 

this type were used in the New Statler Center in Los 

Angeles . . . equipped with Chicago Spring Hinges. 
“Spring Hinges of Quality" 





Chicago Spring Hinge Co. 


CHICA U.S.A. NEW YORK 





TAPER PINS 


Complete stock, all sizes 47/0 through #14. 
Special sizes to order. 
Milled or Centerless Ground (Precision Type). 
Made to accurate tolerances. 


Also “Stanho’ Taper Pins made from selected 
screw stock, Monel, Brass, Aluminum 

or other metals. Clean bright finish 
—prompt shipments. 


Write for 


description 
and prices. 


‘ STANE ARD 


ORE NA/L cl ORP 
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Rope thath night: 
for the job! 
ee. 


CS 


= 
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A century and a quarter's experience Branch Stocks: 
in producing to highest quality stand- 
ards goes into every foot of Wall 
Manila Rope. Result... rope that 
takes the toughest job in its stride, 
turns in consistently good perform- 
ance. 

Wall is now available packaged in 
the popular sizes, in compact handy, 
dispensing cartons which keep the 
rope clean and ready for sale. These 
cartons occupy minimum floor space 
and are attractive displays for "im- 
pulse” buying. 


WALL ROPE WORKS, INC. 
48 South Street, New York 5, N.Y. 
Factory: Beverly, N. J. 


Baltimore 
Boston 
Buffalo 
Chicago 
Cleveland 
Elisworth, Me. 
Houston 
Jacksonville 
Memphis 
New Orleans 
Norfolk 
Odessa, Tex. 
Philadelphia 
Pittsburgh 
Portiand, Me 
San Francisco 





j Le 
MANILA‘4 ROPE 
PROVTT? FOUR WN 59 


WITH TOP QUALITY 
ROCKWOOD HARDWARE 

















HAND RAIL 
oe 


oe SASH LI "i 


These popular builders’ 
hardware items available 
in Cast lron or Cast 
Aluminum. Attractively 
finished in Burnished 
Aluminum or plated 

in Brass or Nickel. 


SASH 
FASTENERS 





DOOR STOPS __ 
214"'—3''—4" LONG 


wo ¢ 
Bp yy: . PHONE 2891 















ICTOR 4-PACK 
HELPS YOU SELL 
MORE MOUSE TRAPS! 









PRACTICAL— 
CARRIES COMPLETE 
INSTRUCTIONS FOR 
BAITING AND, 
SETTING oe Ga 










Order from your wholesaler 
now. Packed one gross traps 
(36 packages) in re-shipping 
container. 
































Packed 1 in a box. 6in a 
case. Weight 18 pounds. 
Year after year this handy tool is demanded by 
Carpenters, home craftsmen and manual training 
students. 
Stock this vise. You will be pleased with the 
resale and profit possibilities it carries for you. 


The 
IAW IVINS AVAL RL 


GENEVA, OHIO 





























had found “no one in business or 
in the government who felt the 
American economy is headed for 
any kind of serious depression.” 
Although economic activity is 
below last year’s record level, he 
said, the predicted calamity has 
not taken place. “I do not see any 
cause for concern on the part of 
the British exporter, either on the 
score of government action or be- 
cause of the state of the American 
economy,” he emphasized. 


Weather Forecast 
Service for Dealers 


A unique weather forecast ser- 
vice for the use of retail dealers 
has been inaugurated by the New 
York Wire Cloth Co., manufactur- 
ers of Durall Screens. 

This new service is being tested 
in a mailing to over 10,000 dealers 
in the form of a four-page folder 
giving weather predictions for 
three months in advance. 

“We recognized that a strong re- 
lationship exists between weather 
and the sale of screens and other 
seasonal products which hardware 
dealers sell,” said Richard J. Wall, 
advertising manager. 

“Intelligent use of these fore- 
casts,” Mr. Wall added, “can help 
dealers to time their advertising 
and display of screens and other 
weather-sensitive products to co- 
incide with favorable weather. 

Mr. Wall stated that the contin- 
uance of the service will depend 
upon dealers’ interest. 

The mailing piece was prepared 
by Weather Trends, Inc., weather 
consultant group specializing in 
long-range forecasting. 

The report includes detailed in- 
formation for May’s weather with 
June and 


general forecasts for 


July. 


Earnings Dropped 
Slightly in March 
Americans earned money at the 
annual rate of $282.8 billion in 
March. This was slightly below 
February and year-ago levels. 
According to the Commerce 
Dept., personal income in March, 
expressed in seasonally adjusted 
annual rates, was $200 million 
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ELECTRIC SOLDERING TOOLS 


A very efficient tool for the pin point sol- 
dering of instruments, meters, gauges, 
small radios, printed circuits; or any fine soldering, 
especially where space is cramped or where there 
is little clearance. 
Length, 84" Weight, 7 oz. 


Standard tip is %'’ diameter. 3/16"' and Ys" 
furnished as well as tips for special purposes, 
any angle or in various shapes. 


VULCAN ELECTRIC CO. 


Danvers 3, Mass. 
Vulcan Electric Soldering Tools, Solder Pots, Glue Pots, 
Branding Irons, Electric Heating Elements, and Electric 


\\ Heating Devices. 


tips can be 
bent to 























Your Customers 
Will... 













The Saturday Evening 


POST 


Also Advertised in: 








Magic-Tip 














J SCREWHOLDING * Popular Mechanics * New Equipment Digest 

fb SCREWDRIVER * PF (Photofact) Index * Popular Science 

< * The Home Craftsman * Mechanix Illustrated 

Z Suite * Electrical Equipment 
DRIVER 

ia) HUNTER TOOLS are ring- 

ing up new dealer profits every- 

where they appear . . . because 

FREE— 2a customers ask about these inter- 


Attractive color 
counter dis- 
plays. TURN-A- 
BOUT Deluxe 
holds different 








Z estingly different tools... and 
the ORIGINAL NEW IDEA in 
every HUNTER TOOL does the 
selling for you. 

















Magnetic 
Aa 


WRITE FOR CATALOG—DISCOUNTS 


HUNTER TOOLS 


elope ley Me A dali iil-1 gum @lol ii tel dalie! 


REMOVE SASH PUTTY 


THE Professi a Way 






ELECTRIC 
PUTTY 
REMOVER 


No. 488-1A Deluxe Model 


Deluxe models equipped with trigger-switch built into 
plastic handle on aluminum frame. Standard models 
equipped with hard wood handle mounted on alu- 
minum frame. 


No. 448-1IA Deluxe Model 


II"' and 6"' heating edge 
110 or 220 volt...... $15.00 
No. 489 “Junior Deluxe 
Model. 9'' erste edge 
110 volt only... . -$13.50 
No. 388-1A Standard 
Model. 11" and 6" heat- 
ing edge. 110 and 220 
RR eee $12.00 


No. 392 Junior Standard 
Model. 9" heating edge 
110 volt only ........ $10.50 _ 


Write for Catalog 1052 











No. 489 ‘‘Junior’’ Deluxe 








|} Name 
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THE MEW improved 
MILLER PAINT MIXER 


TINTS! BLENDS! MIXES! 


NOW, DESIGNED WITH NEW FLOAT 
A-COIL MOUNTING THAT ELIMINATES 
PRACTICALLY ALL VIBRATION 


@ NEW!GREY HAMMERLOID FINISH 
@ NEW! CONCEALED SPRINGS 





Still features the ‘‘Horizontal Motion" 
that has made Mller the fastest Paint 
Mixer on the market for over I7 years 
You'll appreciate the quiet, smooth oper- 
ation—your customers will appreciate the 
fast, expert blending and mixing. Avail- 
able in single or double can models 
Takes any size can from quarter pints 
to gallons 


WRITE TODAY... 
for colorful, illustrated catalog. Shows 


complete details and exclusive features of 
the new, improved Miller paint mixers! 






SSS SSBB BB BSS SB ee ee ee eee eee ee 


MILLER MANUFACTURING COMPANY 
Dept. HA-5, 9425-45 Seymour St., 
Schiller Park, Ilinois 

details on the new Miller Paint 


Rush complete 


Mixer 


Address 


State .. 


City . — oe 









manufacturing company 


9425-45 Seymour Street @ Schiller Park, lll, @ Gladstone 5-3343 
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MINIT-MAKE 
‘2 Table BUILDERS 


Trade Name Reg 


Shel 





er BiG 
Using rr 


Rij iat 18, 


FURNITURE 
ia Minutes 
WITH THESE INTERLOCKING PARTS 


plus BOARDS CUT TO SIZE AT LOW 
COST BY LOCAL LUMBER ve 


> ee, 
U Shelf 


Top WROUGHT 
Bracket Bracket IRON FINISH 








78" HARDWOOD 
RODS 
13” 10” 3 Vy" 


‘ parts slide 


. TOGETHER 
U.S. and Canadian Pats. Pend. OGE 


COUNTER SPACE 


ASK YOUR JOBBER—OR WRITE US FOR DETAILS 
JOHN CLARK BROWN '«¢ 


ONE MONTGOMERY ST. 
BELLEVILLE 9,NV. enberry GAocers 


THE ONLY FACTORY SOURCE FOR A LARGE LINE 
OF GADGETS—MORE THAN sad GADGETS 


FROM SMALL 













“DO IT YOURSELF" 
with 
PUNCH-BOARD 
Sheets and Fixtures 





Illustration shows “PUNCH-BOARD” 
as kitchen utensil wall rack 


Are you getting your share of these 
popular ‘Do-it-yourself products for 
home, store and factory use? 


Ask us about our “PUNCH-BOARD” 
Merchandiser and the easy way to sell 
this fast-selling perforated Masonite 
board and the practical wire fixtures. 


Write today for complete information 
J. P. DENTON, Inc. 


104 Lincoln St., Boston 11, Mass. 
Choice territories open for salesmen—write today! 








| billion 


lower than in February and $800 | 


million below March, 1953. 


The $200 million income decline | 


this March compares with a $2.6 
increase during March, 
1953. 

The department says the drop in 
income during March represented 
“stability” in total income. It adds 
the figure reflects “a further small 
reduction in wages and salaries 


| which was nearly offset by an in- 
_ crease in unemployment insurance 
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bonds.” 
Private industry wages and sal- 
aries, at an adjusted annual rate 


| of $193.5 billion in March, were $1 | 


billion below the February rate. 

This drop was attributed, by the | 
Commerce Dept., to continued em- | 
ployment declines in non-farm es- 
tablishments. 


Manufacturers Have 
Lower Sales and Orders | 

Manufacturers sales, new orders | 
and unfilled orders in March were | 
all lower than a year ago, but their 
inventories were above year-ago | 
levels, reports the Commerce Dept. 
Stocks at the end of March were 
valued at $45.9 billion—$700 mil- 
lion higher than at the end of the 
like month a year ago. 

To compare March sales, order 
and inventory figures with Febru- 
ary, the department also ieeeed | 
“seasonally adjusted” totals which 
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"I'd like to look at your wallpaper.” | 


THE LAST WORD IN 





WIRE PRODUCTS 





BRASS, COPPER, DARK, TINNED, _ 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 








STOVEPIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


STRANDED AND 
SOLID CLOTHES 
LINE WIRE 








STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 










BRAIDED 
PICTURE 
WIRE 








SOLD THROUGH 
JOBBERS ONLY 
SK YOURS FOR PARTICULARS 


H CONFIDENCE 


D9, NCHOR 
wits CORPORATION 


eee SS 





cus tecnie Le ee 


oe | 








Better Built by 


— 








UTILITY STOOL 


Holds 500 Ibs. . . . yet weighs only 
4 Ibs. Lusterized, tubular steel legs. 
Steel platform covered with skid- 
proof ribbed rubber. Non-skid, non- 
marking rubber feet. Platform trim in 
choice of blue, green, red, yellow, 
grey, white or black. Height 1014" 
Absolutely tip-proof and slip-proof. 


BUCKLEY 


Manufacturing Co. 
Precision Metal Products 


4225 W. Lake St., Chicago 24, Ill. 
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CELEBRATING OUR 150th YEAR 
OF ROPE MAKING—1804-1954 





LET THIS NEW PACKAGE 
| BE YOUR SILENT SALESMAN 


In hardware merchandising, it’s display 
that counts . . . that’s why the new Fitler- 
designed rope container is a sure-profit 
addition to your impulse sales. The Blue 
and Yellow label identifies Fitler Brand 
Manila Rope and the Red and White label 
identifies Fitler Brand Sisal Rope. 


THE EDWIN H. FITLER CO. 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 
YOUR COMPLETE CORDAGE LINE 























Build Profits By Promoting Home Sanitation 


Majestic 


UNDERGROUND GARBAGE RECEIVER 


Buries The Garbage Can Problem! 
























Does away with that unusable, 
pest-attracting corner of the 
yard. With a Majestic Under- 
ground Garbage Receiver, odors 
are locked in, pests are locked 
out —refuse is stored below 
ground level where it won't 
freeze, won’t ferment. Your cus- 
tomers will like the convenience 
of an Underground Garbage Re- 
ceiver — the toe-tip lid lift, the 
easy can removal, the way it can 
be placed near the kitchen door, 
saving thousands of steps while 
keeping the yard neat and sani- 
tary. Outer shell is guaranteed 
for 10 years. Inner shell lasts 
four to five times as long as 
ordinary cans. 





Write for name of your distributor! 


The Majestic Co., Inc. 
304- _— St., Huntington, Ind. 
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AMERICA’S TOP 
MAGAZINES HELP 
YOU SELL AMERICA’S 
TOP ENAMELED WARE 







VOGUE! 


Here’s a ready-made market for you! 
. women PRE-SOLD by Federal 
advertising in five leading national 
magazines. Federal Vogue is the ONLY 
enameled ware backed by national 
advertising. 
“Advertised in Life’’ labels on each 
piece help you sell Federal Vogue. 
Make more Stock Federal 


Vogue! Get your order in right away! 
FEDERAL ENAMELING AND STAMPING COMPANY 


Pittsburgh 30, Pa. 
World’s Largest Manufacturer of Enameled Ware 


sales! 





CANNIBAL 


DRAIN PIPE CLEANER 


“EATS EVERYTHING IN THE PIPE” 
%* NEW formula works in hot or 
cold water. 


Window Streamer in every carton 
of one dozen cans. 


Not sold to the Grocery, Drug or Chain stores 


youn SUNSHINE CHEMICAL co, inc. 


604 W. Lake Street e Chicago, Illinois 
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Get Your FREE SAMPLE 
of SMO-CLOUD 


“The most effective Insect-Killer 
put on the market in the last 
10 years,” Chicago News. 














Learn why SMO-CLOUD has been fea- 
tured on TV, Radio, Magazines, News- 
papers as the most revolutionary in- 
secticide ever developed. 


Pus 
¢ 


ee eae ranteed 
: -‘JMURDER 


engi 
7 INSECTS 
make @ Killing 


LES 
IN arate 


asnothing ever 
Nationally Advertised 


$] 95 
r. Retail 
Money Back Guarantee 


More Profit in SMO-CLOUD! 
You pay $12.87 for 11 cans ... and get 
the 12th can FREE. You pocket the extra 
$1.95. Your profit is 87¢ per can. Get your 
sample and full details. 
© COMPACT SMART COUNTER DISPLAYS 


© DEALER CO-OP ADVERTISING 
Backed by TV, Radio, Magazines 


CONTACT: 


CONTINENTAL CHEMISTE CORP. 








Backed By 
Mfr.'s 


For year-round lock main- 
tenance and best protection 
against sticking — rust — 
© freezing. 4-oz. “Drop or 
». Stream” can, 39c. Order from 


your jobber. 
AGe 


PRODUCTS 


| ys Stainless DOOR-EASE Stick 

Lubricant in two sizes, 1S¢ and 
39c; AMERICAN Dripless Oil in 
4-oz. oiler, 29c. 





American Grease Stick Co. 
|) Muskegon, Michigan 




















are said to take into account dif- 
ferences in trading days and allow 
for normal upturn in business that 
has been registered in past years. 

On this seasonally adjusted ba- 
sis, manufacturers’ sales and new 
orders both rose in March and, 
February, the department says. 

On an unadjusted basis—the ac- 
tual measurement of what hap- 
pened to the various categories— 
sales totaled $23.3 billion, $1.5 bil- 
lion under a year ago. 

New orders received by manu- 
facturers amounted to $24.1 bil- 
lion, a drop of $2.2 billion under 
March, 1953. 

Unfilled orders on the books of 
manufacturers at the end of March 
were estimated at $53.5 billion. 
This was $22.2 billion under un- 
filled orders a year ago. 


Factories Increased 
Washer Shipments 

Factory sales of standard-size 
household washers in March to- 
talled 307,862 units, an advance of 
4.3 pet over 295,171 in the preced- 
ing month, and 11 pct below 345,- 
989 in March, 19538, according to 
figures for the membership an- 
nounced by the American Home 
Laundry Manufacturers’ Associa- 
tion. 

Sales in the quarter aggregated 
852,989 washers, 15.2 pct more 
than 740,590 in the final quarter 
of 1953 and 10.2 pct below 949,902 
in the first quarter of 1953. 

Automatic tumbler dryers sold 
in March aggregated 54,796 units, 
compared to 62,488 in the preced- 
ing month, a decrease of 12.3 pct, 
and were 10.5 pct ahead of 49,593 
dryers sold in March 1953. 

Dryer sales in the quarter 
amounted to 199,479 units, 17.8 
pet less than 242,736 in the final 
quarter of 1953 and a gain of 18 
pet over 168,989 in the opening 
quarter last year. 

Ironers sold in March totalled 
6025 units, down 26.6 pct from 
8208 in February and off 62.5 pct 
from 16,066 in March a year ago. 
Sales in the quarter were 24,025, 
or 16.2 pct below 28,679 in the final 
quarter of 1953, and 61.9 pct less 
than 63,049 in the first quarter a 
year ago. 


‘METAL FLOATS 


| Engineered To Your Specification 


@ Made of copper, plain 
steel, copper plated steel, 
all types stainless steel, 
aluminum, brass, monel, 
pure nickel, Admiralty or 
Everdur, or any suitable 
metal for open tank and 
all pressures. 





COLUMN 


| @ Seamless copper ball 
floats carried in stock in 
| diameters of 3", 4", 5" 
7.8. 0" ont 12" 
for open tanks and pres- 
sures of 25, 50, 100 and 
| 150 Ib. Floats in special 
| sizes and pressures— 

MADE TO ORDER. Stain- 
less steel ball floats larger 
than 12" diameter can 
be made up specially. 


| Write for METAL FLOAT 
catalog. 


| 
| FLOAT MANUFACTURERS 


| ENGINEERS © METAL FABRI- 
| CATORS © COPPERSMITHS 
© BRONZE FOUNDERS 





BALL 


FLAT CYLINDRICAL 


CYLINDRICAL 


CYLINDRICAL 








ARTHUR HARRIS & CO. 
DEPT. HA, 210-218 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 
Since 1884 

















| BIG YEAR 'ROUND AD PUSH IN 





EXCITING 
NEW 
PLANTABBS 
PACKAGE! 





Means More Profit! 

Get on the bandwagon. Stock 
Plantabbs! Show ’em! Now— 
with more regular LIFE ads to 
back you up all year ’round 
you’ll sell more than ever before! 
Write for new display carton...or 
contact your wholesaler! Quick! 


FULTON’S 


PLANTABBS 


COMPLETE PLANT FOOD TABLETS 
Dept. AH 





Plantabbs Corp. Baltimore |, Md. 
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Order from 
Your Wholesaler 
or Write Us 
for References 






Attractive assortment of pictures 
lithographed on metal blanks 
permanently clenched into the face 
of the flue stoppers. Folding wire 
fasteners attached to slots raised 
from the metal of the blank. 


Blank Shipping Weight 








Diameter Fasteners Per Doz. Per Gross 
ae 8-17/64" | 6" or 7° | 3 Ibs. 7 oz.| 43 Ibs, J. a CLARK MFG. C0. 
No. 8 i tele die) isme eal. fel} ) 
Ivory | 8-3/4" | 7° or 8” 5 Ibs. 62 Ibs. 

















Packing — 1 dozen per carton, 1 gross per case. 


















Stake yourself to profits ... 


HOUSE PLAQUES 


Big new assortment that includes every- 
sturdy rustic finish plaques, orna- 





thing... 
wrought-iron 





mental stakes, quality die- 
cast rust-proof letters and numerals. Here's 
a stock item that has custom-made appeal! 
And it's custom-made for profits! Available 


in a variety of finishes. Send for free data 


FREE: 
back display panel with 
{ every assortment. 


colorful easel- 


ABCDEF( 
NOPORSTU 


j | AA 
a IKLM 


)! 


¥ V7 






\/ \A 
y vy 






sheet. 
Sold thru jobbers exclusively 















Recognized superior by both the professionals and the "do-it-yourself" trade... / 


£ <¢Q\iG cs Nicholls TROWELS, FLOATS, CEMENT TOOLS, DARBIES and [5 
6 VaR if HAWKS have been engineered and designed to perfectly “fit” the |! 
., job. Many years of research give “much wanted features” that \ 


make Nicholls tools sell faster. 


ouer 57 yours ‘iia Stock and Display Nicholls Tools 
the NICHOLLS CARTE conocer! Jor more sales + easien sales bugger p04 / 





has been @ leadin 





NICHOLLS MANUFACTURING COMPANY 


OTTUMWA, !IOWA 
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ATLAS 


for quality 
and strength 






ATLAS 


SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. HA 
NEW YORK 13. N. Y. 














“THE TRADE CALLS 


| DYKEM 
STEEL BLUE 


LR 
ec kine he . 

YKE 
Dies and (|S; U 
-Templates et 


s 
ttteecel 


nani 


Rive 
KEM Steel Pi 
i = 


opular package 8-oz. can fitted with 

Bekelite cap holding soft-hair brush 
= applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
23058 North 11th St. © St. Lovis 6, Mo. 








Promotions 


Manufacturers’ New Merchandising Plans 


TV Film Prepared 


_ On Spinning Reel 





| creased cooling efficiency 


A 50-second television sound film 
has been prepared for dealer use 
on the Ny-O-Lite Spinning Reel. 
It has an open end for dealer’s 
message and is available from the 
reel maker, Waltco Products, 2300 
W. 49th St., Chicago. 


Filter Replacement 
Promotion Started 


Promotional material available 
free to retailers of air filters has 
been prepared by Owens-Corning 
Fiberglas Corp. to acquaint air 
conditioning system owners with 
the need for periodic replacement 
of filters. 

Owens-Corning says many new 
owners of systems do not know 
that filters are contained in air 
conditioning units. 

The dealer aids and national con- 
sumer advertising will stress in- 
and de- 


| creased operating costs as a result 





of periodic replacement of filters. 


Spraying and Dusting 


| Merchandising Kit 


A 28x40 in. 
shown here, 


four-color poster, 


is' included in a com- 


iT PAYS 
ro SPRAY. DUST » 








Ose the right CHEMICAL 
in the right EQUIPMENT 
at the right TIME 





plete merchandising kit which is 
being distributed to dealers from 
equipment and agricultural chemi- 
cal manufacturers who are partici- 
pating in the 1954 promotional 
campaign of the Inter-Association 
Council of Pesticide and Applicator 
Manufacturers. 

Also enclosed is a merchandising 
booklet. ““How You Can Sell More 
Pesticides, Sprayers and Dusters.” 


Baby-Naming Contest 
Launched by Oster 

Using the slogan, “‘Babies Mean 
Business,” The John Oster Mfg. 
Co. has started a promotion to 
help dealers capitalize on the baby 
market. 

The promotion is tied in with a 
baby contest to be run locally by 
dealers, with a free prize in each 
locality of an Osterizer. 

The contest consists of picking 
the names of five babies, each of 
whose names begin with the letters 
o-s-t-e-r. The contest runs through 
June. 

Complete promotion material, in- 
cluding a booklet, “Feeding Baby 
Better,” is available to dealers 
Consumer ads will appear in Good 
Housekeeping, Parents and My 
Baby. 


Billy and Ruth Make 
Television Debut 

“Billy and Ruth,” fictional chil- 
dren featured in the Billy and 
Ruth Toy Catalogs which are used 
by many wholesale hardware com- 
panies, recently became alive to 
thousands of children in the Phila- 
delphia area. 


In a 15-minute television pro- 
gram, on a Saturday morning, 
“Billy” and “Ruth” played with 


many of the toys featured in the 
toy catalog. 

The show, over the Philadelphia 
station, was arranged by the staff 
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The finest 

marking pencils 

for hardware, tools, 
utensils | 


17'S A FACT 


HELLER 
FIXTURES 
MOVE 
MERCHANDISE 
FASTE 











Slatisdel] 


CHINA MARKERS 


The pencils to pick when a surface 
is slick—china, glass, metal or 
plastic. Marks are clearer, longer 
lasting yet removable with a 
damp cloth. Blaisdell CHINA 
MARKERS are self-pointing 
and economical. Try 168-T Blue; 










A te st > a ae aa ae wn ae eae ae 


MARKING ** 






CHINA 





sAef 


Ask for 


Sha 
ST en <a A A> a 


At your 
169-T Red; 173-T Thick Black or 
dealer, o , 
coe ad any of the 13 other vivid colors. Catalog No. MAH 


sample naming 
this magazine. 
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W. C. HELLER & CO. 
MONTPELIER, OHIO 


MADE IN 16 BRILLIANT COLORS 


BLAISDELL PENCIL CO., BETHAYRES, PA. | 


i 






























Fite Master products “i don’t buy from pictures... 
GYM SETS — TEETEROUNDS SEE Ste Waster 
SANDBOXES — SLIDES compare ee 
PLAYTIME TABLES and 





you'll 


on » BUY IT! 


your 
favorite 
jobber 


SUPER DELUXE FD 51-SRNT-2 











CONSOLIDATED METAL PRODUCTS COMPANY ° CINCINNATI 2, OHIO 








Hardware dealers all over the country have discovered that 
it pays to keep your eyes on Harpware AcE for ideas and 
advice that mean more money in your pocket. Help on 
t store management problems, merchandising ideas, market 

news, more new merchandise descriptions than published 


by any other hardware magazine, and news of other hard- 





ware people are just a few of the regular features of 
HarpwarE ACE that have caused more dealers to invest in subscriptions to HARDWARE AGE than to 
any other hardware magazine. 


HARDWARE AGE 


100 E. 42 St The Hardware Dealers’ Magazine 


New York 17, N- Y. 
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the NEW 


Curb-Marking 
Drivefinder, a 


Needed by 
Millions of 
*” Home-Owners 


Newest, most attractive, most sales-making unit ever 
offered to mark driveways. Saves lawns, saves tires, 
eliminates short-cutting. Double barrel-shaped head 
carrying two red and two green reflectors in each 
head. Corrosion-resistant satin chrome finish. Two 
models— Model 100 DRIVEFINDER, includes 8” high 
base and anchoring stakes for driving into ground. 
Two units in display box. List $4.95 per pair. Model 
200 DRIVEFINDER, without base. Heads threaded to 
fit any length pipe desired (not furnished), two units 
in display box. List $2.95 per pair. 

ATTRACTIVE DISPLAY BOX. Order DRIVEFINDER now! 


CARTRUCK PRODUCTS CORPORATION 
3243 West 33rd Street 


Cleveland 9, Ohio 








IN THE BOOK 


There 
that 

solved—-here 
century of progress. 


are very few hook problems 


we have not tackled—and 
at Brooks in our first 
For wire com- 
ponents of every kind, let us help 


you with our advice and price. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


“BROOKS / HOGKS 
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of Billy and Ruth Promotions, Inc., 
4300 N. 5th St., Philadelphia, who 
cooperated with the Philadelphia 
3oard of Education. 


Prospects Better For 

U. S. Business Survey 
Congressional leaders believe the 

prospect is good for a new joint 

industry-government census of re- 

tail and wholesale trades and man- 

ufacturers. 


The House passed a bill early in 


May to provide the survey next 
vear on the basis of 1954 experi- 
ence. 

The Commerce Dept. this year 


asked only a modest $3.8 million- 
considerably than requested 
last year when Congress refused to 
vote funds—to provide fresh data 
on distribution and marketing for- 
business executives. 


less 


Ruling Unfavorable To 
U. S. Screw Industry 

Woodscrew imports from Sweden 
and Belgium are being brought to 
this country at fair value, the U.S. 
Tariff Commision has ruled. 

The commission, 
gating woodscrew imports from 
six other countries, made the rul- 
ing to the U.S. Woodscrew Service 
Bureau. 


now _investi- 


The group had complained that 
foreign production is being dumped 
on the U.S. market, injuring the 
domestic industry. 


Novel Sales Aid On 
Eagle Tarpaulins 


The H. Wenzel Tent & Duck Co., 
St. Louis, has provided wholesale 
distributor salesmen with a card- 
holder wallet which contains the 
full sales story on Eagle tarpaulins 
on printed messages in transparent 
plastic holders. 

Dealers are given free wallets 
for their personal use when they 
buy either the ETA rack assort- 
ment or five or more Eagle tarps. 


(Resume reading on page 15) 





CHROME 
NIPPLES 


Vg" to 4" sizes 
Vg" and !/2"' sizes 
packed 12 to a box 
Write for catalog 
PITTSBURGH NIPPLE WORKS, Inc. 


1455 Spring Garden Ave., Pittsburgh 12, Pa. 
3h 


NRW 











METAL FOLDING PLAY SETS 








Send for Catalog J-52 
CROWN PRODUCTS CO., 666 Lake Shere Dr., Chicage 1! 











CHAIR-LOC 

Amazing New Liquid 

S-W-E-L-L-S Wood 

© Penetrates weed fibres— 
makes them @-x-p-a-n-¢ 
permanently. 
Quickest and easiest way 
to fix loose chair rungs 
legs. handles, dowels 
dove-taiis, ete. 










A Fast-Selling Impulse Item 
Write for Free Samples and 


a Literature 
CHAIR-LOC CO. 
GLUE Lakehurst 3, N. J 


DEALERS & JOBBERS WANTED 


S@ “QUICK - SHARP" 
AS MOWER SICKLE SHARPENER 
gt > | Sharpens sickle without 
= removing from machine 
_ / ug Sa? 2 Saves time and money 
f ( \unr 3 Sickles stay sharp longer 
A /| after using ‘Quick 
S/ Sharp" 
Write to: 4 Low in price—good profit 


BORST COMPANY, MOLINE, ILL. 





Bewildered ? ? 


... . then read. 
WASHINGTON NEWS 
AND VIEWS on page 10 
of this issue. Here are ac- 
curate, authentic, easy-to- 
understand reports on the 
latest developments in 
Washington affecting 
hardware dealers. This 
helpful feature in each 
issue is another reason 
why HARDWARE AGE 
is the No. 1 choice of 
hardware dealers through- 
out the nation. 
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urgh 12, Pa. 
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DISPLAY 


Get this handsome 
full-color 3-dimensional 
Caulking Cartridge 

and Gun Display 
without cost. It’s what 
you need to sell even more non- 
hardening, non-staining, super- 


- Gun and elastic quality CALBAR Caulking 
oh — Compound and precision-made 
' voe 


bear-for-wear Caulking Guns. 
Ask your jobber for yours today. 





CALBAR PAINT 
& VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street, Phila. 25, Pa. 


















t oe! ASK YOUR JOBBER! 


cA BAR 
CAULKING and GUN 


cha 


NORTON 


CORNER CLAMP 








Ideal for picture frames, windows, drawers 


Hundreds of amazing uses for Rocco's Fastening Mitre 
Clamp. A quality product with all cast construction. (Not 
Stamped.) Easy to use. May beclamped to table or used free 
Makes easy nailing, glueing, screwing or fastening all 45 
angles. Every home workshop needs at least two clamps 
The single locking sides jaws takes up any variation ol 


seein tient soc wend SEBO 
AT 
ROCCO PRODUCTS, INC. 





2916 Fourth Ave. So., Minneapolis, Minn. 





Lists for less than $300* 


manufactured by 


Dept. HC 2722 Cherry St. 


Now—a quality self-propelled rotary power mower that the average 
man can afford to own! Biggest money-maker in the power mower 
field. You'll go places with Traveler—write for full details. 

NATIONAL METAL PRODUCTS COMPANY, 


Kansas City 8, Missouri 






*including sulky, on 
optional oftachment 
Excise tox additional 





INC. 











o fhe fyuncil, Yoo, 


WEED CUTTERS — SOUTHERN MEADOW HOES—BOW 
jJRAKES — DISTRIBUTION THROUGH JOBBERS 





























You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
Others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we'll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE. 
iM FE. 42nd St., New York 17, N. Y. 


— 
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NEWEST SENSATION 


COMBINATION 
POWER TOOL 


For Information 
Write Dept. 50-K 
1214 S. 3rd St., 














Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, 
Set solid, maximum 50 words 
Each additional word 
Positions Wanted 
Rate) set solid, maximum, 


etc. 


.. $5.00 
. 


(Special 

50 words ' 
Each additional word 

Allow Seven Words for Keyed ‘Address 
or Your Address 


$2.00 





BOXED DISPLAY AD RATES 
$8.00 per column inch 

5% discount allowed for 4 or more con- 

secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE is published every other 
Thursday. Classified forms close {5 days 
prior to publication date. 

Remittance must accompany order in form 


of check or money order, not currency or 


stamps. 








Representatives Wanted 


| Representatives Wanted | 


Representatives Wanted 





PAINT BRUSH SALESMEN outstanding op- 
portunity for men now selling paint or allied line 
& having good following with paint, hardware, 

















EXCLUSIVE PROTECTED TERRITORIES 


OPEN ON nationally advertised Mak-O Washer | 


| to agents calling on hardware distributors, dealers 











WANTED MANUFACTURERS REPRESENTATIVE 


1] 
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lumber, variety stores, etc. We manufacture pro- | and plumbing supply houses. Unique demonstra- for the sale of High-grade imported mechanical 
fessional, consumers & nylon brushes. Str tio 6 n first call. Excellent straight and circular knives for the pul e iBu llinot 
ong | on sells eight out of ten on eo pulp—paper— sn, Illinois, 
office backing. We pay highest commissions in the | for opening new accounts and high volume re- | woodworking—veneer—metalcutting Industries—exclu- turdware jobl 
industry & Bonuses. Several protected territories | peat business. Address: Box A-870, care of Hanrp- | | Sive territories open. Fast delivery, competitive prices, |ff jobbers, plum 
open. Send full details in first letter. Address: | ware Ace, 100 E. 42nd St., New York 17, ee: Seer |B aill supply b 
Box B-792, care of Harpware Ace, 100 East 42nd | N. Y Address Box B-832, care of HARDWARE AGE organizations, 
St., New York 17, N. Y. a a 100 East 42nd Street, New York 17, N. Y imxy. Address 
OLD ESTABLISHED } NEW | REPRESENTATIVES WANTED: manufac- }§ 190 East 42n 
WARE JOBBER, mentber EW YORK HARD. | turer of aluminum hardware specialties seeks rep- MANUFACTURERS REPRES! NT ATIVE to 
Hardware Association, and distributor of na. | ‘%ntatives calling on retailers of hardware and | CALLING ON RETAIL HARDWARE and Lu MR. TOOL 
tionally branded lines of hardw | building specialties. Many exclusive territories | ber trade in Michigan. To sell a complet Tine CAN 
are and tools, seeks 
men accustomed to earning $7,500 to $10,000 or | °P°": Commission. Write, stating territory that | locksets, latchsets and shelf hardware. Hig CRI 
more a year. Followin | you cover and type of retailers that you are call- | ume line. Must have Builders’ hardware es 
g among hardware stores 
lumber yards, etc. essential. Fine opportunity ee ing on. Address: Box B-805, care of Harpwark | ence. In reply give full detail. Address 
selected men to become part of progressive or | Ace, 100 East 42nd Street, New York 17, N. Y. B-834, care of Harpware AGe, 100 East 42nd CONTACT 
ganization. High commissions. State full parti-| ca) eae Sage fg ~ | Street, New York 17, N. R 
: . gt SALESMEN calling on hardware stores, lum- | —> [> AY! 
culars including te 3 poet sig ’ 
Slice held ow se Be oe gf Pied cover. Re | ter and building supplies, etc., to handle along SALESMEN WANTE ED — ALL TE RRI- Manufc 
» of H st pig agape dress Box B-778, | with your present merchandise. Complete line elec- TORIES. Increase your summer income wit 165 Garder 
ys York 7 Ye 100 East 42nd Street, trical material, wire, cable, wiring devices, appli- PIC our fast moving new kind of insect contre en 
- ae ances, etc. for wholesale distributor; liberal com- They simply set in the stand, light and forget it ATTEN 
mission; state territory and line carried. Address: | Not toxic, no fuss, no need to close the windows Rutherford 
MANUFACTURERS REPRESENTATIVE WANTED Box B-842, care of Harnware Ace, 100 East 42nd | = leave the room. Absolutely harmless to humani wish to add 
Experienced with following a HMlinol d sor reatailletseedlned dhe eave mn ath Pitihe + Ge aos yw te tare 
i mong nols an — suaranteed nothing like it in the market. Exclu Hardy Ss 
Indiana Hardware and Mill Supply Jobbers. | | RE PRESE NT. ATIVE WANTED: Experienced | S!V territories open. If you sell hardware, de], i toggle 
To sell old established line of pump oilers and man to sell Polishing and Buffing products: Mitts, partment stores, patio shops, garden supplies, io. Thi: 
hardware specialties. anes Bike Seat Covers, etc. Outside New | Write at once tor detail. ; Straight commission pr Ad 
Address Geox 8-822, care of WAROWARE AGE York City. Good potential, write, giving experience — , Will — oy Os man orm —_ a ® Barr, 
-822, and territory covered, lines carried. Lamb Buff urers agent. AdGress: - Lorp. 0 J., 839) 

100 East 42nd Street, New York 17, N. Y. Co., 58 West Main Street, P: atchogue, New York, | Broad Street, Newark, N. J MANUFACI 
AGGRESSIVE. MANUFACTURE EXCLUSIVE PRO DITIONAL 
SEVERAL TERRITORIES open yt | OPEN TOR. E PROTECTE D_ TERRITORIES A gy gy yg a 
tatives calling on hardware and building supply | lines to sell coin . rate. city i : ¥ ne of Christmas tree Virginia, Ni 

} y yperated gas stove to private, city, light sets, novelties, and wiring devices, seeking hard Sas 
jobbers. Complete line of contract and residential | county or state parks. Sells iself because it pays and fast hitting representatives with well establis hed and Florid 
hardware as door trim and cabinet hardware. | for itself!!! Unlimited opportunity to cash in on png =— Lippe rngs hardware house furnishing Mirs., ar 

olid brass and die cast. Write stating lines | the great outdoor cooking market. List of prospects Til Rentral Sts cg BF RO 
handled and territory d. Repli fi s “ OT I Ii, Central States, Wash. & Oregon. Straight com Wri E 
: ory covere eplies con den- | in your area furnished. Liberal Commission. Pop- mission. State manufacturers represented, number rite, Euge 
tia Address: Box B-806, care of Harpwarg | ularly priced. CLIFFCO, INC., 457 Lakeview of men tn territory. ete. boro, N. C. 
Ace, 100 East 42nd Street, New York 17, N. Y. | Way, Redwood City, California Meare aan tnd Binet, Now wane 
EXCLUSIVE, PROTECTED, ESTABLISH keene ie anenieeaieesnteeeeeee ae = : ai MANUF 
CITED, Es -ls EXCELI OPPO : :. - - - ———_— MANUFA‘ 
ED TERRITORIES OPEN in Jeraey and. Con | | GRESSIVE, NT Ts ORT ONT fullowine among | < {EXPERIENCED SALESMEN WANTED TORFALLING ( 
supply dealers; fine line hardware specialties hardware wholesalers, mill supply and lumber — A a, — ball he pin et oe fardware an 
capable large volume to retailer; straight commis. | ‘™des. Exlusive territories open. We are importers needs no oiling and does not pick up lint or dusi@jemainder of 
gg tag Mw ooo = 7 of wire products and exclusive agents for precision to” retail a wholesale — — store 1 i commissio 
full particulars to Address: Box B-770, care of | tools and abrasivess In reply, give limits of terri- Wan’ ; "ton ly R ee, 1036 W. Vv. “ " z 7, NX. 
Harpware Ace, 100 East 42nd Street, New York | {ores © vered, references, etc. Address: Box B- Street, Chicago 7, ok a eetien Del 
17, N 849, care of Harpware Ace, 100 East 42nd Street, | - — — —— SINGLE I 
EXCLUSIVE PROTECTED TERRITORIES | New York 17, N.Y | _E T ABL ISHED TOOL MANUFA¢ TURER | ATIVE, es 
OPEN FOR MANUFACTURERS Represe - . eee “= ~ | NEEDS THREE additional commission sales rej i nesbkers-4 
secs. aallticar 2 ogy Sia Nabil tat RERS saci — MANUFACTURERS REPRESENTATIVE | resentatives having established clientele among e ste conside 
os g on lumber dealers, building material CALLING ON RETAIL HARDWARI 1 | hardware retail store trade and jobbers. One te wing among 
~ : 4 lwa lealers and bt to handle a lumber trade in Ohio to sell a complete line of | Guired covering Baltimore-Washington and vicin \djustable ter 
muplete line of quality builders hardware tubslas loc} latcl 1 If F rd i. Hi 4 \ | ity; one covering state of Kentucky and one cover f New York 
ocks and latch sets. In reply state lines locksets, latchsets and shelf hardware. High vol- | 7 ¥+ 006 teen eae bana and one ant Ac 
a ol Be. Rive ola — | ume ine. Must have Builders’ hardware expe ing the state of Alabama. Address: Box B-84 N. _— A 
ers hardware. Confidential Address B-426, care of | ones In reply give full details Address: Box | ore Harpw — AcE, 100 East 42nd Streetgg 
Harpware Acer, 100 E. 42nd St., New York 17 eg care of Harpware AGF, 190 East 42nd | New York 17, N 
Se St., *| New York 17. N. ¥ $0 T 
SALES PLUMBING SPECIALTIES to sell | ? = cel 2 Y HI 
: . - 5 Se eeagpeciecce tet neal MANU FAC TU RE RS RE PRESEN’ TATIVE 
Plumbi » oe Manufactu 
Piuphing& Fietge Shecatien and Suoptiy for | ry MOWDA TD eecomiaetge geiko. | — A@COuntS Wanted — ff tis, sew 
Comamtiaicn. Replies ple Ase po dliggy one ot and ‘ohelf swe are Must “ fully expe. to add gen 
“ — | ed in Builders’ Hardware In reply give full r j 
Co inn 216 Go rienced i 1 reply give erage of jc 
ar da Wa FEATIVE | Acz. 100 ase tind Surece Nicer York 17, N'Y. REPRESENTATIVES y-eali 
J s ENTATIVE | Ace, 100 East 42nd Street, New York 17, N. Y. | 
WANTED FOR Ohio, Indiana, Illinois and — nt Nb Covering all cla: f job iable i Ge 
Wisconsin. To represent a fine quality line of b> < AL F “SM 0s - 9 all classes o jobbers. Can render reliable, 100 East 
Scat Macias. leak take ro tage Poon | “ae: E 7 rm op se EXC LU SIVE YE T | | aggressive service. We are national distributors with | 
. 3 i 9p c 0 ss t H H Fy | 
Sailer Seat od Seniones Geek Wa tiles | o'cae comelt eas oss cide Bee, Paskeas dnt ine | | Son ey ae ae ae & as, 
accounts, Ohio and Indiana have established ac- full 100% markup fae retailer. Give full lines Vert, Philadelphia. Detroit, Cleveland and Louisville. TI\ RIDA 
counts. In reply, please state lines now carrying, | carried, territory and trade covered and phone num- | We will carry the account or you can bill direct. cg preset 
and full particulars.” Address Box B-773, care | ber in reply Address: Box B-838, care of Harp | Inquiries invited. Write Ance Corporation, 7 Wood 4 my 
* ee Act, 100 East 42nd St., New York | ware Ace, 100 East 42nd Street "New York 17 Street, Pittsburgh 22. Pa. thes po 
17,N.¥ IN. Y m ‘7 ; TIVES MRouseware v 
Lf —— —_—— , MANUFACTURERS ITATIVES, Bouse ware var: 
MANUFACTURER OF FAST MOVING ; eee So aapat~ ogee ae — ” — — | offering pete pola ongcoeny ees: Sen 
METAL flower boxes (Planters) wants established | SAI ‘ESM. AN WANTED “TO SELL SASH | western states, desire an additional line. NowgFa@st 42nd Str 
Hardware Agents to represent them in many parts | CHAIN IN following territories: Baltimore, Md.; selling to wholesale hardware, industrial supply —-—————— 
of the country. Write for our proposition. Liberal | St. Louis, Mo.; Chicago, Ill. Prefer men now | construction supply and painters equipment supply SALESMA) 
commission, Write: Lee-Carver Stamping m- | calling on hardware stores or lumber dealers. Ad- | firms. Offices in Seattle, San Francisco an ae atiety store 1 
pany. 116 Graymont Avenue, Birmingham, Ala- | dress: Box B-847, care of HARDWARE Ace, 100 | Angeles. Address: Box B-808, care of Harpwasegyants addition 
ama. East 42nd Street, New York 17, N. Y Acz, 100 East 42nd Street, New York 17, N. Y 4 Straight 
836, care o 
_ , ’ — , - . r “ets 
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on 





Classified Opportunities Section 





literature, 


Accounts Wanted | Help Wanted 





Accounts Wanted 


panied by REPRESENTATIVE SERVING MICHIGAN 
AND NORTHWESTERN OHIO with Whole 
gle Hardware and Mill Supply Accounts can add 
another good line and at the same time maintau 
elective coverage. Will give intelligent and indus 
trious representation. Prefer products ot a me 
chanica! or electrical nature. G. D. McCormick, 
16035 H amilton Avenue, Detroit 3, Michigan. 


er_in form SUUTHEASTERN MANUFACTURERS 
ee REPRESENTATIVE desires an additional line. 
Complete personal coverage of hardware and gar- 
ne § det) si)})Ply jobbers in Carolinas; Georgia; Florida; 
Alabama and Tennessee. Good following estab 
lished. Full information and references furnished 
Wanted spon receipt of inquiry. Address: Box B-782, care 
of HakpwWare AGE, 100 East 42nd St., New York 
a, 
MANUFACTURERS REPRESENTATIVES 
ESENTATIVE TRAVELING 5 men desire an additional nation 
rted mechanical | aly known line. We cover the states of \Wiscon- 
e pulp—paper— | sin, Illinois, Indiana and Kentucky, calling on 
ndustries—exelu- tardware jobbers, sporting goods jobbers, electrical! 


very other 
» 15 days 

















mpetitive prices, jobbers, plumbing jobbers, automotive distributors. 

nill supply houses, mail order accounts and chain 
IWARE AGE organizations. Dealer missionary work our poi 
17, N.Y; wy. Address Box B-739, care of HARDWARE AGE. 


100 East 42nd Street, New York 17. N 





ESENT ATIVE 











/ARE and Lu MR. TOOL MANUFACTURER 
complete line of CAN YOU USE 
High vol 
eaeen ‘a al CREATIVE SELLING 
Address: Box IN NEW YORK STATE? 
100 East 42nd | CONTACT 
= ’ RAYMOND L. REBEN & SONS 
ALL TERRI Manufacturers Sales Representatives 
*r income withf | 165 Garden St. Poughkeepsie, N. Y. 
f insect contre _a 
t and forget it} ATTENTION MANUFACTURERS. 


se the windows Rutherford Hardware Agencies at Galt, Ontario, 
rmless to human§ wish to add another line on Commission. We sell 
sumer demand.ff'ty the largest market in Canada to Wholesale 
market Exclu Hardwares and Department Stores. References 
| hardware, de-Fwill be supplied. Over twenty years selling in 
arden supplies, Ontario. This aggressive Agency can sell your 
ght commission products. Address: *Rutherford Hardware Agen- 
an 7 manufac} cies 38 | Barrie Street, Galt, Ontario, Canada. 


». of N. J., 839] — 


MANUFACTURERS AGENT DESIRES ONE AD- 
DITIONAL LINE. Now serving the Wholesale 














ANTED Hdwe. & Mill Supply Jobbers in the states of 

Begone moe a Virginia, North and South Carolina, Georgia, 
f r vara ° 

- and Florida yo | now Represent only two 


well established 








ouse furnishiag Mfrs., am only interested in an established as 
’a., Ohio, Ind, | | < ities 
. Straight com Wri = volume ne No ports please. 
sented, number than Eugene B. Caldwell, Box 3151, Greens- 
oro, N 
,DWARE AGE 
N.Y. a 


MANUFACTURERS - REPRESEN NTATIVE 
WANTED TOBCALLING ON THE WHOLESALE builders 


ring roller, that#dardware and Plumbing trade in Chicago and | 
dust, 





up lint or ¢ emainder of Illinois desires additional] line to sell 
_ stores. Terrifin commission basis. Address: Box B 839, care 
rite for details#if Harpware Ace, 100 East 42nd Street, New 
V. Van Buren fork 7 N.Y 
TUFACTURER "SINGLE LINE WANTED BY REPRESEN. 
ee ATIVE now selling one well established line. Can 
levote considerable time to another line. Has fol- 
owing among jobbers, retailers and lumber dealers. 
djustable territory within a radius of 150 miles 


ission sales re} 
clientele among 
obbers. Or 








and ? 
‘oou am cover f New York City. Address: Box B-850, care of 
i. a Bo LARDWARE AGE, 100 East 42nd Street, New York 
st 42nd Streetge’* N.Y. 








SOUTHEAST REPRESENTATION 


Manufacturers’ representatives organization cov- 
nted ering Alabama, Georgia and Florida desires 
to add general hardware lines. Complete cov- 
— of jobbers in these states. Write for 
etails. 


Address Box B-848, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 






















/ES 


render reliable, 
stributors with 
offices in New ———— ———- —- = 
and Louisville. FLORIDA EST: ABLISHED ~ REPI RESENT- 
an bill direct. IVE presently selling some of the leading job- 
ation, 7 Wood jm’ department stores and chains now handling 
miy one line interested in one or two other lines 








or these outlets from well rated manufacturer, 


——$$__——— 
SENTATIVES Mouse ware variety and hotel supply items preferred. 
r part of mmiddress: Box B-845, care of Harpware AGE, 100 


nal line. Nowgrast 42nd Street, New York 17, N. 
lustrial supply, 
uipment suppl: 
ncisco and 
» of Harpwat 


SALESMAN—now selling retail hardware and 
ariety store trade in Florida and South Georgia 
. ants additional lines of housewares, garden tools, 
fork 17, N. Y.pet » Straight commission basis. Address: Box 

B-836, care of HARDWARE Ace, 100 East 42nd 
Y 27. 19547° , New York 17, N. Y. 
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AGENT WITH FOLLOWING WITH HARD- GO-GETTER, SALESMAN, now calling on 
| WARE AND BUILDING SUPPLY retailers in | retail] hardware, houseware and variety stores 
Washington, D. C. and surrounding areas can offer Steady high earnings from volume repeat business. 


| nice sales volume to manufacturer of high repeat | 9x¢@ retail item, that fills a definite consumer need 
roducts selling this trade. Will not be a side- | at an excellent value. Nationally advertised to 





| I 

| line. Commission basis only, Write: A. C, Smith, | the trade in “Hardware Age” and other trade maga- 

} 2312 Ashboro Drive, Chevy Chase 15, Md. zines. Proven high volume repeat seller, a MUST 
for every hardware store or any retail store with 
even the smallest hardware or houseware counter 


Hel Wanted Only men with well established following need ap 
© ply. Write fully, stating line carried, territories 
covered, references, etc. Address: Box B-827, care 
BUILDER'S HARDWARE CONSULTANT. f Harpware AGE, 100 East 42nd Street, New 
Long established concern in Metropolitan area | York 17, N. Y. 
seeks experienced man to he: id contract hardware 
department. At least 4 years’ experience in esti 
|} mating and detailing contract hardware essential 


| Prefer man with natural selling ability and ex Positions Wanted 











) perience in handling builders and architects. Pay 
|} commensurate with qualifications. Reply with full 
particulars—age, education, experience, availabil “FACTORY REPRESENTATIVI AVAITII 


ity, and salary expected. Address: Box B-844, ABLE FOR LINES OF merit, for the Hdwe 
care of Harpware AGe, 100 East 42nd Street, lobbing trade in Michigan, Indiana, Kentucky 
Street, New York 17, N. Y. [Twenty five years of close selling to this type of 
— —- —- —-— - ~ —-- accounts Rest reference Prefer a line of tools 
SALESMAN, EXPERIENCED HARDWARI Address: Box B-729, care of Haroware Ace, 100 
AND PAINT FOR lumber yard. We also ! East 42nd Street, New York 17, N. Y. 
| handle a line of unpainted furniture and garden | —— 
supplies Pleasant surroundings. Good Salary. RECENT HARDWARE DEALER SEEKS 
Excellent opportunity for right man. Contact di EMPLOYMENT as manager or department head 
rect. White Lumber & Millwork Co Sunrise | College graduate; 45; single; excellent health; lo 
Highway, Massapequa, L. I., N. Y¥., Ma. @5151 cate anywhere Twenty years’ experience hard 
- UTS, SCREWS, BOLTS Terrific deal. 5% | Ware and allied lines; all-around mechanic; cor- 
| commission plus substantial profit-sharing percent poration accountant Presently employed ne eee 
age. Earnings can reach 10%. Extremely com salesman in Evansville, Indiana’s largest —— 
petitively-priced line. Bulk shipments from stock store Address: Hardware Man, P. O. Box 296, 
Domestic or European material. Nuts: Hex, Newburgh, Indiana. 


Square, wing. Slotted screws: machine, wood, y 
cap, set. Socket: set, cap. Bolts: carriage, machine. EXPERIENCED WHOLESALE HARDWARE 
hanger, washers. R. H. Newmark Co. 35-36 76 MAN in buying, credits, —_——-. orislen. 
St. Jackson Heights, L. I., N. Y. DE 5-7355 quotations, customers phone calls, Salesman_needs, 
: ' : or Oo: Catalog work, inventory, Expediting, etc. Good at 
figures, and details, Graduate College Business 
B e eis ae, Thorough bnowledes ot bere 
ware field, modest compensation acceptabie. n 
usiness Opportunities Assume Duties and Responsibilities of any posi- 
tion Address: Box B-759, care of HARDWARE 
HARTFORD, CONN., Houseware-Hardware | Ace, 100 East 42nd Street, New York 17, N. y 
Distributorship. Excellent return, fine outlets. Sub- 
stantial cash required. Maddock & de Ves, Real- 

| tors, 44 State Street, Hartford, Conn. 


) sores 4 St _ Business Opportunities 
MANUFACTURER NAILS FOR SALE—700 Kegs—Nails, original 


OF BUILDERS HARDWARE packing. Casing, Spiral Lead Head, Finishing, 


Coated, Box, Coolers, Duplex. Priced to sell below 




















(ESTABLISHED MANY YEARS WITH mill price. Call or Write Tick Brothers, Inc., 
EXCELLENT SALES FORCE) P. O. Box 128, Paducah, Kentucky 
| | Is planning to merchandise related prod- | | “WANTED TO BUY ESTABLISHED HARD 
|| ucts. We will purchase outright and dis- WARE BUSINESS. State of Florida or ——— 
* ° territory Must stand Investigation. Address 
tribute through our regular channels which | | };\. 5 330. care of Hanowann Aon, 100 Bast 42nd 
cover the entire country, Street, New York 17, nN. TF 


PRODUCTS MUST BE IN THE HARDWARE FOR SALE- —Old established retail hardware 
OR BUILDERS SUPPLY FIELD well loc = i — seen See, ee 

seven thousand population doing eighty thous: 
AND OF PROVEN QUALITY annually Pacianant money maker, clean stock, 
inventory $40,000.00, fixtures and delivery equip 














| leased. Owner retiring. Address: *Box B-837, care 








— ———— | g »WARE AGE East 42nd Street, New 
HARDWARE STORE FOR SALE—Leceted |Sontr NY et 420d Street, New 
in Western Illinois, Pop. 30,000; choice main | 
street location: new fixtures; low rent; average 











sales volume, $65,000; well established trade; CLOSING OUT SURPLUS STOCK OF ODD 
ideal investment; easily operated by two; above | NUMBERS of brass key blanks at $3.25 per 
average stock turnover; priced to sell $25,000 | gross. Send for list. Address: Box B-846, care 
Address: Box B-807, care of 7 Acg, 100 | of Harpware Ace, 100 East 42nd Street, New 
East 42nd Street, New ‘York 17,N.Y York 17, N. Y. 





WANTED TO BUY 


a successful business 


Making a consumer specialty product sold through hardware jobbers, department 
stores, and house furnishing stores. Annual sales, actual or potential, $1—$4 mil- 
lion. Continuance of staff essential. Our client is a nationally known 
Eastern manufacturer whose reputation and experience would enhance the value of 
a product in the consumer field. We are management engineers compensated by 
our client. Brokers protected. Replies held in confidence. Please write, or tele 
phone LExington 2-3616, referring to advertisement No. 59. 


WELLING & WOODARD, INC. 


52 Vanderbilt Ave., New York 17, N. Y. 
CONSULTANTS IN PLANNED DIVERSIFICATION 
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WANTED "rit, DEALERS 


tr Oo ——_ BULL-TIGHT 
MOK FENC ELECTRIC 
FENCERS 


Hold stock where ethers aeons. uar; 

lactating tow - pried battery units ww oS uf) 
own here (110- 

shorts . . . retails at 827.75, ee a awe 


alse FOR CATTLE, HOGS, 
FOO UNT SHEEP, HORSES 
Automatic Temperature!—Automatic Filling! 


The answer to ALL Stock-Watering problems!—9% feed 
saving; 10% more production; non-freezing; UL-Approved: 
Guaranteed.—Sell for $84.50. 


Sold thru Jobbers.—Write: 
INTERNATIONAL ELECTRIC FENCE CO. 
931 Albany St., Caldwell, Idaho 























did you hear about the new CHICAGO skates 
made just for our size? 










LUBRICATING STICK / 


Windows Stick ? 
Doors Squeak? 
Drawers Balk? 


A practically colorless stick that lubricates stubborn windows, 
office files, doors, door latches, zippers, bicycle chains, auto 
doors—anything that sticks—by just rubbing it on No mess¥ 
fluids. Will not soil, mar or stain wood, plastic or metal surfaces 
Display case hold 12 sticks. 


SOLD THROUGH JOBBERS 
DECTO PRODUCTS COMPANY, SALEM 10, MASS. 











CASTERS 
and GLIDES 


on Pages 147, 148, 149, 150 
of July 23 issue 


HARDWARE AGE DIRECTORY 
and Order From Your Jobker Today 
LESS CASTER CORPORATION, Evansville, Ind. 
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A SELL-ON-SIGHT SENSATION! 


SUPERIOR’S All-Steel 
SWING-OUT CABINETS 
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Ideal for do-it-yourself workshops, ma- 
chinists, mechanics, etc. Holds drills, 
. calipers, screws, etc. Each drawer has 
L Robinson, Inc., Edward E. ....... 136 identification slots. Cabinets weigh 7 
Rocco Prods, Inc. .........+6-++++ 175 Ibs. each; measure 13%” high x 6” 
|, plande Putty Works, Inc. ....... 74 Rock d Mfg. C 165 wide x 3%” deep—a fast moving profit- 
; ders, Frary & Clark 4 aww Sai laid ibe maker! 
128 an , a ae Rugg Co., E. T. ..... Jarmmienade We 
Libbey-Owens-Ford Glass Co., 2 ville Wire Work 180 6 Drawer Cabinet .. : $5.25 list 
Window Glass Div. Pee 34 ussellville ai illite 9 Drawer Cabinet (shown) _ .$5.95 list 
lockwood Hdwe Mfg. Co. 9 12 Drawer Cabinet . : $6.95 list 
tumite Div. ..... ee 2 LIBERAL DEALER DISCOUNTS 
Freight prepaid on 200 ibs. or more 
Ss 

in eee eee . SUPERIOR PRESSED STEEL CO. 

163 afe Padloc ee . z 39. Mass 
tmpg. Co... 16 M St. Louis Cordage Mills .......... % 26 Lansdowne St., Cambridge : 
% 7 Samson Cordage Works .......... 4l 2 

Co., The.. b- Madesco Tackle Block Co. ...... 130] Schlage Lock , & : cots i ae 
aim hin Majestic Co., Inc., The -. 169! Sharon Bolt & Screw Co. ....... 164 

sia Manhattan Brush Co., Inc. ...... 129 | Sheffield Bronze Paint Corp....... 75 
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¥eGill Metal Prods. Co. ........ 154] Standard Horse Nail Corp. .... 165 — 

WeNulty Design Studios, Inc...... 122 | Standard Tool Co. ..........06065 21 —— 
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pnera eel ; Monarch Marking System Co., The 131 | Sunshine Chemical Co., Inc., John 169 Multiply sales... sell chisels by the set... 
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; a oe ee hound dmwwats 33 | supreme Se SNe: cacnenes aa 
” ~~ oo, % S -- 104] switt & Co. oy ... 132 ;' ‘ > 
”H Wo GREENLEE 
Write for free GREENLEE — 
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; 60 , 
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Pour yourself MORE SALES 


with this handy Refrigerator Pitcher 


SUGGESTED g§ 

RETAIL PRICE C 
Compact size, yet holds over 
two quarts . . . designed for 
refrigerator and table use... 
has ice retainer strip .. . 


cover seals both opening and 
spout . . . easy to clean. 


For Mixing, Storing and 
Serving refreshing “hot 
7] . . 
Cites Gattis: tee weather” drinks, this modern Lustro- 
for year ‘round sales Ware refrigerator pitcher, with its 
Refrigerator Dishes snap action cover, has the appeal 
Egg Trays for making sales. It’s just one of 
Picnic Plates the many nationally advertised 
Mugs and Tumblers . P 
lle Pee Sate Lustro-Ware items you'll want to 
Salad Bowls ™ feature for top volume plastic 
Mixing Bowls x” housewares sales. 


ee. [> Ja COLUMBUS PLASTIC PROD., Inc., Columbus, 0. 


Bread Baskets 


Napkin Holders [>4~AC04 

Shaker Sets > eumiizgs 
Canister Sets “\ » “ee 
Bread Boxes 4 
Paper Dispensers | / 
Recipe Files 
Silverware Trays | 
Waste Baskets — 
Garbage-Tainers Comes 
Clothes Hangers 


Las ADV ATISID, 


| HYPONCX 


PLANT FOOD. in. 


FAST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawns, x 
gardens. Produces vigorous, beautiful growth in all plants quickly. Pays 2% 
dealer 331°, profit. Attractively packaged for display. Does not deter- 
iorate, is pad odorless and SAFE. Dissolves instantly in water for use 

l-oz. makes 6 gallons liquid plant food. 


Retails Your Cost 
1-oz. pkt. 72 to case wt. 7 Ibs. $4.80 case 
3-0z. can 25¢ 36 to case wt. 12 Ibs..... . $6.00 case 
7-oz. can 50c..... 24 to case wt. 14 Ibs... ... $8.00 case 
1-Ib. ; 12 to case wt. 16 Ibs $8.00 case 


Also packed in 10-ib., 25-Ib., 50-lb. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 


THE NEW 


ppsorties FITS-ALL 
roi ens SPRINKLER-HOSE 
oe oREEL 


} 
Vv Fits all plastic sprinkler -hoscs — 
SIZES TO FIT MOST PLASTIC SPRINKLER HOSES 


¥ Lawn Mower cornds— 


ELIMINATES TANGUNG DURING USE — EASILY STORED 
¥ Commerual fishing — 


UNE DRYING NO PROBLEM — WITH FITS-ALL 








HERE'S YOUR CHANCE TO GET IN ON THE GROUND FLOOR 
WITH A RED HOT NEW ITEM. LIBERAL COMMISSIONS — EX- 
CLUSIVE TERRITORIES 

WRITE OR WIRE TODAY 


RUSSELLVILLE WIRE WORKS PORTLAND, Off 








MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN, IOWA 





See Your Jobber or Write For Your Nearest Distribu 


WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 


tor ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 








NATIONALLY ADVERTISED PIPQMES 


RUBBER CUSHIONED REGULAR 


One set on a card. One set in a box. 

12 cards in a box. 12 boxes in a 

Sizes 1%”, 1%”, carton. Sizes — 

1-3716", 1°, %* 12%”, 1%”, %”, 

+”. %”, %”, %”, 
3%”. 





Ask your jobber, If he Is not supplied, write , DS 292—1%4", DS 293-12” 
DOMES of SILENCE Division of ROBERT E. MILLER CO., INC., 35 Pearl St., New York 4, N. Y. - 


OF SILENCE FURNITURE GLIDES 


PINTLE & SOCKET TYPE 
For furniture 


where casters 
have been used. 


Sizes: 
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135 S. E. 102 AVE 
PORTLAND, Off. 





